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Group 
Small Wares 


vA 


Increase 
Sales 


Two Styles of 
Packing 


Straight Sizes 


Packed 44 gross sets any 
one size. 


Assortment 
as illustrated 
Packed 43 gross 42 in., ° in, 
% in., % in. assorted. 


Reg. U. S. Pat. Gy 
No. 995758 which wilé 
be strictly enforced 















DOMES of SILENCE 


“Better than Casters” 
The perfect furniture footwear 


A Fast Steady Seller 
Highly Profitable— 


Just display the carton 
MADE IN SIX SIZES: 


8% in., % in., % in. 34 in, ’% in. and 1-% in. 
Your nearest jobber carries a complete line 
Have customers apply largest size possible 


DOMES of SILENCE Division 


Henry W. Peabody & Co. 
17 State Street. New York City P-1904 











Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 


Entered as second class matter May 22, 1918, at the Post Office, at New York, under the Act of March 3, 1879 


Advertising Index, Page 1 


Editorial Index, Page 45 













MI IS DHIR OIG I REI 


| ‘ 
. 
| ) 
‘ 












DOI DIDI DID DO DIDI 






SII 


- 


HARDWARE AGE 


ASS SESS Seah SU 


— —— 


ot Tan 








ES, that’s the number of 
Orange Labels that the 
FRANTZ Manufacturing Com- 
pany turns out every, month. 
But even such quantities 
would command no_ out-of- 
the-ordinary attention were 
it not for the fact that every 
Label of those Hundreds of 
Thousands is a consumer’s 
guide to satisfaction in Build- 
ers’ Hardware. The guarantee 
of the same color, packed with 
every item that leaves our 
plant, is the thing that makes 
a purchase of an orange-lab- 











eled Hardware-filled carton a 
good buy. The guarantee is 
ironclad, that is why the man 
who purchases FRANTZ,  pro- 
ducts from your shelves 
will come back again for more 
satisfaction. The label and the 
guarantee were created to 
build up repeat sales for FRANTZ, 
Dealers. If you wish to learn 
just what items you can stock 


under the FRANTZ name, drop 


-us a card, mention Hardware 


Age, and a copy of our 1925 
catalog will be placed in the 
next mail for you. 


“Distinguish the Hardware by the Label’’ 
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Don’t Miss a Single 
PYREX Sale 


HE great improvement in business 
since November Ist has brought 
record-breaking orders for PYREX. 


Every wholesale distributor has planned 
to have complete stocks for last-minute 
rush shipments to meet your Christmas 
requirements. 


~PYREA 


Transparent Ware 





Pyrex Sales Division, 


CORNING GLASS WORKS, Corning, N.Y. 


W orld’s Largest Makers of Technical Glassware 
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Columbia Hot Shot Batteries 
contain 4, 5 or 6 cells in a 
neat water-proof stee! case. 


me No. 1662 M 
& 9 volts 
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You can’t afford to be without them 


COLUMBIA Eveready Dry Batteries are 
more effectively advertised than any 
other dry batteries. In fact, the greatest 
advertising campaign ever conducted for 
any dry battery is that now running 
for Columbia Evereadys. 

As a result, the public is becoming 
wiser on batteries. More and more 
people are being led to insist on Columbia 
Evereadys. Even when a _ customer 
simply asks for “fa good dry cell,”’ ten 
chances to one it’s the Columbia Ever- 





Columbia 


eady he expects to get. Supply it to him! 


Columbia Evereadys sell automati- 
cally. They are the right batteries for 
every dry battery use. The quickest 
selling and therefore most profitable 
batteries the dealer can handle. 


Buy them from your jobber. 
Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York 


Canadian National Carbon Co., Limited, Toronto, Ontario 


San Francisco 





Dry Batteries 


-they last longer 
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for Gas engine Firing blasts Ringing burglar alarms Motor boat ignition Lighting tents and 
ignition Heat regulators Protecting bank vaults Telephone and outbuildings 
Tractor ignition Doorbells Calling Pullman telegraph Running toys 
Starting Fords Buzzers porters Electric clocks Radio “A” 
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‘Heres Why 


| reeommend 















Moline, Illinois, Heard From 


‘Appearance is a point that contributes 


largely in making Atkins the universal 
99 - 


Here’s a prize winning letter that is worth reading. It was submitted by L. C. Ainsworth, 
Moline Hardware Company, Moline, Illinois. 


“I have been reading the contest letters of others with interest, and believe they have 
missed one of the greatest points of merit of the Atkins Saws. “Appearance.” A point 
that contributes largely in making Atkins the universal saw. 

“The name ‘ATKINS?’ in itself is all the mechanic needs, for to him it is like STERLING 
on silverware. That is the reason that the Atkins Saw takes its place in the household as 
well as in the skilled mechanic’s kit, for it is truly a thing of beauty as well as of sterling 


quality.” , 
THREE VERY POPULAR SAWS 


ATKINS 
No. 400 HAND SAW 
SHIP POINT 


ATKINS 
No. 51 HAND SAW 








A high-grade general purpose saw with skew The finest saw on earth; extraordinary in A skew back saw, favorite of many high-clas< 


hack, ribbon edge. Hand smithed blade with quality, workmanship and finish. Genuine mechanics for general carpentry work. ‘lhe 
polished applewood handle. Taper ground to SILVER STEEL BLADE, ship point, five Silver Steel blade is taper ground by Atkins 
cut easier, Silver Steel holds an edge longer. gauges taper ground. MIRROR POLISH. process, with the damaskeen finish. ‘The At- 


Solid ROSBDWOOD HANDLE of the Inm- kins Perfection handle eliminates wrist strain 
proved Perfection Pattern, Nickeled screws. and makes sawing easier. 

Skew or straight back. Comes in moisture- 

proof bag. 


EK. C. ATKINS & COMPANY 


Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory Flome Office and Factory Canadian Factory 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N.S. W. 


‘“TRINS ALWAYS AWEAD” 





> kin SilverSteel Saws: 


To My Fellow Hardware Dealers” 
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The Line that Sells 


Reason No.2 for 
Perfection Dealer Profits 


It is no longer necessary for oil 
stove users to return to the in- 
Superfox Modele— Ths worls | convenience and dirt of coal or 

| | wood ranges for winter cooking.. 





o- 

















Perfections, the “grown up” oii: 
stoves, with their bigger, faster. 
burners, ample size and modern 
conveniences, make it possible to 
cook with oil throughout the year. 


This fact, proven by millions of 
wit ieee Perfection stoves which are 
ney Stoves—bit, sturdy, hondwome, § =  Siving complete satisfaction 

: every day in the year, coupled 
with our “Year ’round” advertis- 
ing, creates a ready sale for the 
Perfection line in the winter as 
well as in the summer. ) 








If you want to make more money from. 
oil stove sales write today for the 
complete Perfection Dealer Catalog. 





“30 Line” —BlueChimney Stoves — 
—the quickest selling oil stove on the 
market today. 


‘ 


PERFECTION | 


Oil Cook Stoves and Ovens 














» nt oe 


December 11, 1924 HARDWARE AGE 


the Year Around" 


The 100% Co mplete Oil Stove Line. Long chimney 
and short chimney stoves in all sizes and prices— 
also cabinets, ovens, broilers and toasters—all made 
by one big square-dealing manufacturer— satisfy 
every demand. 











3 The Best Advertised Oil Stove Line. Perfection 
advertising reaches millions of readers every month 


in the year. It equals the combined advertising 
effort on all other oil stoves. 








; | ser DNS a PE 
4 The Universally Accepted Line. Y cars of leadere | oil stoves made—with inner combustion 


ship, years of advertising dominance and millions of | Oe | 
present satisfied users have led to Perfection’s ac- | -s0n . | 
ceptance as the oil stove standard of the world. | : 


3 5 The Line of Fastest Turnover. Dealers can “turn” 
. Perfection stocks from 4 to 12 times a year. 24 hours 
e shipping service from convenient warehouses en- 

ables them to do a large business with small stocks. 











: 6 The Line of Greatest Yearly Profit. Rapid turn- | Perfection cities ns | 
23 over of small stocks; the low cost of selling a uni- | Heat’ a Ce ae bake and roast | 
versally accepted line; and Perfection’s complete free- | perfectly om either oil or gas stoves. | 


dom from service expense, unite to give.big profits; = aaa S ae oe 


The Line That: Satishes Consumers. . Boise of 


their quick lighting, fast cooking, cleanliness, ap- 
pearance, reliability and long life, more than half of 
all the oil stoves in use are Perfections or Puritans. 








at Thé Line of Complete Dealer Cooperation... Oy, 


salesmen help you demonstrate. Special service | = Every Perfection user should 
men are at your command. All parts are replace- | 3 have one. 


able—complete repair part stocks at every ware- 
house. Numerous dealer selling helps, free. 









THE CLEVELAND METAL PRODUCTS Co. 
7100 Platt Avenue : : : Cleveland, Ohio 


In Canada write the Perfection Stove Co., Ltd., Sarnia, Ont. 





The Perfection Toaster—toasts 
Improved Perfection Heaters evenly four slices of bread at a time. 


— with six new features of con- 
struction which will stimulate sales. 


and PU RITAN 


Oil Cook Stoves and Ovens 
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A COMPLETE LINE 


as Nd PEXTO SLIP JOINT PLIER LINE is very 
| complete consisting of large and small, heavy and 
light, thin nose, bent nose, pointed nose, blunt nose 


—twenty styles and all practical sizes of each style. 


Our dealer helps, consisting of Metal Display 
Fixtures Window Cards and Booklets, will help 


you increase your sales. 





Size 10%” x 16%” 


EXPANSIVE, COMPASSES BY & & MONKEY WRENCHES. GEN 
me DRAWING, % —— 2% MS ANGLEWRENCHES RA, 
oe © Zag Be Sz on ¢ , S 
ts us m < ee O42 O o a ths La 
> “nA a A >» nr by vo 
> / @& WEPINCERS 4 oU ui a0 = 
<z ca = b 4e I> I = 
V HATCHE ‘ “cy =CALIPERS 9 a n= =" ” 
Ww CHISELS 95 We oo ra) "~ 
UO ! a ra iG My Zz ‘ 4) P 
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o 8 Escrarcnams & a9, ao aye 


THE PECK STOW & WILCOX CO, Southington, Conn.USA 
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--P, A,’s 

-eShop Workers 
---Carpenters 
---Automobile Owners 
--e- Householders 
---Farmers 
















Are Buying and 
re-ordering--- 


NICHOLSON FILES 


with a reputation 


of cutting sharp from 
the first stroke 


of better performance 

of rugged endurance 

of highest quality 
NICHOLSON Files are the most de- 
manded by ALL classes of file users. 


NICHOLSON File Advertising is 
reaching into every lumber camp, 
shop, farm and home in the country--- 
showing the way to better filing. 


OLS, 
Sey 
U.S .A. 


NICHOLSON FILE COMPANY 
Providence, R.1., U.S. A. 







SOL NOLO LOONIE IEEE EE DI II 


NICHOLSON FILES 


~a File for Every Purpose 
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Three Brand New Ideas in Bumpers 


Put new life into your bumper business with these three McKay 
innovations. Here is an opportunity to offer your trade better, 
stronger, more attractive bumpers that are of brand new and 
unusual design. They are entirely new ideas in the bumper field, 
and thousands of motorists are going to want these unique 
improvements. 


The McKay Imperial is the most beautiful and distinctive bumper ever 
made. It will add distinction to the finest car, and it is stronger and yet 
lighter than any bumper of its kind. 


The McKay Perfection has a high offset center that presents an unusually 
wide front to ward off collisions, and prevents other bumpers from passing 
over or under it. Used in the front it protects the radiator, used in the rear 
your gas tank cannot be injured. Because of its patented McKay Red Bead 
end construction and fittings this bumper has unusual strength and rigidity, 
and adds a distinction to a car that motorists will appreciate. 


McKay Side Guards — four-way protection at last, and four bumper sales 
to every car! These novel bumpers are bolted to the running board to protect 
the car in congested traffic and in parking. They meet a tremendous demand, and 


the dealer who sells them is going to reap the reward new and better products 
always earn. 


Ask your distributor for literature or write us. 


UNITED STATES CHAIN & FORGING CO., Union Trust Bldg., PITTSBURGH, PA. 
Makers of McKay Tire Chains, McKay Shurout Chains, McKay Red Bead Bumpers. 


MCKAY:::3 BUMPERS 


Be Sure to See the Exhibit of McKay Tire > 
Chains and McKay Red Bead Bumpers 
at the National Automobile Shows. 


New York, Jan. 2d to 10th, Spaces 66, 67 
Chicago, Jan. 23d to 31st, Spaces 113, 114 
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This counter display just in- 
side the door was very eftec- 
tive in combination with the 
window display pictured on 
the left. 





Inside or Outside 


A well balanced display of the Stanley line of 
Four-Square Household Tools is a paying 
proposition, because 


vps restrain 
Petes ts pce Ties 2 Ss cer 
PRR Pee nS sere OS 


—it reminds of tool needs, 


—it shows that there is a complete line 
to choose from, 
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—it gives your customer a good idea of 
Four-Square prices without asking 
questions. 


All of these points are so many steps toward 
Four-Square sales. 


STANLEY 


NEW BRITAIN, CONN.,USA, 


- fe Stamey evs seve. Piant 
SOW YORE - CHECABO G44 (RAKCTECOS LOB 2OCLES BEETLE 


STANLEY #5 


Four-SQUARE HousEHoLp Toots xg y 
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Now Is the Time! 


THE BEST SEASON OF THE YEAR 
FOR RADIO IS ONLY JUST BEGINNING 








No. 495 
RADIO TOOL KIT 


Retails at $3.00 























Contains Ten Practical Tools—aAll in a Very Attractive Dark Blue and e 
Gold Case 
; we Contents S 
| Plier Scriber Center Punch a 
Reamer Countersink Five-inch Screw Driver - 
Set of End Wrenches Three-inch Screw One Socket for All Size Fr 
Driver Knurled Nuts 
Five Size Socket Wrench Set for Hex Nuts ee 
A Necessary Tool for Radio Work 2 
At a Price the “Fan” Will Pay Es 
No. 450 : 
Any size eyelets in radio wire made quickly and easily = ; 
Wire cutter on each side, adding to the tool's usefulness RETAILS AT 35c S 
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R L cTR a 
Radio-Lectric tools with their attractive display cards are on counters 
everywhere. : 
The dealers in your locality have got to be supplied, for Radio ‘‘Fans” 
want Radio-Lectric Tools. They all sell at popular prices. ‘Cash in” on this 

business. Order your stock now for the present Radio season is young. 
Send for New Complete Catalogue : 
“sé | BRIDGEPORT, CONN,., U.S. A. ; 
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KLEIN PLIERS 


Sure he uses pliers! 


Next time he is in for supplies, ask him about 
a pair of Klein’s. No plumber’s kit is with- 
out a pair of sidecutting and generally a pair 
of endcutting and long nosed pliers. Klein’s 
were made for him. They will stand up 
under the tough going of a day in and day 
out job. 

Just mention Klein’s to him. He will know 
the name and not only that, he will appreciate 
the quality! 

Did you get a circular on the four “Best 
Seller” assortments illustrated? Just the fast- 
est selling Klein’s, arranged for small initial 
investment and quick turnover. 


Mathias .Klein & Sons 
Chicago, Illinois 
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Thousands of pairs of Skates 


are sold for Christmas Gifts 





ALUMO combinations sell fast because— 


1. Alumos are different—an entirely new type 
of skate, designed and built on an entirely new 
principle. The fine steel runner and aluminum 
body are inseparably molded together in one 
operation. 


2. Alumos are light in weight—the only alumi- 
num skate. Markedly reduced weight on 
skater’s foot, making skating easier, faster and 
less tiring. Made of aluminum alloy that will 
not rust and takes a permanent finish. 


3. Alumos are strong—practically indestructi- 
ble, because of the selected material and ex- 
tremely accurate patented construction. 


4. Alumos are durable—no rivets or joints to 
collect rust, loosen or come apart. 


5. Alumos are fast—scientifically designed to 
give greater speed. 


6. Alumo Skates are sold only on Alumo Skat- 
ing Shoes—Alumo Skating Shoes, stylishly cut 
on original patterns, are made on lasts formed 
to fit exactly the curvature of the scientifically 
shaped heel and sole plates of Alumo Skates. 
A combination wonderfully comfortable and 
heretofore unobtainable. ' 


7. Alumos are advertised. Well-planned ad- 
vertising is run at the height of the selling 
season to reach consumers. 


Send for Catalog 


If you are not enjoying the profit on Alumo Skates during this 
holiday season, write us today for catalog so you won’t miss the 
sales of the coming winter months. Address International 
Development Company, Malden, Mass. 


INTERNATIONAL DEVELOPMENT CO. 
Sole Owners of Alumo Skate Patents 


Malden, Mass. 


Alumo Skates 





and Skating Shoes 
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METALCRAFT PLAYONS 
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Lots of folks think the above isn’t national advertising—but we think it is. 


We believe the cheapest and best national advertising today is secured thru the in- 
terested good-will of a dealer in every town and hamlet. 


99% of all the merchandise ever introduced and sold to the homes of this country was 
put there thru the good-will of. a large number of dealers. 

Every dealer, locally, is in the business of building a business and has a reputation to 
sustain. He’s trying to carry what his people want—multiplied dealers form a national 
advertising organization that can’t be beat. 

Metalcraft goods (three items only—built on the Ford-production-plan but having the 


utmost in all-steel design) are leading in dealer sales because they are the ultimate in 
goods of this kind. This is an age of steel and the all-steel Metalcraft line is beautiful 


in design, finish and workmanship. 


Three items only—quantity production. One-price and the right price for quantity 
business and profit. If you haven’t seen the goods, write for samples. Our only 
problems today are the ever-increasing demands for more production. 


Meratiic InpuSsTEIES, INC, 
4127-33 Forest Park Boulevard, St. Louis, U. S. A. 
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TRADE MARK REG. U.S. PAT. OFF 


“THE ALL-STEEL PRICED-RIGHT LINE” 


15 
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AL. FOSS BAIT-CASTING REEL 


The Guy that said 
‘There's nothing new 
under the sun” was surely 
conversing through his 
headgear. 
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Since then we have seen 
the steam engine, the tele- 
graph, the telephone, the 
automobile, the aeroplane, 
the radio, and many other 
wonderful inventions—and 
now comes the impossible?’ 
—a snarl-proof casting 
reel, 





Nearly three hundred patents have been granted on fishing reels—many of them 
designed to prevent the tangling of the line in bait-casting—and nearly all-of them 
were “born to blush unseen.” While some of them would prevent the usual snarl— 
they also retarded the cast to such an extent that they were not practical. Others were 
burdened with a lot of “doodads’”—thing-um-a-bobs” and ‘“‘whatchamacallems” so that 
they really caused the very thing that they were intended to prevent—the snarling 


Al. Foss Easy Control Bait-Casting Reel : 
Price, $25.00 


Equal in design, materials and workmanship to any high grade reel now being made, plus a simple 
centrifugal device revolving within the reel arbor, which absolutely prevents the line from becoming 











tangled. 


‘ 


Easy running and casts farther than any other reel. 


Nothing to adjust and nothing to get out of order. 





Can be used successfully by anvone without any previous knowledge of casting. 





Practically every bait-caster will buy one of these wonderful reels as soon as they see what it will do, 
regardless of how many reels they may have. 

NOW MR. DEALER—don’t sit back and say “I’ll wait and see”—many dealers lost a lot of money 
on that policy when they shied at the Al. Foss Pork Rind Minnows, when they were first introduced. 
History, of course, will repeat itself, but are you going to be one of the slow ones or are you going to 
cut right in and do your customers a kindness by selling them something that will bring you their 
everlasting thanks and, at the same time, put a nice profit in your till? 

Send for circular, or better still, send for sample. Put a line on it and try it out and you will have 
the surprise of your life—then if you don’t want it—send it back, and we will mark you ‘“‘deceased”— 
take you off our mailing list and bother you no further. 


AL. FOSS, Columbus Road, Cleveland, Ohio 


Originator, Patentee and Manufacturer of the Pork Rind Minnow. ‘ 
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A KIDDIE-KAR 


150 Miles JAhgh 
a ee 


ACH YEAR the demand of American young- 

sters builds a KIDDIE KAR more than one 

hundred and fifty miles high. This sky-piercing 

KIDDIE KAR, over thirty times as high as Mt. 
Everest, the highest mountain in the world, is a 
composite of all the KIDDIE KARS manufactured in 
a single year at the plant of the H. C. White Com- 
pany and symbolises its popularity. 


Each tire of this gigantic KIDDIE KAR measures 
more than 100 miles in diameter and the steel 
used in its manufacture weighs hundreds of tons. The 
equivalent of millions of screws, bolts and rivets goes 
into the construction of this great KIDDIE KAR, and 
a forest, as well, of millions of feet of the best lumber 
obtainable for the building of a child’s vehicle. To 


‘the above picture must be added a world of joy which 


KIDDIE KAR gives each day to hundreds of thou- 


sands of youngsters. 


An astonishing growth—but with all its growing it has 
never lost that particular quality which was captured 
and embodied in the firsts KIDDIE KAR made by 
Clarence White for his litthe son—a something that 
goes straight to the heart of every child. 


No single dealer could handle the enormous output 


of KIDDIE KARS for all the youngsters that want 


them, but there are thousands of merchants through-- 


out the country who find profit and satisfaction in 
distributing their share of the most popular of chil- 
dren’s vehicles. 


H. C. White Company, North Bennington, Vt. 


“KIDDIE KAR” and “KIDDIE” Vehicles 
Trade Mark Trade Mark 


New York Sales Office—Fifth Avenue Building 
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“Spot” Deliveries for Your 
Holiday Rush Trade! 





ANY a lad has his heart set on a 
Janesville Ball-Bearing Coaster Wag- 
on for Christmas—handsome, na- 
tionally known, with extra-tough-and-stur- 
dy frame and rubber-tired red disk wheels. 


Nif-Tee Scoot 


The Skudder Car, the Nif-Tee Scoot and the 
Hummer Scoot—all these Janesville prod- 
ucts have been “‘best sellers,’’ year after 
year, as Christmas gifts for the youngsters. 


The last-minute demand will be large. 
Check up now on your juvenile lines—there 
will be happy buyers for all of them. Order 
from your jobber, or wire or write us direct, 
and we will arrange for immediate ship- 
ment. 











i REI URE : 


JANESVILLE PRODUCTS CO. 


Janesville, Wisconsin. U.S.A. 
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What Shakespeare is doing for 
the tackle busin; 


Twenty-five years ago Will- 
iam Shakespeare built, with a 
jeweler’s tools, a reel after his 
own ideals. The reel performed 
so well he had to build others 
for his friends. 











Today in a great modern 
plant, Shakespeare fine fishing 
tackle is built for dealer and 
angler friends all over the 


country. 


From the start the aim has 
been better tackle. Now, with 
added facilities for production, 


8p 
prices have been reduced to a t Sita 
point that brings Shakespeare fine apnde rr, He 
fishing tackle within reach of all. On 4 sy 
: an 
That’s what Shakespeare is Pens P 
doing for the tackle business: aly 


building better tackle at lower 
prices, and at a greater margin of 
profit to the dealer. 


The success of this plan is 
shown in many such letters as 


the one reproduced here. 


SHAKESPEARE COMPANY 
KALAMAZOO MICHIGAN 


A New 
Shakespeare Catalog 


The superiority and low price of 
Shakespeare tackle will be brought 
to angler’s attention through a 
complete new catalog which will 
be ready for distribution aftert— 
the first of the year. Write now 
to reserve your copy and to learn 

























how your angler friends can get 
a copy. Ask for Catalog 25-A. 


beut Like a we 
Shakespeare 


Favemiiielinel ae 








~~ 


BEAUTIFUL FIVE-PIECE WINDOW DISPLAY 


Now ready for you, “Happy Days Ahead” window 
display, beautifully executed in full colors. 
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NATIONAL 


Allsteel Scooters and Coasters 


HE National Allsteel Scooter, like its companion vehicle, the National Coaster, 

has an instant appeal for all boys and girls who love outdoor play—and what 
red-blooded youngster does not? It has smart lines—the swiftness of wind—bright 
colors to match the sunshine. It is made skillfully, with rubber tires, disc wheels, 
ball bearings, durable mud-guards. Thefoot-rest has a special non-slip safety de- 
sign stamped in, and beveled edges. The 
steering mechanism is strong and easily 
controlled. The supporting frame is a 
solid unit, that will not buckle or bend 
even under a man’s weight. It’s a real 
scooter—one that will pass everything 
in the neighborhood and will bring the 
pride of possession to its owner. It is 
a sales-builder for every dealer. 


Four Attractive Color Combinations 


No. 500 Blue Frame, Red Foot Tread, Yellow Wheels. 
No. 501 Blue Frame, Yellow Wheels. 

No. 502 Blue Frame, Grey Wheels. 

No. 503 Blue Frame, Red Foot Tread, Red Wheels. 


Packed two in a carton. 























NATIONAL VEHICLES TRAVEL TO THE 
HEARTS OF YOUTH 





























National Juvenile Vehicle Company 
3860 East 91st Street, Cleveland, Ohio 


"I 


























December 11, 1924 





i! Fe \ W With 
i / "iI 
| ' ' 
| iyi li 
iit ' } 


yr)! 
NG 
Hh * wT Hs 


| 


* 
| 


wu 
ue 


HH} 
. 


| 
Rc 


2 


Wi 
| 


VA\\| 
MY 


WAU 


mm 
Ne 


mall 


: 
All| 
| 


Hii 


AU 
NO Ny 


WANG 
1 % 


RNY ? 
ih % Hl, . 


ty 


Al 
\. 


oy UY We 


LiL 
My 


HARDWARE AGE 


| if] nT | 
i| i Se 
| | 

WH | 


i 





HE dealer who sells a Smith & Wesson 


revolver does a double service. He brings 


quality and value to his customers, and he aids in 


the protection of the homes in his community. 


SMITH & WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. Address Department N. 











No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 
Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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BUHRAE 
Golj aye g 


— ROUS New Year de- 

oles ele tweets &-00)(eGeer-belemelcueel-telael 
—profit-winners. The new model 
Burr-Key Golf Bag— 

Equipped with the 
IMPROVED BURR-KEY 
avellttie:leltomerteleilam tale ms (acl me were 

has self-evident labor-saving featu: 
that tell their own story toy 


y Jab! ind Dealers int 
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evita cae me Valiona {dvertiusine Campas 


R. H. BUHRKE CO. 


, 
lerton Avenue, Chicag 
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MORE REEL VALUE 
FOR EVERY DOLLAR 


The Fernwood Reel offers a bigger measure of looks, per- 
formance and serviceability than any other $3.00 reel that 
you have ever seen. Comparison proves it. 

Adjustable for wear, oversize jewel bearings, adjustable 
click, heavy brass crank deeply countersunk; reel seat extra 

eavy brass screwed and soldered to support posts; ac- 
curately cut steel pinion held in — by a deep shoulder. 
The posts are not spun or crimped in place, but drilled and 
tapped at each end and secured by nickel plated brass 
screws. The entire reel is heavily nickel plated. The Fern- 
wood will satisfy anybody, it will outwear a dozen others 
in its price class, the price appeals to all. 

JOBBERS—DEALERS—prices and complete information 


on request. 


The American Swiss Magneto Company 


Department H Manufacturers Toledo, Ohio 


FERNWOO FISHING 


REE L 
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1925 Model aaa 


name and the red 
tag” 




















tro Powder Solvent 
Noo 


Standard for Gun Cleaning 


For cleaning firearms Hoppe’s Nitro Powder Solvent 
No. 9 remains the undisputed standard preparation—for 
more than 20 years the favorite everywhere. 

Endorsed by every user, including Uncle Sam. 

The one big seller—today as always—because never 
equalled for dependable service, making cleaning easy 
and complete. 

Removes all primer and powder fouling, metal fouling 
and leading—prevents rust. 

Sold only in 2 oz. bottles. 





For Lubrication 


Hoppe’s Lubricating Oil meets’ the 
shooter’s most critical requirements in an 
oil for the working parts of firearms. A 
pure, colorless light oil of the highest 
viscosity, having no trace of acid or other 
impurity, no tendency to gum. 

Refined especially for oiling firearms, 
fishing reels and intricate light machin- 
ery. Excellent also for cleaning and pol- 
ishing all fine metal and wooden surfaces, 

Sold in 3 oz. cans and 1% oz. bottles. 

Hoppe’s products are distributed every- 
where through the jobbing trade. For 
special information and folder on gun 
cleaning, write direct to us. 


AND LIGHT MACHINE RY 


. FRANK A. HOPPE, Inc. 


PA..U ss 





bed more than 20 years the Authority on Gun Cleaning 


2314-H No. 8th Street Philadelphia, Pa. 














Be 


re bs Me oats e 


Seal 
a a 























Dece 


mber 11, 1924 HARDWARE AGE 23 





— 













= 
The OVERLAND — 
The Selling Season’s Here—Act Quick! 





Overland Takapart 


wheels permi e bi ° ° . 
one-inch fires to be The time to sell wheel goods is here, right 
mene Satur males now, and if you are handling Overlands, 


you are selling them fast. If you are not 
handling them, quick action will still give 
you a chance to cash in the way Overland 
dealers everywhere are, and show a real 
wheel goods’ profit for the year. 


Order samples at least today, and when you see 
them you'll know why they’sell. They are so much 
better and more attractive that everyone wants 
Overlands. Boys wait for them in preference to 
getting others at once, and parents are glad to pay 
for them when they see the value they offer. Get 
your order in now while there’s still plenty of 
selling time left. 


HUNT, HELM, FERRIS & Co. 
Harvard, Illinois 


SAN FRANCISCO, CAL. LOS ANGELES, CAL. 
MINNEAPOLIS, MINN, ALBANY, N. Y. 





No. 1054 


Overland Scooter 


No. 1029 


Overland Scooter 
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~_the Lucky Dog Kind_, 








YOUR JOB IS TO SELL THE GOODS 
OUR JOB IS TO MAKE THE GOODS THAT SELL. 


D&M “2s 





GOODS 


SELL EASILY because they are STANDARD. The quality is well 


known, prices are right and every article is ~uaranteed. 


— ms KEEP YOUR STOCK UP TO THE MINUTE——— 


BASKET BALLS, STRIKING BAGS, BOXING GLOVES, 
HOCKEY GOODS, GYM SUPPLIES, ETC. 


Thé D&M “ JOE MALONE” SPECIAL HOCKEY TUBE SKATES will prove 
a sensation this winter. They carry the endorsement of all the National Hockey 
League players. ORDER NOW! 


The Draper-Maynard Co. 
—— PLYMOUTH,N.H.U.S.A.—— 


NEW YORK BRANCH PACIFIC COAST BRANCH CANADIAN BRANCH 
617 Mission Street 363 Ontario Street East 


SAN FRANCISCO MONTREAL 


















As your Jobber or Write 
to Us for Catalog and 
Dealers Price List 
Advertising Matter such as 
Window Displays, Show Cards, 
Catalogs, Counter Folders, 
Free Rules Books, etc., 
furnished upon 
request. 






















33 Union Square West 
NEW YORK CITY 
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— that are Increasing Padlock Sales / 


DWARDS attractive steel enameled display cards are silent salesmen working every 
minute to multiply padlock sales. They require only a small amount of space on 
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HORSESHOES 








for PITCHING 





Diamond Official 


Horseshoes 


Horseshoe Pitching, for health and recreation, is 
rapidly growing in favor for every member of the 
family. 

Diamond Pitching Horseshoe Outfits are complete 
with stakes, as illustrated. Well boxed and easily 
handled. Make very attractive store and window dis- 
plays. It’s as easy to sell a complete outfit as a single 
pair of shoes. 

Diamond Official Horseshoes conform exactly to the 
regulations of the National Horseshoe Pitchers’ Asso- 
ciation. Diamond Junior Horseshoes for women and 
children are the same shape but lighter and smaller. 
Diamond quality is beyond question. 


Write for free folder of Official Rules, 
“How to Play Horseshoe.” 


DIAMOND CALK HORSESHOE CO. 


Minnesota i 





Duluth 





































Raise the Kiddies on | 
@kiWheelsaa vt f 


Automobiles 
CoasterWagons 
Pedal Cars 


Scooters 


Velocipedes 
Express Wagons 
Hand Cars 
Tricycles 


Doll Cabs 


Every 
Number 


The Kind 
of Service 


Winner 





“Known Around the 
World” 







The Complete Line 
Everthing on wheels for 


the kiddies. 






Write for New Catalog 


ag : 
a Ma 
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Feature Colt’s 
During Christmas 


(()recticatty every dealer is at 
his wits’ end to know what to fea- 
ture and advertise before Christ- 
mas. Don’t forget one item—COLT’S 
Fire Arms. During the long winter 
nights people are thinking of Home 
Protection — suggest it with COLT’S. 
Young men are home from college— 
why not a COLT for target practice? 
The hunting season makes a strong 
COLT appeal. 


The sedan has made automobiling more 
popular in winter. Who needs protec- 
tion more than the car owner? People 
‘‘soing south”’ are excellent COLT pros- 
pects. You can find a hundred and one 
good reasons for pushing COLTS before 
Christmas. 


WRITE AT ONCE for a splendid series 
of COLT folders which you can en- 
close with letters and invoices. They’re 
mighty good sales producers. 


COLT’S PATENT FIRE ARMS MFG. CO 
HARTFORD, CONN. 





Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market St 
San Francisco, Calif 





OLTS 














THE ARM OF LAW AND ORDER 
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Something New in 


Selling Folding Furniture 


A new idea—an important feature of 
our 1925 plans—will result in bigger, 
better business for you in selling Gold 
Medal Folding Furniture. | 


This new sales and advertising pro- 
gram, combined with 


—the matchless quality of Gold 
Medal Folding Furniture, and 


December 11, 1924 





It’s not too late 


to stock 


Northland SKis 


for this winter’s business. The 
big skiing season is January and 
February. And our national ad- 
vertising campaign runs _ until 
March. Cash in on it by ordering 
Northlands now. Demand the 
skis with the well-known deer- 
head trademark. 


NORTHLAND SKI MFG. CO. 


World’s Largest Ski Manufacturers 


22 Merriam Park, St. Paul, Minn. 


—the immense amount of good will 
back of the name Gold Medal, will give 
any dealer a new vision of sales oppor- 
tunities. 


This means business for you. Write 
us for details. 


Gold Medal Camp Furniture Mfg. Co. 
1706 Packard Ave. Racine, Wisc. 


GOLD MEDAL 


TRADE MARK REO. US. PAT. OFF. 


FOLDING FURMITURE 


A XK onda : S 
REC asa NS . 
WY \ RMA ay : ; S 


do you need? 


WW HIcH of the fifteen Toddler Toys will 
best supply your needs ? 


Gould Coasters forson Jack. Waggie Toddler 
and Byk Toddler for Jack’s younger brother. 
Shoofly, Rocking Horse and Hobbie Toddler 
for Jack’s sister. You can easily sell any ot 
the fifteen Toddler Toys and the new drop 
shipment plan of distribution enables you to 
bu; in small quantities__two of each— and 
always carry a complete stock. 

Your copy of the color catalog, describing 
all the Toddler Toys, is ready. rite for it, 
either to your jobber or direct to the 


Gould Manufacturing Co. 


302 Indiana Avenue Oshkosh, Wisconsin 








Bells and Bell 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 











Build Trade 
With Toys 


Only a few years ago Toys 
were looked upon as a novelty 
in a Hardware store. 


Today Toys are a staple in 
many Hardware stores and all 
who sell them agree that noth- 


ing so attracts the trade of 


Boys and Girls. 


You can keep posted on 
what is New in Toys, as well 
as New methods of displaying 
and merchandising them by 
reading Hardware Age. 


HARDWARE AGE 


239 West 39th Street, New York, N. Y. 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 

-a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 







































































































































































































































































; ' ~  / 
. 
NE OLLIE CIRCLE GT SCS Me 




















12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 













































































































































































































































































Wickwire Brand Hex Nettings | 


Galvanized Before or After Weaving 
Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


- ESTABLISHED 1873 INCORPORATED 1892 
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One man can mow, 
It takes two to grind, 
We make the mow kind. 





Little Giant Scythes 
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Mule-o-logical Philosophy 


For centuries my race has been 
known as kickers, but, if our 
owners would make it as easy 
» for us to do our work as it is for 
them to mow grass with Little 
| Giant Scythes made by the 
North Wayne Tool Co., we 


would never kick again. 


Signed, J.A. MULE 
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North Wayne Tool Company 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Scythes, Grass Hooks, Corn Cutters, Bread Knives, etc. 
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Calendered first 
-then Coated 








CALE OPRUNG COATING 





OOD friction tape must have 

body enough to stick and stay 
stuck, and sufficient live rubber gum 
worked into the fabric to preserve 
the sticky quality from the time the 
tape is made until it is used. 











. a Bull Dog is calendered on both ~~ a, coccena apptica 

ls fed into the machine sides with high grade rubber fric- tgs mn 

tion before the surface compound 
is applied. The friction fills the 
texture of the fabric and makes a 
good foundation for the final coat 
which is thus left to perform its 
main function of making the tape 
stick. 


BULL DOG 


FRICTION TAPE on ae aes 
is made to give the worker a strong, 
highly adhesive tape which resists 
water and electricity and makes his 
work as easy, rapid and permanent 
as possible. 





The fabric with one 
side calendered 





Bull Dog Friction Tape is conveniently 
packed in 1, 2, 4 and 8-oz. rolls in in- 
dividual cartons and assembled in counter 
display containers. A quick repeating 
item which appeals to a wide variety of 
customers. 





Calendering the Machine in fall motion coat- 
ing the calendered fabric 





other side 








BOSTON WOVEN HOSE AND RUBBER CO. Cambridge, Massachusetts 
Makers of Bull Dog Hose, Bull Dog Belting and other Mechanical Rubber Goods 








There are only two practical meth- 
ods of applying zinc coating to 
wire, namely: “Galvannealing” and 


galvanizing. 


Thesmall picture above (No. 3) shows 
asbestos wipes, used by everyone ex- 
cept Keystone. These tightly com- 
wipes are absolutely necessa 
in the vanizing to smoot 
down the zinc coating so it will not 
flake or peel off in weaving. Instead of 
using asbestos wi ere aN 
the ‘‘Galvannealing’’ furnace which 
bonds the extra heavy zinc coat evenly 


and firmly to the y of the wire. 


x * * 
‘‘Galvannealed’’ wire is 


always identified by the 
Red Strand (top wire) 
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Here’s where the wires enter 
the patented “Galvanneal- 
ing” furnace. 





Only Keystone can use 
the new ‘‘Galvanneal- 
ing’’ process, as it is 
owned and controlled 
by us. All others use 
the ordinary galvaniz- 
ing method which re- 
Ya quires asbestos wipes. 


Here’s why patented “Galvannealed” wire car- | 
ries much more zinc than any other fence wire 


The small insert photo at top (No. 1) shows a close-up view of the wires 
leaving the long 28-foot zinc pans and passing into the ‘‘Galvannealing”’ 
furnace. Note that no asbestos wipes are used. All the pure zinc the wires 
will carry is left on. 

The larger picture above (No. 2) is one of the Keystone ‘‘Galvannealing”’ 
furnaces. This patented furnace takes the place of the asbestos wipes. 
All the pure zinc that adheres to the wires is firmly welded or bonded 
to the surface of the wire by the heat treatment received in this special 
furnace. 

We guarantee both Square Deal and Monarch to outlast any other farm 
fence. This guarantee is made possible because Keystone patented ‘‘Gal- 
vannealed”’ wire has a 2 to 3 times heavier zinc coating than ordinary 
galvanized wire. | 

Laboratory tests conducted by nationally recognized authorities back up 
our claims for this far longer lasting fence wire. Let us send you proof— 
we'll also send complete details on how Red Strand, copper-bearing Square 
Deal or Monarch will increase your fence sales. 


KEYSTONE STEEL & WIRE C0O., Peoria, Illinois 





-Red Strand’Ga/vannedled 


Square Deal «7 MONARCH Fence 


(No Extra Price) 





(Copper Bearing) 
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; The Talking Point ) 
f When the new customer comes to-yeur store 
£ for a length of rope, and asks you how you 
f know it’s good rope, can you convince him, 
quickly ? 


gy’ 


f 


g 





The Columbian Dealer would just open one 
strand of the rope and bring out the red, white 
and blue Tape-Marker. He would show this to 
the customer who would read — “Guaranteed 
Rope, made by the Columbian Rope Company.” 
The importance of that message on the T'ape- 

Marker is realized at such a time. The buyer 

recognizes the Columbian Guarantee, which is 

— BY ™ placed in the very rope steel, as a most tangible 

Se = guarantee and one which protects both dealer 
te | and consumer. 
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Dealers — The Columbian red, white and 
blue Tape-Marker is your Talking Point. Let 
it help you in building up your rope sales. 
Write for the name of our representatives in 
your vicinity. 


————" 





_—~ 





Columbian Rope Company 


352-80 Genesee Street 
Auburn, “The Cordage City,” N. Y. 
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Branches: New York Chicago Boston New Orleans 
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Poultry and Rabbit Fence 
(Graduated Mesh) 





A big seller. Its popularity is increasing stead- 
ily each year. 

Spaces 1 inch high at bottom and 3% inches at 
top. Woven continuously with no cut ends to in- 
vite rust. Horizontal wires can be stretched tight; 
sagging or buckling eliminated. Users have come 
to realize that this fencing requires fewer posts 
than other types. 


Excelsior Poultry and Rabbit Fence offers you 
a quick moving, profitable, recognized staple. 


AMERICAN WIRE FABRICS CORPORATION 
Subsidiary of WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 


WORCESTER BUFFALO PHILADELPHIA CLEVELAND DETROIT SAN FRANCISCO LOSANGELES SEATTLE 
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WHEELING 


uper~Radiant 











Reg. U.S. Pat.Office. 


A Gas Heater Extraordinary That Meets All 
Your Trade Requirements This Fall and Winter 


UST AS the Wheeling Super-Radi- 

ant has raised the standard of gas 

heater value, so has it widened the 
radius of gas heater sales. 


People who formerly considered a gas 
heater primarily as an emergency 
proposition have found that the 
Wheeling Super-Radiant is areal heat- 
ing plant— capable of bucking the 
coldest weather and keeping rooms 
abundantly warm. 


People who couldn’t be interested in 
gas heaters because of their generally 
unbecoming appearance have rallied 
to the good taste of the Super-Radi- 
ant’s design. 


People who had always entertained 
a fear of gas heaters have welcomed 


the Wheeling Super-Radiant because 


of its safe, non-fume generating com- 
bustion principle. 


And so it goes right down the line. 
The Wheeling Super-Radiant em- 
braces a combination of advantages 
to attract every kind and class of 
buyer. With its broad range of ap- 
peals is an equally broad range of 
styles and prices. Everything es- 
sential to the dealer’s needs has been 
provided for —and especially his pro- 
fit. Write for prices and details of 
the co-operative selling help. 


Wheeling Corrugating Company 
Wheeling, West Virginia 


NEW YORK KANSAS CITY CHICAGO 
PHILADELPHIA RICHMOND ST. LOUIS 


CHATTANOOGA 


MINNEAPOLIS 
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Fast-Selling 
CHATILLON 


Favorite Family 


Scales 


make. profits constantly for dealers. 
More and more housewives are get- 
ting the habit of weighing groceries? 

meat, butter and other purchases. 
The necessity for weighing ingredients at preserving time also 
provides a market for household scales. 

The demand is there, and it remains for the dealer to take 
advantage of the opportunity to make good profits by selling 
Chatillon Favorite Family Scales. All are well made, substan- 
tial, accurate scales. Built for service and will last longer than 

any other family scale on 

the market. Regularly fin- 

ished in black enamel; but 

can also be furnished in 

gold bronze, blue or white 

enamel. 

Chatillon Favorite Fam- 

ily Scales are attractive, 
the kind you can put on your 
shelves and be sure they will ap- 
peal to customers. 


Write your jobber. He will 
be glad to give you prices and 
complete information on this 
Profitable line. 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City, N. Y. 
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Steady Turrvovers 


As Regular and Kasy as an Hour(lass 


E’VE all 

heard that 
“time is money.” 
It’s also true that 
the “Acco Line is 
money.” 


Because of the 
year-round de- 
mand for “Acco” 
Chains, you profit 
by a steady turn- 
over and satisfied 
customers. 


“Let ‘Acco’ Chains 
from your shelves, 
put ready change 
in your till.” 


See list on the 
right and write for 
literature. 




































OTHER 
ACCO 
CHAINS 


Acco Dog Leads 

Acco Cow Ties 

Acco Round Cord 
Pulley Chain 

Elwel Breast Chains 

El-Wel-Tra Trace 
Chains 

Acco Chandelier 
Chain 

Acco Harness 
Chains 

Acco Slip Hooks 
and Grab Hooks 

Tenso Tie Out 
Chains 


Tenso Hammock 
and Porch Swing 
Chains 


Acco Coil Chain 

Acco Wagon Chains 

Acco Pump and 
Well Chain 

Weed Chains 

Welded and Weld- 
less Chains for 
every conceivable 

purpose. 





American Chain Company, Inc. 


BRIDGEPORT, CONNECTICUT 
In Canada: DOMINICN CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 


District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 


World’s Largest Manufacturers of Welded and Weldless Chains for all Purposes and 
Makers of the Famous Weed Automobile Accessories 





- ee ee ee een ne aie 








36 
HA 
R 
nWARE 
AG 
E 


At Sa 
: ‘eaad M 
r of rch Sa 
‘Fo und 
rty er 
ame 
tian 
are:” 












De 
cem 
hae 8 
’ 192 
4 


or” § os 
ore ge 
eo ge o> 
os soo ye <x . 
At Ko xe ov y 
. ws et <i $3 we, 3) Ee 
4* re) < d 
eo ¥ gs 
PS So ‘ss 5 a? ak 
x <8 S ©: x; ae or 
s oo ee oo i 
ye »o x ‘oo 2 ao™ oe a os go 
ae xp : 9 oS ,¥ nN RX ore now 
KO yee xo i ms ° <o 0 go x) soe “ 
e oa: ant rv oo or” a4 ‘$ o* 
8S “3 2 3 1" eo NSS Kye em ¢ eo” i 
‘ os or os s. 
oO et € 5 0 - ANY oF 3 be? so 
aoe per : 1a.9 we ee 
4 y go” com 
go ee ' a> ceo 
< , 2 oi % 
ce} oe 4 rN > ai? Ry ; 
go> eae © rae : 
oo xe : 199 us S xo y oe 
_ & oe ge ; Re 
e@ or W' ay ve v0 ov wre v 
s ‘ qe sv pe 30 X 9 . mn eek ev 
sat es ot at! an : ee 4 4 se en® 
xet ot ot y St 4 Se ‘ 2° o* 
. F “a S > of oe pr” oe xy koe 
\“ oe qe Se ot* ~ - 
se? > a eo of 
a “Th. os 9 
nS xo Moe go° a We aot 
3 ° ‘ ox y gd g> . 
, 40 * sre ct o ’ > 
oe eS os a o “ oe aS \ oe ¥ 
cee a> 
o> , m oot oe . 
xe® . , 
os t s eb , P <N ee ee Q ye 
r < Q> oF Sb > 
» SOR g> .. oe qo® cor ee Se 
s «ae S oo or” x se ee oe 
ee yor xem aS x,» oO SoS of a> - 
ae oes pr > tie OF rs ee oy 
x. se »% xo 4 OY ere Ns “ em se 
one nae x ss Se ant ve" ees aes aoe 
o> pe coe ar 9 en en" yo ev ee 
ob ope® xe® ~ pe x08" ot , so y ie 
Ko we pot g y ov ge % » we \ a ge we 
La xO yore < or oe ¢ ' 4 ov xe “se 
T he rg e se eo a * - : oor oo Sos 
rw a De Xe Se ee py? iA vss 8° of 
wholes imnit is 1 man $ "0 oe et nem oo 8, - ge R er 
ee a ted. we d , ee pot Ae =e PA ew. \ « wee 
ard ey —e Wise The Se & n® >” x! oe 2 oe e o 
wr of — ae > ; Rear x oe aS os ay se S% 
boo ed d — this n epi oo oo Pog x ett xO wo” oo 
k ca oubt are war gre not a aoe oS os © a ae. ‘ it, 
n ev ful i ors oe ae : oe 0 x xe eae ag ». of oe 
as he a ' a ie coe os “0 xe ap or" ov — vo 
writ er is » e ‘ RS on - o* 
aan 0 Re as a oF 
h 30” ad 
ye oo” 
gy xe ot yor ee c * Ce 
yar” oe bo oe ™ 4 0 oo” Q oe > gs 
oe oo oo” 7 ow mK , > ne Ge ox ow 
99 «oo \o*™ oS 2 < axes 
“? : $ qe or® ose % sos 
owe % Y ae <0? 9° os KF ros Sets 
ve Soe ote <) &® ro aS br 
hs “Ne a8 8 << “oe oe Ss 
ee, Oo ae te a 08 ao 
ap ©, ne and ob av, < gn" 
v* “ roe ‘ RY oo oe 
o ~ xo s oo® 





























December 11, 1924 HARDWARE AGE 


37 


A POINT OF GENERAL INTEREST 


It is simply that this is truly a great story. 
As the literary “lights” would say, “It has 
all the qualifications.” It has! You will 
realize at once that the humanity of this 
story is of permanent nature. Quickly, in 
fact, after reading three pages at any point 
in the story, you will find remarkably clear 
and practical examples of more simple, 
more effective and more profitable busi- 
ness measures. 


Frankly you do want a copy of tis un- 
usual book. Every hardware business man 
does. It is to be had immediately from 
HARDWARE AGE, 239 West 39th St., 
N. Y. C., at $3.00 a copy. 


IT MEANS REAL INTEREST, 
VE == 


Do not run the risk of wanting Norvell’s information and 
hours of reading and not having your copy. This book is good 


for years to come! GET IT! 


(MENTION THIS ADVERTISEMENT 
IN YOUR ORDER, PLEASE.) 
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on elem 5Y2 in.: Width, % in. Plain Dial, $3.25; Radium Dial, $4. 


The large attractive member the True Time Tellers family. He = 2 big 
4%-inch DIAL and an ae 40- HOUR MOVEMENT with a heavy nickel- 
plated seamless brass OCTAGON CASE. He has a big BACK BELL and a loud, 
long, INTERMITTENT ALARM that is a sure rouser. He is dependable and good 
looking and makes friends wherever he goes. 


TIDY TOT 


Height, 3% in.; Width, 2% in.. Plain Dial, $3.25; Radium Dial, $4.25. 

The small artistic "member of the True Time Tellers family. He has an attractive 
2%-inch DIAL and an improved 40-HOUR steel-cut pinion movement, with a 
heavy nickel-plated OCTAGON CASE. He is easily wound and has a ‘soft tick. 
His INTERMITTENT ALARM is insistent—not loud—he awakens but does not 
shock. He is well received in the best of homes. 


TICK-TOCK 


Height, 5 in.; Width 3% in. Plain Dial, $2.50; Radium Dial, $3.50. 

The medium size OCTAGON member of the True Time Tellers Family. He has 
an attractive 3%-inch DIAL, is fitted with bowed glass and an improved 40-HOUR 
steel-cut pinion movement with a heavy nickel-plated seamless brass Octagon Case. 
He is easily wound, has a soft tick, and has a big back bell which gives a long 
and loud STEADY CALL. 


= ad The new octagon-shaped watch, 14 size, thin model, neat and compact. Streamline 
| design, nickel polished, semi-octagon bow, substantial antique pendant, corrugated 


crown easy to wind, pull-out set. Cubist ‘numerals and skeleton hands. 
White Dial, $1.75; Radium Dial, $2.75. 


MAHOGANY FINISHED 


1-DAY TIME AND ALARM CLOCKS 
IBIS — ISON — INDO — IDOLE 


The above clocks are 4 inches in height and 8 — hes width. Fitted with 2%-inch 
Etehed Silver or Black Radium Dials. Bewed G 





INCA Desk or IDEAL 








Height, 32 inehe Height, 4% 
Width, 3/4 inches Boudoir Clocks Width, 344 inches 
Consumer’s Price 
Time Piece, Etched Silver Dial... ...... 2... eee e ee eenenens $4.00 


Aferm, Etched Sliwer Dbal. ... 0. c cc ccc ccc ccccccvesccsvece 5.00 


Radium Dials $1.00 Extra 






, All True Time Tellers are 
y pack in attractive 
2-coler bexes. 


Each True Time Teller is 
tagged with resale 
price. 
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Beats eggs L.} No spatter eee Whips the 

and mixes AW ie: No waste! | cream from 

mayonnaise Buea Cleaned in | 2 top of milk 
i bottle! 





Non-Slip 
bowl Free 
with each 











The 
Perforated BLADE 
does it! 


That’s the secret of 
Dunlap success. Flexi- 
ble, wafer-thin blade vi- 
brates as it revolves, 
cutting the cream in- 
stead of beating it. 


You know ‘‘Selling Points’’, Mr. Dealer— 
what do you think of these? 


AKB A LOOK, please, at the pictures up above. Ever handle a 

cream whip that could whip up a bottle of cream in 30 seconds?— 

the biggest bowl] full of fluffy cream you ever saw! Ever see one 

COM I N G! that could whip the cream right off the top of the miik? Or beat eggs 
‘ stiffly in one minute? 

Can't be done, you say? We'll prove it, if you'll let us. Send the coupon 

for a 








N unusual counter 


card to help you sell FREE Dunlap to try at home! 


more Dunlap Cream ; , ae 
Whips. We'll show vou See what your wife has to say about it—whether everything: we’ve claimed isn’t 
ps. y absolutely true. Keep the whip if she approves of it and you decide to order a 


a picture of it in our ad- dozen or more. Return it at our expense if your wife isn’t delighted with it. 
vertisement appearing in But hurry! The harvest time for Dunlap’s is right now! Remember the Dunlap 
this magazine next month. retails for $1.00, non-slip bow] included. Your profit, Mr. Dealer is 50% on cost. 
Good profit—quick turnover—why wait? 
Watch COLUMBIA METAL PRODUCTS CO. 
for it! 361 E. OHIO ST., CHICAGO, ILL. 

















unm were meh —_ ome ae oe 
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To order dozen use this side 
re 4 Put X in Square 1 


Metal Products Co. 
Chicago 


his § 
| request use t 
an <a X in Square [] shio 
Columbia Metal Products Co. CEE "Gpio St. 
361 E. Ohio St., Chicago pees add 
« yen ; . Sor ae o 
Gentlemen: — Dunlap Enter our order hrough 
vi 7 REE oT —* think Dunlap Whips billing mse 
eg a ahs 
~ 

—ser ae his side off to order 
expense. 
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AMERICAN READY-LITE LAMP 





The crowning achievement in match lighting gasoline lamps 










The new American Ready- 
Lite is the greatest improve- 
ment in gasoline lamps in 
years. Its straight, long life 
generator, improved mixing 
chamber, lower mantle ex- 
pense, superior material, work- 
manship and finish through- 
out places it far in advance 
of all others and assures 
Ready-Lite dealers of quick, 
profitable sales right from the 
Start. 





The new American Ready-Lite 
is the product of America’s pio- 
neer manufacturer of gasoline 
lighting equipment and is back- 
ed by 28 years’ manufacturing 
experience. It has made a tre- 
mendous hit with dealers every- 
where because of its attractive 
appearance, better light, (no 
flicker), and lower operating 
cost. Uses two mantles giving 
300 candle power light. Lights 
with common matches. 


Write or wire for full information about Ready-Lite lamps 
and lanterns and name of nearest jobber. Address nearest office. 


-_ AMERICAN GAS MACHINE COMPANY, INC. 
Albert Lea, Minn. 


New York, N. Y. 
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CORRUGATED JOINT FASTENERS 





The STANLEY WORKS, New Britain, Conn. 


NEW YORK CHICAGO SAN FRANCISCO 
100 Lafayette St. 73 East Lake St. 875 Monadnock Bldg. 


LOS ANGELES SEATTLE 
703 Washington Bldg. STANLEY 501 Maynard Bldg. 


SY 
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" ILL’S got another 

new rule, I see. He 

Sure does rust ‘em 
out.”’ 


on 


Sie iba raedA 


SFr ing Mek oak 


“Not any more—that rule is 
the same one he’s been using 
for the last two years. It 
always looks like that—it’s a 
Starrett Stainless.”’ 


RUST PROOF 


Starrett Stainless Steel Rules laugh at moisture, perspiration and certain acid fumes that soon 
destroy the usefulness of the ordinary rule. They are made from a fine quality non-rusting, non- 
staining steel. No. 1000 (hardened and tempered) is made in 6 and 12 inch lengths. No. 1020 (flex- 
ible) supplied in 6 inch length only. Like all Starrett Rules, the Stainless is graduated with ex- 
treme accuracy—a reading glass proves that even when magnified the division lines show up sharp 
and clean-cut—perfect in every way. And like all Starrett Tools this Stainless Rule is a sure builder 
cf good will for the store that sells it. Machinists know the tools they can trust. 

Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled 
ATHOL, MASS. 


I Starrett 
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cKINNEY HINGES are 

good to sell because 
your customer gets, for the 
same money, better workman- 
ship than in the ordinary kinds. 





McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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How Many People Do 
Your Windows Stop? 


Vze>q HECK off a hundred persons as they pass your store windows. 
“eq Count the number that stop to look. A window record is as im- 

portant as a stock record. The effect of different arrange- 
ments, of different lighting, of different merchandise and of differ- 
ent seasonal displays should be checked up, so that you can gage in 





_ some measure the drawing power and sales value of your windows. 


The big department stores throughout the country do it. When 
they put a display in'a window they want to know what it does for 
them in the way of advertising and sales. Why shouldn't you do the 
same thing? The proposition is the same. . 


Another thing that is also very important in this connection is 
your lighting arrangements. People always prefer to shop in bright, 
attractive cheerful places, and they are attracted by well lighted 
windows. 


Recent tests prove that better lighting increases the number of 
“window shoppers” from 20 to 80 per cent. 


Better store and window lighting always improves business. It 
shows the goods at their best, it facilitates selection and it pleases 


customers. 


Give this matter more attention and notice the results. 
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A Pioneer in Auto Accessories 
Merchandising 


Remarkable Growth of Woodwell’s Auto Accessories Sales Necessitates 
Separate Building for Department 





T is a proud boast for any com- 
pany to make that it has been in 
business as long as 77 years, 

but the Joseph Woodwell Co., hard- 
ware jobbers of Pittsburgh, not only 


can make that boast, but also that 
during all that time it has been at 
one location on the corner of Wood 
Street and Second Avenue, Pitts- 
burgh, as well as one which is even 





more remarkable that it is still con- 
ducted by the family of the founder 
of the business. Joseph Woodwell 
was the grandfather of W. E. Wood- 
well, present head, and John Wood- 


well, treasurer of the company, and 
J. K. Woodwell, secretary, is the 
great grandson of the founder. 
Viewed from the fact that the com- 
pany has never been reorganized and 


that it has remained in the hands of 
the descendents of the founder 
through all the years, there can be 
no serious dispute of the claim that 
it is the oldest hardware jobbing 
house west of the Alleghenies. 

“If you can’t get it at Woodwell’s 
you can’t get it,” is a common utter- 
ance in Pittsburgh. To sustain such 
a reputation one may imagine that 
its line is a varied one without 
either being told or making a visit 
to the company’s store and building. 
The reputation also entails with this 
company additions not only to its 
lines, but its facilities for keeping 
in stock the new lines to make it 
mean something more than a catchy 
phrase. There may be one or two 
lines of goods that this firm does 
not carry, but they are not so im- 
portant as to in the least weaken 
the claim that its lines are the most 
varied of any of the jobbers in the 
Pittsburgh district and the ordinary 
acceptance of the phrase Pittsburgh 
district is that territory embracing 
not only Pittsburgh and Allegheny 
County, but the area extending east 
to Johnstown, north pretty well to 
Lake Erie, west to Youngstown, 
Ohio, and south to Wheeling, W. Va. 

The most recent addition to the 
line of wares is paint. Over beyond 
the fact that the company has kept 
step with the procession throughout 
its long career with the strictly 
hardware side of its business is its 
interesting venture into automobile 
accessories. This was done in 1907, 
and the company was probably the 
first in this part of the country to 
visualize the tremendous expansion 
that has occurred in the past 15 
years in the utility of the automo- 
biles and what that expansion was 
going to mean in respect to a de- 
mand for the many little refinements 
which the automobile builders until 
the past few years did not embody 
into the furnishings as “standard” 
equipment. The foresight of the 
management and its willingness to 
be guided by its early experiences 
now find expression in a four-story 
building that is devoted exclusively 
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to the accessories business. So im- 
portant a place has the company 
carved for itself in this line that so 
far as this part of the country is 
concerned. that accessories and 
Woodwell have become practically 
synonymous. 


Reference has been made to the 
willingness of the management to be 
guided by its experiences. This 
calls for explanation. The company 
found out very promptly that auto- 
mobile accessories and_ general 
hardware go hand in hand. But it 
was decided to handle the lines 
separately and to set up a separate 
division exclusively for the mer- 
chandising of the accessories. So 
that today we find Joseph Woodwell 
Co. in two parts, with a hardware 
department and an accessories de- 
partment and with two entirely dis- 
tinct sales departments both as re- 
gards the store and the road sales- 
men. There is no question as to the 
success of this method; indeed, those 
who combine hardware with accesso- 
ries admit that Woodwell has the 
right idea. 

First building occupied by the 
company was a small three-story and 
basement structure, occupying an 
area 20 ft. x 80 ft. That was in 
1847, and like all firms of that time 
practically all of the hardware then 
handied was of foreign make. It is 
interesting in passing to note that 
today the situation is. just the re- 
verse. Its second building occupied 
in 1857, gave more space and proved 
fairly adequate until the beginning 
of the present century when plans 
were formulated for further expan- 
sion of quarters. These materialized 
in 1907 when an eight-story building 
was completed and occupied. Much 
attention was directed toward this 
building in 1921, when the widening 
of Second Avenue made necessary 
either its razing or moving and the 
latter course was adopted. With no 
interruption to business, the build- 
ing was jacked up and moved east 
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a distance of 40 ft. to the interest 
of thousands of passersby. With the 
triangular four-story building that 
fronts on Wood Street and on Third 
Avenue, housing the accessories de- 


partment, the company now has floor: 
space in both buildings of 40,000 
sq. ft. 

Officers of the company are: W. 
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E. Woodwell president; J. D. Hail- 
man, vice-president; John Woedwell, | 
treasurer; J. K. Woodwell, secre- 
tary. Harry J. Menges, manager of 
the hardware department, has passed 


his fiftieth year of active service 
with the company, and Harry E. 
Webb, manager of the automotive 
department came up from office boy. 











mas gifts. 
department this year? 


AA Christmas Present for the Car 


It will pay you. 


There are many auto accessories that are admirably suited as Christ- 
Why not inject a little Christmas atmosphere into the 
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This Window Won a Prize 


It Was Used by The Wilson Mavtionre Co.and Resulted 
: . - in Crowds, Prestige and Profits 


- . 
— 





ERE is a window display by Harold Stevens, The Wilson Hardware Co., Boulder, Colo., which 


won a prize, unusual press. notice and attracted large crowds at all hours. 
themselves constitute a real tribute to the efforts of Mr. Stevens. 


These facts in 
The completeness of this 


display and well-thought-out pieces of military looking hardware offer you an idea to use on any 
patriotic holidays or special occasions. ) 

Mr. Stevens has been kind enough to give us particulars on the parts used to make this display. 
We reproduce them here with the thought of offering you some short cuts to a very novel display. 








How 
lt Was 
Made 


Dirigible—galvanized well bucket, top of fly 
trap, cake turner and flashlights. 

Bombingplane—corn planter, pie tin, muffin 
tin, half of roller skate, and two spoons for 
propeller. 

Observation Balloon—basket ball, landing 
net, 2-in. pipe cap, with wire to artillery 
officers below. 

Battleship—half of a roaster, boiler tube 

cleaner for mast, brass hose sprinklers for 
turrets, nipples for guns, sheet elbows for ven- 
tilators. 

Sea—steel wool. 

Submarine—sash weight, socket wrench, 
scriber, with fuller ball for periscope. 

Destroyer—level, 22-cal. cartridges for fun- 


nels, taper pins and keys for turrets and guns. 
ight House—jack screws, flashlight for 
light, jelly mold for revolving top. 
Hangars—rural mail boxes. 
Monoplanes—wood marking gages, wing 
nuts for propellers, shoemaker’s rasp for 
planes, roof disks for wheels. 
Tanks—gopher trap, rubber belt and pipe 
fittings. 
Siege Gun—sad iron, nuts and pipe nipple. 
Field Artillery—roller skates, garden hose 
nozzles, 22-cal. cartridges (in rear of limbers). 
Soldiers—clothes pins, roof disks for hats, 
1% sections of belt lace for pack, tin rifles. 
Bridge—bolts. 
Poison Gas—can of carbide. 
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The Farm Radio Market 











HE Bureau of Agricultural Economics of the U. S. Department of Agri- 
culture recently made a survey into the number of farms equipped with 
radio, the types of apparatus used, the extent to which the farm market 
has been covered. Some of the facts as developed by this investigation are 


presented herewith. 


1—Today there are 364,800 farms equipped with radio, as against 145,000 a 


year ago. 


2—Although this is an increase of about 200 per cent over that of a year ago, 
the number of radio sets on farms is less than 5 per cent of the total 
number of farms in the country. The field has been hardly scratched. 


3—Farmers are generally located in isolated communities and they want sets 
capable of receiving from considerable distances. 


4—The farmer is sold on the radio idea. 


It breaks down the isolation of 


farm life, keeps the boys at home, and brings them in touch with the 


outside world. 








NE year ago there were 145,000 radio receivers 
() owned and operated by farmers. Today 364,800 

farms are equipped with radio sets, according 
to a survey made by the Bureau of Agricultural Eco- 
nomics of the Department of Agriculture. A ques- 
tionnaire was sent out by J. C. Gilbert, market 
specialist of the bureau, to 2081 county agents of the 
Department of Agriculture to determine the extent 
to which farmers are becoming interested in radio. 
The questionnaire was filled in and returned by 944 
agents. It is the only survey of its kind which has 
been made and it is planned to continue the study in 
order to collect the figures over a period of years. The 
final tabulation revealed many interesting facts about 
radio on American farms. 

Eight hundred and sixty-two county agents esti- 
mated that in their counties there where 110,905 radio 
sets, which is an average of 128 sets in each county 
for the 862 counties from which estimates were re- 


ceived. If this county average is true for the United 
States it is calculated that there must be somewhere 
in the neighborhood of 360,000 to 370,000 radio sets 
on farms in the country. Although this is an increase 
of more than 200 per cent over the estimate made a 
year ago, the number of radio sets on farms is less 
than 5 per cent of the total number of farms in the 
country, so that the farm field for radio can hardly 
be said to he much more than scratched. 

The replies this year indicate that the farmers were 
supplying themselves with sets capable of hearing 
stations some distance away. 

Replies to the questionnaire show that both brief 
price quotations and market discussions are desired. 

One of the questions asked the county agents was 
as to what stores, in their opinion, could best sell radio. 
In the listing of the stores which could most logically 
handle radio the consensus of opinion gave the hard- 
ware store second place. 
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How George Gray Views the Peddling Menace 


GEO. M. GRAY, PRESIDENT R, W. HATCHER, VICE-PRESIDENT 
COSHOCTON, ONnIO MILLEDGEVILLE, GEORGIA 
HERGERT P. SHEETS, SECRETARY-TREASURER 
INDIANAPOLIS, INDIANA AFFILIATED ASSOCIATIONS: 

Wie GR. ooccesensul PALO ALTO, CALIF. ALABAMA MICHIGAN PACIFIC 
R. J. ATKINSON,...... BROOKLYN, NEW YORK. ARKANSAS MINNESOTA NORTHWEST 
HM. R. BEATTY, .....6....CLINTOM, sRLINOIS. h N A TION A L RE TAIL CALIFORNIA MISSISSIPPI PANHANDLE 
THOS. B. HOWELL,..... RICHMOND, VIRGINIA. 2 CAROLINAS MISSOURI PENNSYLVANIA 
W. L. HUBBARD,......SCOTTSBURG, INDIANA. o CONNECTICUT MOUNTAIN AND ATLANTIC 
ARTHUR C. LAMSON,.. MARLBOROUGH, MASS. FLORIDA STATES SEABOARD 


J. CHAS. ROSS... .... KALAMAZOO, MICHIGAN GEORGIA NEBRASKA SOUTHERN 
seek HARDWARE ASSOCIATION #2. 2e=<0 

ADVISORY COMMITTEE: ILLINOIS NEW YORK SOUTH DAKOTA 
INDIANA NORTH DAKOTA TENNESSEE 


‘A _ 
C. MH. CASEY,...... MINNEAPOLIS, MINNESOTA. HEADQUARTERS: INDIANAPOLIS, INDIANA mnitewr . omanona wast Sune 
WISCONSIN 


E. M. HEALEY, ....ceeecees DUBUQUE, IOWA. 
OFFICE OF PR LOUISIANA OREGON 
COSHOCTON, OH1O = November 28, 1924. 


DIRECTORS: 


HMAMP WILLIAMS,.... HOT SPRINGS, ARKANSAS. 
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iy. Llew Soule, 


Dear Llew:- 


In reference to your interestins editorial "The 
Glorified Peddler”, would say that to my mind house-to-house 
canvassing, as ‘it is conducted to-day, is a strong competitor 
ta the retail interests of all crafts, and how to remedy this 
evil is a serious thought for consideration on the part of us 
alle 


In my opinion such an evil cannot be controlled 
by legislation, except in a limited way. Some have thought 
that this practice of selling would kill itself eventually 
because of the annoyance to the housewife, but I am not so 
sure of this. 


I know of a case where & distinguished lady 
whose husband is connected with the hardware business, pur- 
chased a dress and silk hose from one of those smooth tongue, 
well dressed peddlers, believins that she had saved money 
and had really purchased exceptional articles, which turned 
out afterward to be just the reverse. 


I would suggest that this evil might be reme- 
died if there would be a concentrated effort on the part of 
all merchants to send out local canvassers from their stores. 
I feel sure that it would be much easier and safer for the 
public to purchase articles from canvassers of their own ca 
munity, coming from stores that they know are fair in their 
dealings, and stand back of the merchandise purchased. Then 
too, there would not he so much danger of houses being broken 
into and robberies committed as when unknown canvassers are 
admitted to homes - strangers, who in some instances, no 
doubt locate the hduse and gain somes idea of where the valu- 
ables are kept. Is it not possible that robberiés are some-~ 
times committed because of the admittance of strangers to our 
homes on pretended missions of selling goods? 


I would recommend that a committee be appointed 
by the State Associations to study this question witha view 
of correcting as soon as possible the evils growing out of the 
present plan of house-to-house canvass, 


Yours very truly, 


Lowry 
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“All in favor—say AYE” 


Turn the Convention Searchlight 
on the Glorified Peddler 


HE peddling menace presents a serious retail 

merchandising problem. It is a subject which 

should be thoroughly discussed at every conven- 
tion of every retail hardware association in the United 
States during the coming convention season. 

On the opposite page is a reprint of a letter from 
George M. Gray, president of the National Retail 
Hardware Association. In that letter he makes this 
significant statement: — 

“I would recommend that a committee be appointed 
by the State Associations to study this question thor- 
oughly, with a view of correcting as soon as possible 
the evils growing out of the present plan of house-to- 
house canvass.” 

President Gray realizes that the retail convention 
is the proper place in which to thresh out questions in- 
volving the welfare of the retail merchant and his 
community; that it should be a clearing house for trade 
problems. He realizes that the time has gone by when 
the individual merchant, working selfishly and alone, 
could successfully combat trade evils. He knows that 
cooperation, conducted with strict adherence to the 
laws of the land, is absolutely essential, if business 
men are to succeed. 


The problem growing out of the peddling system is 


not an individual one. It confronts every merchant 
who sells merchandise over a retail counter. It is a 
serious problem because peddling strikes at the very 
vitals of the established system of merchandise dis- 
tribution; a system. which experience has proved to 
be economically sound; a system in which the retail 
merchant is an important and necessary factor. It 
is essentially a convention problem. 


The “Glorified Peddler” is no longer in the theory 
class. He is a fact. The menace he presents is not one 
of the future. It is already before us. The question of 
whether merchandise is to be sold generally through 
house-to-house canvassers or over retail counters will 
be definitely settled within the next few years. If mer- 
chants do not seriously face the problem now the 
peddler will win. This is no time for watchful waiting. 
It will do no good to lock the barn after the horse has 
been stolen. 

The retail hardware associations are legitimate trade 
organizations whose membership is made up of high 
grade business men. Their policy has always been to 
work with the law for business betterment. 

The retail hardware merchant wants only what is 
fair and equitable. He wants no agreements that might 
in the least savor of restraint of trade. He favors only 
such legislation as is constitutional and right. In his 
dealings with the menace he will stand four square. 

First and foremost, he wants information on the 
house-to-house canvassing; the volume of business 
done; the methods used; the measures of control in 
vogue. He wants to know what, if anything, can be 
done to force “Glorified Peddlers” to bear their just 
proportion of expense in the communities where they 
operate. He wants to know what can be done legally 
to protect his customers from any possible evils arising 
from the canvassers’ activities. Above all, he wants to 
know what his fellow merchants are doing or have 
done to retain their business and conserve the welfare 
of their communities. 

Let’s turn the convention searchlight on the Glorified 
Peddler. 
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How Berkeley Celebrated 
Christmas 


The Merchants Held a Carnival and the Whole 
Town Turned Out in Streets That Rivaled Fairyland 


often urged the hardware dealers to get to- 

gether with the other merchants in their re- 
spective towns for community development and for 
combined publicity to keep trade at home. In many 
localities this has been tried out successfully. One 
of the notable examples that may be mentioned in 
this connection is the Downtown Association of 
Berkeley, Cal. This organization is composed of all 
merchants whose places of business are located in 
the downtown shopping district of the city. 

One of the most effective things that this organiza- 
tion does is to hold a Christmas party the first part 
of December. This year it was held Dec. 5, and 
elaborate plans made to make the Christmas party 
this year one of the largest celebrations ever held 
in the college city. Berkeley is well known all 
over the United States as the home of the University 
of California and of Miss Helen Wills, national and 
Olympic woman tennis champion. Few persons, 
however, are acquainted with the fact that Berkeley 
is also one of the most progressive and enterprising 
business cities on the Pacific Coast. One of the rea- 
sons for this is because the Berkeley merchants know 


BS chen at various hardware conventions have 


how to work together for the good of their city and 
for their own benefit. 

The Christmas party held Dec. 5 is not only an 
interesting example of what these merchants do to 
promote better business, but it is also proof that 
merchants in different and in competitive lines can 
work together harmoniously. 

The plans for this year’s Christmas party were 
briefly as follows: 

Santa Claus was on the streets throughout the 
evening, two bands furnished music and all stores 
were open until a late hour, not to sell merchan- 
dise but to welcome all visitors. A competition was 
held for the most attractive window displays, and 
merchants in all parts of the city made every effort 
to outdo one another in making their stores attractive. 

The streets were lavishly decorated and well 
lighted and there was a big Christmas tree cele- 
bration on the city plaza where a large tree was 
placed for the occasion. It was planned to plant a 
large Christmas tree on the plaza this year so as to 
have it there permanently for all future celebra- 
tions. The Downtown Association presented the tree 
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formally as a gift to the city and was accepted by the 
mayor and the board of supervisors. 

Balloons and trinkets of all kinds as well as sou- 
venirs were given away to children by Santa Claus. 
Many of the stores gave away samples of mer- 
chandise and different kinds of trinkets. Some of 
the merchants even plan to give valuable prizes. 

The street decorations were in charge of a spe- 
cial committee and all decorations will remain until 
after New Year’s Day. During the celebration stick- 
ers to put on packages urging early shopping and 
trade in Serkeley were distributed by the associa- 
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tion, and invitations were extended to all Berke- 
leyans to be present on the evening of Dec. 5. The 
tree that the association planted was selected by the 
city park department and stands 60 ft. in height. 
It was decorated with colored electric lights and other 
decorations. 

What was done in Berkeley this year can be 
done in other cities and towns in other parts of the 
United States. To that end we suggest that the hard- 
ware merchants in various towns start something in 
cooperation with the other business man of their lo- 
calities and make Christmas pay its way. 
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Keep the clang of the fire engines off the streets of your town by selling fire 


prevention apparatus. 


When you do this you perform a Community 


Service for which you are recompensed in Dollars and Cents 


HOUGH Fire Prevention Week is observed in 

October, it is meant that this public example be 

an inspiration for the entire year. In the winter 
time the fire hazards are probably most alarming. Road 
and street conditions after Dec. 1 are likely to make 
traveling uncertain for the fire companies. Water 
lines are apt to be frozen. High winds may spread a 
small fire and handicap the efforts of the firemen. To 
be driven out of your home in the cold winter nights 
and see your belongings go up in flame and smoke 
presents a thought which chills to the spine. 

The hardware merchant as community purchasing 
agent should help citizens protect home and business, 
from the menace of fire. Fire department regulations 
require specified equipment. Insurance laws cover this 
point also and determine the rates, largely on the fire 
prevention equipment and fire fighting facilities avail- 
able. 

An approved type of waste can should be found in 
every garage, public or private, machine shops, fac- 


tories and stores so that a safe receptacle is always 
handy for oily rubbish. Inefficient waste cans have 
caused many serious fires. Fire extinguishers should 
be in every home, business and part of every autoist’s 
equipment. In many states a fire extinguisher in a 
handy place reduces auto fire insurance rates consider- 
ably. 

When you sell a waste can, urge the buyer to empty 
it every night. Impress him that such a precaution is 
his duty to himself and the community. When you sell 
a fire extinguisher, teach the purchaser how to operate | 
it. Show him how it is placed in the bracket, and how 
it is removed. 

All public buildings offer you an opportunity to sell 
fire buckets, waste cans, extinguishers and fire axes. 
You can sell all of this equipment without technical 
knowledge. Talk prevention and protection. 

A good window display will help you sell this ma- 
terial. The margin in this line is sufficient to warrant 
circular letters, and direct personal appeals. 
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“*Possum Hunting Time” 


By W. Herman Lowe 


‘te 











HEN Mr. Lowe says, “Human beings are mighty slow about doing things 
—someone has to kid ’em into it”—he’s talking “Turkey”—If you want 
to sell merchandise you must create a desire for that merchandise and 
sell its uses. In this article Mr. Lowe tells you how to do it—via the window. 








the golden days for hardware stores. To some 
hardware stores “’Possum Hunting Time” 
never comes, and they are the losers. 

Every hardware store carries flashlights, flashlight 
batteries, lanterns, pocket knives, hatchets, small bore 
rifles, ammunition, frying pans, skillets, flesh forks, 
and coffee boilers, while hundreds of hardware stores 
carry hunting boots, coats, pants, sweaters, caps, leg- 
gins, and wool socks. If a hardware store can stimu- 
late a sudden demand for these things, it is bound to 
profit by the result of sales that might never have 
been made. 

This race of human beings is mighty slow about 
doing things of their own accord. Some one has to 
kid them into it. That is the reason why for some 
hardware stores ‘“’Possum Hunting Time” never 
comes. They never create the desire in other people to 
go opossum hunting. Townfolks are not going opossum 
hunting unless some one reminds them and creates 
such a desire that they cannot keep from going! 

So to the “ Hardware Holidays’’ — Hallowe’en, 
Thanksgiving and Christmas— that the HARDWARE 
AGE reminded us of in its Oct. 18 issue, The Warren 


« Pitre 20 hunting time is from Oct. 1 to Jan. 1— 


‘ 


County Hardware Company, Bowling Green, Ky., adds 
one more—and the good part is that the Warren 
County usually selects its own day or time. 

Sometime after Oct. 1, when days are golden and 
nights an exhilarating breath of keen air and childlike 
enthusiasm—when persimmons are yellow and waxy, 
and a fire built of sticks in the open, with bacon and 
weiners to roast over it, is irresistible, especially if 
there are pockets filled with red apples to munch after 
the coals burn red and the full moon smiles out over 
shocks of fodder and yellow pumpkins—sometime, I 
say, along about this time of year, the Warren County 
Hardware Company, by putting in an opossum hunting 
window tries to inject a little shot of opossum hunting 
fever into our home town people, and it always takes! 

They don’t think much about opossum hunting until 
they are reminded through a window that suggests— 
and the little word “suggest” is a power—the joy of 
getting out into the open air in the country at night 
at the most glorious time of the year and following 
“Old Ring” over moonlit hills, through shadowy valleys 
to a sycamore with excitement hidden among its 
spotted limbs. 

And these victims of your window will always come 
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‘in and buy new flashlights, and bulbs and batteries 
for their old ones, pocket knives, boots, sweaters, 
socks—everything I have mentioned above. 

They are as enthusiastic over getting equipped as 
they are over the prospects of the actual hunt. You 
know it is the nature of man to get more joy out of 
the anticipation of doing a thing than the actual 
doing. Personally I have had the pleasure of going 
on many opossum hunts, and always everyone in our 
gang takes a great pride in his or her equipment and 
dress. City people love to dress and prepare for the 
occasion. 

If there are no opossums in your section of the coun- 
try, there are sticks for building fires for weiner 
roasts, and these may be made just as profitable to 
you. 

One opossum hunt we went on two years ago, with- 
out any dog, and without expecting to catch any opos- 
sums, was extremely profitable. It happened that there 
were about forty of us, and just before building our 
fire for the bacon, some one turned a flashlight toward 
a tree covered with grape-vines, and discovered an 
opossum! There was general joy and excitement and 
the opossum was brought back to town and put in one 
of the Warren County Hardware windows. The floor 
of the window was covered with autumn leaves, and 
an old hollow snag was placed in there for the opossum 
to climb on. The holes in the snag were stopped up so 
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he could not go inside. A small hollow stump was fixed 
for him te sleep in. The background of the window 
was hung with real wild grape vines loaded with 
grapes. The whole town took an interest in Mr. ’Pos- 
sum, and he became so tame that he would climb 
around among the vines and eat grapes during the 
day with highly amused people watching him. 

The window shown above aroused interest and 
created the desire to go’’possum hunting. Consequent- 
ly it sold boots, sweaters, leggins, flashlights, and all 
kinds of opossum hunting equipment. 

In a former article I have spoken of “human in- 
terest”? windows. This is a common example. Also I 
have spoken of magazine covers as a source of ideas 
for good windows, and the similarity of the problems 
of a designer of magazine covers and the problems of 
a window trimmer. 

The picture in the center of the window of the three 
dogs “treed” was copied from the cover of a mag- 
azine. It was painted in natural autumn colors. Now 
don t think to be able to trim a window successfully, 
you must be able to paint and draw, for this is not so. 
No one can improve on real leaves and logs, with per- 
haps a small tree or bush, with maybe a stuffed opos- 
sum or coon in it. The idea is to not forget ‘‘ ’Possum 
Hunting Time” yourself and not let the people in your 
town forget it—especially if you live, as I do, in a 
small town. Bring “’Possum Hunting Time” to it. 
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Suggestion for Electrical Goods Display 


The electrical goods and radio departments of the Summit Electric & Hardware Co., Buffalo, 
N. Y., are situated together, with the result that customers buying electrical merchandise fre- 


quently include some items in radio—or vice versa. 
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What's wrong with this 
picture? 
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Examples of publicity used in newspaper hardware campaign 


Western Newspapers Teaching 





Merchant 





Public Value of Hardware 


Unusual Campaign Being Conducted by Pacific Coast Dailies 
Is Increasing Hardware Advertising and Sales Volume 


constructive undertakings in 

advertising promotion work 
that has ever been attempted in the 
United States is now being tried 
out on the Pacific Coast by the San 
Francisco Call, the Los Angeles 
Examiner and other far western 
newspapers. The plan in a few 
words is this: 

Nine different and outstanding 
lines of business have been selected 
for promotion work. These nine 
lines are: Hardware, furniture, 
shoes, gas appliances, radio, jewelry, 
banks and finance, musical instru- 
ments and foods. Each line is adver- 
tised for one week. For instance, 
educational and good will copy is pre- 
pared for six different ads on hard- 
ware. These six ads are run every 


(\a of the most unusual and 


evening from Monday to Saturday in 
each one of the newspapers engaged 
in this work. When the hardware 


series is finished another line of 
business is treated in a similar way, 
but of course, different copy is used 
for each line. Each one of the nine 
lines is advertised for a full week, 
and then the one that was adver- 
tised during the first week was ad- 
vertised again, although new copy 
and fresh cuts are prepared by the 
newspapers for each line every time 
it is advertised. All expenses are 
borne by the newspapers. The total 
cost, excluding the preparation of 
copy, averages $560 a week for each 
newspaper. 

The week before the ads are to 
appear in the newspaper, copies of 
them in paper bindings are sent out 
by the newspaper office to all dealers 
in the city, with an explanatory 
letter. 

When the San Francisco Call be- 
gan this work it ran an ad addressed 
primarily to the hardware merchants 


of the city, in which it stated that 
“to direct attention and to arouse 
increased interest in hardware ad- 
vertising is to build more business 
for the hardware advertiser.” 

“Beginning Sept. 1, and through- 
out the year thereafter,” the ad 
stated, “the Call will carry a con- 
sistent, persistent and expertly 
handled campaign to arouse interest 
in hardware advertising and to add 
greatly to the already great interest 
in better building methods. 

“Every few weeks through the 
year the Call will devote a week to 
hardware promotion. It will make 
generous use of its own advertising 
space every day during that week to 
broadcast hardware interest and to 
direct reader attention to hardware 
dealers and hardware ads. 

“These intervals of promotion have 
been so spaced as never to permit 
interest to flag. The impetus given 
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to public attention by the first week’s 
publicity will be spurred again be- 
fore it has lost its force, and again 
and again during the whole twelve 
months. It is to be in fact not one 
campaign, but a series of campaigns 
that will drive the thought of hard- 
ware advertising home to stay.” 

This ad was repeated in the folio 
of the six ads sent out to merchants. 
Furthermore it said in part: 

“The Cail presents you this folio 
with the first of its hardware pro- 
motion series, the six hardware ‘at- 
tentioners’ that are designed for the 
first of the Call’s hardware weeks, 
scheduled for insertion daily from 
Sept. 1 to Sept. 6—new, fresh, crisply 
written copy and illustrations for 
every day of the week. 

“You are urged to read this copy; 
it will interest you. It is not hit 
or miss advertising we are spreading 
before you; it is not matter ‘dashed 
off’ to show you. It is, on the con- 
trary, the highest product of the 
advertising expert written to help 
you, and scientifically prepared with 
that end in view. There are six 
ads in the folio. Approximately 
400,000 readers will get our message 
every day. Tell yours at the same 
time to the same vast number.” 
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Some of the ads that have ap- 
peared are reproduced with this 
article. They are worth study be- 


cause they were prepared, specially . 


for this promotion work, by some of 
the most experienced copy writers 
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Hardware newspaper advertising 


on the Pacific Coast. W. H. Ray- 
mond is in charge of the work in 
San Francisco. The general plan 
was originated by the Los Angeles 
Examiner. 

Naturally these ads have attracted 
a good deal of attention. The Call 


_a new idea out of the west. 
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devotes 180 in. of space a week to 
them. Many of the hardware deal- 
ers in*San Francisco, Los Angeles, 
Seattle and other places are begin- 
ning to advertise to a greater extent © 
than they ever did before. Firms 
which cannot afford large space, or 
others that are not yet convinced of 
the value of this kind of advertising, 
use classified ads in many instances, 
which are proving good drawing 
cards. 

But the general effect of this kind 
of advertising on the public cannot 
be anything but beneficial, interest- 
ing and instructive. Some persons 
may feel that this is a kind of “hold- 
up game” on the part of the news- 
papers to force advertising. That 
is neither true nor fair. Is it a 
‘holdup game” to show a man how 
to make more money, and to help 
him increase his stock turn, and to 
build good will for him and for his 
business? 

Group advertising similar to this 
could be undertaken by local hard- 
ware associations and local groups 
of merchants for the benefit of all. 
It has a stimulating effect on busi- 
ness and everybody benefits. Here’s 
What 
does it mean to you? 





Bender Uses Heaters Himself, to Sell Ghem 


INDOW displays like this one helped the Sum- 
\ mit Electric & Hardware Co., 

sell 25 electric heaters last year. This firm does 

a large electrical appliance and radio business. 

total sales in this combined section pass the $50,000 


point annually. 


The electrical appliance has its seasonal items. 
example, fans are active in the warm months and the 
heaters are good sellers in these colder days. 

Electric heaters are timely. You should push them 
at this season. There is nothing quite like an electric 
heater to warm the bath or bed rooms in the morning. 

W. J. Bender, vice-president of this firm, uses an 
electric heater himself and finds this a mighty fine 
argument to use when selling heaters to his customers. 
It so happens that he has used an electric heater for 


Buffalo, N. Y., 
The 


For 


five years without any trouble. This gives his story a 


very strong sales point. 











Spending $60,000,000 a Day 


people, according to a study of Population’s Purchasing Power made by the Department of Do- 


Seon million dollars a day is the average amount expended in retail stores by the American 


mestic Distribution of the Chamber of Commerce of the United States. 


Retail business in the 


United States reached an estimated total of $21,947,638,923 last year, a per capita expenditure of 


$207.62 for food, clothing, furniture, fuel and light and miscellaneous commodities. 


More than a third 


of this amount, over $9,000,000,000 was spent in the-Middle Atlantic and East North Central States. 
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Topping the Peak of 


Christmas Trade 





Building Holiday Sales with Enameled Ware 


“AVE you ever seen a statistical chart of store 
sales? If not your own, perhaps you have 
looked at Federal Reserve Bank reports, which 
show curves of monthly sales in department stores, 
drug stores, etc. The first thing that hits the eye— 
and the only thing, if you are not statistically minded 
—is the peak that comes every December. If you 
look at a chart covering a number of years, the Christ- 
mas peaks rise to dizzy heights like a street of sky- 
scrapers or a mountain range—or more appropriately, 
like a row of tall Christmas trees. The peaks rise 
higher each year, almost as if Christmas is still 
something new—only recently started. 
And Christmas is new—as far as undeveloped possi- 
bilities of business are concerned. In fact, a great 
many retailers have become so sure of their Christmas 


trade that they are making no real effort to get all 
that is coming to them. It is true that the hardware 
store has had to fight to be recognized as a place for 
Christmas shopping—the idea that Christmas gifts 


‘ should be useful is quite young. But now that the 


manufacturers of almost everything in the hardware 
field, from thumb tacks to furnaces, have put up their 
wares in holiday packages, the hardware retailer 
thinks he has “arrived” and all he has to do is to meet 
the rush. 

But it takes just as much headwork to get the most 
out of business when the frost is on the pumpkin as 
when the mosquito is on the wing. If you have a store 
and an open door, someone is bound to come in—more 
at Christmas time than at other times. But that is not 
exactly live merchandising. 
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One of the first principles of Christmas selling is 
the obvious one that not everything which comes in a 
holly and mistletoe box with a red ribbon is an appro- 
priate Christmas gift. Christmas gifts are bought to 
give away and therefore the seller must think of the 
recipient as much as of the buyer. If the buyer is 
talked into taking something which he or she realizes 
afterwards is not suitable, it will not be forgotten. 

And even more important and constructive is the 
thought that everything you sell for Christmas gifts 
is a wonderful ad for your store. A large proportion 
of these things may go to people who are not your 
customers. If they receive something they like, some 
of the thrill of receiving may pass over to your store. 
So that a neat package, a cheery tag and perhaps a 
small card inside—all bearing your name in a dignified, 
attractive and inoffensive way—may prove very good 
business getters in the coming year. 


Appropriate Christmas Gifts 


What is an appropriate Christmas gift? What are 
the qualifications for a good line to feature for the 
holiday trade? A Christmas gift should, of course, be 
attractive; in these days, it should be useful; it should 
be lasting; it should preferably be something used fre- 
quently; it should have pleasant associations; it should 
be something of which the recipient “can’t have too 
many.” 

Another angle—how often have you thought of “ex- 
tending the season” on cooking utensils—keeping up 
the turnover in other months than February and Sep- 
tember? Well, a growing number of live dealers are 
solving two problems at once by featuring cooking 
utensils at Christmas. What, for instance, could an- 
swer all the specifications for a good Christmas line 
than enameled ware? 

Enameled ware “looks like something.” It is cer- 
tainly useful—and used meal after meal, day after 
day, year after year. A good piece of enameled ware 
will outlast many a Christmas. It has the pleasantest 
of associations—food. And it is something which no 
housewife ever feels is superfluous in her closet, no 
matter how extensive a “kitchen trousseau”’ she may 
possess. 


Selling the “Kitchen Trousseau” 


All these are strong talking points which shrewd 
hardware men have found to have a vigorous, dollar- 
pulling appeal. They can be used in every possible way 
without danger of overemphasis—window and counter 
cards, newspaper ads, circulars, over-the-counter talk 
—these points have their place in every form of ap- 
peal. And these forms should be used even more 
strenuously at Christmas time than at any other. 

There is another significant thing about those peaks 
in the sales charts and another reason why all these 
selling methods should have more than the usual punch 
at Christmas time. If you advertise in the newpapers— 
and you should—use larger space at Christmas. If 
you put thought and time on your windows, use more 
at Christmas. During the year your store is in com- 
petition only with the other hardware stores—at 
Christmas it is in competition with every store in 
town. 

It is therefore time well spent to word your appeals 
properly. “Enameled Ware — the Gift by Which 
You Will Be Remembered”; “Enameled Ware — the 


-Thoughtful Gift”; “If She Has a Kitchen, Give Her 


Enameled Ware”; “The Gift for Easy Housekeeping— 
Enameled Ware”; “Give Her Kitchen Comfort—Give 
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Enameled Ware’”—innumerable ways of putting these 
ideas will suggest themselves. 

But the gift appeal is not the only appeal of enam- 
eled ware at Christmas time—it has a double appeal. 
It is not only a splendid gift but almost every house- 
wife is a potential customer for it because of her 
Christmas dinner. Christmas and eating—the two 
ideas are inseparable; therefore Christmas and enam- 
eled ware. The special needs of the Christmas feast— 
what with company, with unusual roasts and sauces— 
are an excellent urge to buying new cooking utensils. 
Duck or goose or suckling pig, apples or cranberry 
sauce, mince pie—these are the best possible reasons 
in the world for buying a roaster, a new preserving 
kettle and a set of pie plates. 


Sell Enameled Ware Uses 


This special Christmas use of enameled ware has 
its own talking points and the dealer or clerk who 
points them out to his customers will be rewarded by 
the joyful ringing of the cash register. The roaster, 
with the self-basting feature is just right for the holi- 
day fowl or tender porker, and so on. Finally the big- 
gest talking point of all is the ease of cleaning up 
afterward—at the late hour when mother feels glad 
that Christmas comes but once a year, she will be 
grateful for pots and pans which can be cleaned with 
a flick of the dishcloth even after the thickest gravies 
and the stickiest fruit. “Enameled Ware Makes Every 
Meal a Christmas Feast”; “Your Christmas Dinner 
Will Be the Merrier for Enameled Ware,” are a few of 
the many slogans which can be used. 

This idea can be particularly played up by featuring 
a special Christmas combination of a roaster, preserv- 
ing kettle and pie plates at a “special price.’”’ This one 
idea alone can be run up into a good trade, if con- 
sistently and intelligently used. And that brings up 
another advantage of enameled ware for gift purposes 
—its completeness as a line—its wide range of utensils 
and prices. For gift purposes any number of combina- 
tions can be made up—from a few cents for a smal] 
accessory to several dollars for an elaborate outfit. 

Every friend or relative of 4 housewife can be en- 
couraged to give enameled ware—children can give it 
to their mother; sisters to their married sisters; 
mothers to their married daughters; neighbors and 
fellow club members to each other. Christmas time is 
the time for your mailing lists. If they are classified 
and you adapt your appeal to each class, you cannot 
help getting your share of the business. 


Don’t Neglect Your Windows 


And the windows, of course, are your Christmas 
greeting to every prospective customer. It is really 
easy to make a striking Christmas window display— 
and that is why the hardware display man has to work 
harder. Every store on the streét puts its best talent 
into its Christmas window. Don’t be afraid to use color, 
Christmas trees, wool and tinsel snow and all the 
other symbolic decorations. A simple but attractive 
window is suggested in the accompanying illustration. 
The brick fireplace effect is easily obtained with crepe 
paper. An imitation log, with red tissue and a lamp, 
make a cheerful fire for evenings, and in the glow 
arrange your enameled ware and your other Christ- 
mas lines. Or put the roaster, preserving kettle and 
pie plates on a pedestal, with a special card. 

The question is—will the people of your town give 
candy, cheap jewelry, perfume and handkerchiefs, or 
will they give some useful gifts of hardware? 





ae 





60 HARDWARE AGE 


Hockey 
sticks 


©~For the 
Amateur 


Professional 


Specially Priced 


| We Stevia lice in 
_ Glass 


Ovenware 


Casseroles, 
Pudding Dishes, 
and Bread Dishes, 
Pie Plates, 
Custard Cups 
Ramakins. 








December 11, 1924 


Everything 
for the 


Automobile 


TIRES 
TUBES 


and 


Accessories 





Using the Speed Pen 


By Joseph Bertram Jowitt 








With the Speed Letter Pen, striking Display Cards may be easily and quickly 
made. In this article an expert tells you how. 








HARDWARE AGE, subscriber asking for informa- 

tion about the Speed lettering pen, what it is 
like, where to purchase it and how much it costs. He 
said, “I do not have the time to learn brush lettering, 
but a friend of mine told me about the ‘speed ball 
lettering pen,’ and how simple it was that almost any- 
body could learn to make attractive show cards with 
it.” The speed pen is without doubt a most practical 
and foolproof single stroke lettering pen, and any- 
body who can write with a common steel pen can with 
one month’s practice make simple show cards like the 
ones illustrated herewith. Of course, the speed pen 
has its limitations, and while it is without question the 
speediest lettering tool on the market it cannot take 
the place of the red sable brush when it comes to large 
or very fancy letters. But for effective “knockout 
work” where a quantity of lettering is required the 
speed lettering pen is in a class by itself. 

This is the first lesson on the speed pen block 
alphabet, showing the single stroke construction of 
the letters A to G. The arrows indicate the direction 
of each stroke and the numbers their sequence. All 
strokes should be made from left to right starting at 
top guide line and removing pen from surface when 
within 4 in. of bottom guide line. 

These simple half-block letters, A B C D E F G, are 
the first instalment lesson on this alphabet. It is 
always advisable for the beginner at lettering to con- 
centrate his practice on groups of six or more letters 
at one lesson instead of practising at random on any 
letter he fancies from the complete alphabet. 3 

The writer will be glad at any time to give personal 
advice to HARDWARE AGE readers or correct their 
practice work if they will enclose a stamped envelope 


r | oa writer received a communication from a 


addressed care HARDWARE AGE, Editorial dept. Some- 
times a little advice on certain technical points will 
help a beginner more than he realizes. 

Remember these pens will not work properly unless 
the flat point or “bill” of pen is kept flat on the sur- 
face while lettering. The handle of pen should be held 
firmly, but not too tight between the thumb, index 
and middle fingers. The hand should rest on the lower 
wrist joint the same as when writing with an ordinary 
pen. 

The reader’s attention is called to the arrangement 
and lay-out of the lettering on the cards herewith, 
note how the lettering is centered and the wide margin 
left at top, bottom and sides. A pencil sketch lay-out 
was made of each card this is merely a “scratch lay- 
out” as an aid to spacing. 

The card featuring “Paint Brushes” was lettered 
with three different size pens; The first line of letter- 
ing “High Grade” was done with a No. 3 pen. The 
next line with No. 1 pen. The words Paint and 
Varnish with No. 2 pen and the bottom line with a 
No. 4 speed pen. 

The practical side of the speed pen is, that these 
show cards were “knocked out” in much less time than 
it would take to do the same amount of lettering with 
any other kind of lettering pen or brush and they are 
just as effective and every bit as legible. 

Another excellent feature in connection with this 
pen is that it trains the beginner’s eye and hand to 
perform the same single strokes as done by the brush, 
and the more he practices with the speed pen the more 
proficient he will become with the red sable lettering 
brush. 

Almost everybody has a natural desire to do letter- 
ing, it looks so easy when we watch others doing it, 
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and it is easy, especially with the speed pen which has 
placed the knack of lettering within the ranks of the 
masses and instead of throwing professional show 
card writers out of a job has benefited the craft in 
general by creating a demand for hand lettered show 
cards. 

The mere fact that show card writing is now suc- 
cessfully taught in trade and public schools shows that 
this accomplishment is not only for the “artistically 
inclined.” There are many artists who are proficient 
letterers, but many more proficient letterers who are 
not artists. 

When one stops to consider that there are but 
twenty-six letters in the alphabet and only seven key 
strokes for the beginner to learn in order to make or 
construct the entire twenty-six letters, it is very evi- 
dent that with proper instructions and modern ap- 
pliances the average person who understands the 
importance of a constant application can become a 
proficient letterer in a few weeks’ time. 

The following rules, easily remembered and easily 
applied, are sure to produce good results if followed 
closely : 

Use any ink—preferably India; or any show card 
water color. 

Use fairly smooth paper or cardboard. 

Paper should be kept squarely on the table, slightly 
to the right. 
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Each pen has a metal reservoir attached which re- 
tains sufficient ink to write several words with one 
dipping. Dip the pen deeply enough to fill the reser- 
voir. 

The point of pen has a turned up nib or “bill”? which 
marks a solid, even stroke. To prevent any blots or 
drips, rest the under side of the nib on the bottle neck; 
this will drain off any surplus ink. 

Remember always to keep the bill of the pen FLAT 
on the surface while lettering. 

Draw all lines downward, or from left to right, with 
full-arm movement. 

Rest the pen for a second at the beginning and end 
of each stroke to-assure rounded terminals. 

Press firmly on pen without fear of breaking. This 
gives uniform line thickness. 

Study the elementary strokes shown on the alphabet 
plate. These should be practised over several times 
before attempting to copy each letter as a whole. 
Analyze each letter shown above and note especially 
the direction of each stroke as indicated by the 
arrows and numbers. 

It is a good idea to sketch each letter out in a sin- 
gle line formation in lead pencil and follow over this 
with the speed pen dry and then with the ink. 

These pens may be purchased either from C. How- 
ard Hunt Pen Co., or Esterbrook Pen Co., both of 
Camden, N. J. 








Speed Pen Block Alphabet 


H\ AAA IPRBB(CC 


IND LEETTPCCGG 


“abbce cucdccee 


WIN i= 


/ 
(a) 
Oo 


29D) <COI3E 


This chart shows how easily the characters forming the Speed Pen Block Alphabet may be formed 

















A view in the store of the Corey Hardware Co., 
Newton Falls, Ohio, exemplifying the neatness, com- 
pactness and convenience of the shelving 













Another view in Mr. Corey’s store showing arrange- 
ment of merchandise and accessibility of stock. 
Steel shelving is used throughout 




















The steel nail b'n at Corey’s occumes comparatively 
little space. and affords a clean, convenient method 
ef handling this unusually troublesome line 
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How a Small Town Merchant 
Holds His Trade 


A Good Stock, Well Arranged, Steel Shelving, and Proper Display 
Keeps Customer From Trading Out of Town 


a live, progressive concern doing a profitable busi- 

ness in what might be termed a small town. The 
population of Newton Falls is somewhere around 1200, 
but Corey’s store easily ranks with many stores in 
large cities. The various lines of merchandise are 
attractively displayed and sampled, and there is an air 
of stability and progress about the place that cannot 
but impress those who visit it. 

Steel shelving and fixtures installed by The General 
Fireproofing Co., Youngstown, Ohio, are used through- 
out the entire store, and the general arrangement is 
exceptionally good. 

According to Mr. E. F. Corey, there is no place 
where steel shelving appears to better advantage than 
in a hardware store, where the shelving is given severe 
wear, due to the heavy and hard nature of the goods 
stored. It is lasting because it is made from tough 
sheets of high grade steel, and strong because it em- 
bodies the principles of modern structural steel con- 
struction. It is also space saving, and is easily erected 
at no great labor cost. In fact a carpenter is not needed 
to erect it. All that is necessary in the way of tools is 
a screw driver and a pair of pliers. The actual work 
involved consists merely of assembling the parts. 

Nearly every business has a shelving problem, and 
the retail hardware store has one of the most complex 
owing to the extensive variety of merchandise covered. 
Large bins must be provided for a multiplicity of ma- 
terials, as well as shelves for articles of various sizes, 
shapes and weights. The flexibility of steel shelving 
helps in the solution of this problem. Once the require- 
ments are determined, the shelving will fit in such a 
way as to take care of them in a satisfactory manner. 

One of the advantages of steel shelving, according 
to Mr. Corey, is its optional reinforcement features. 
Where the weight of the merchandise is not unusually 
heavy the standard shelf, flanged on four sides alike, 
has sufficient strength to support the load. Where 
heavier materials are stored the shelf may be further 
reinforced by the addition of ledge supports. Thus the 
carrying capacity of the shelves is quickly altered as 
the necessity arises. 

The arrangement may also be altered at any time to 
suit changing requirements. None of the shelves are 
permanently fixed in place, but can be adjusted ver- 
tically at intervals of two inches and dividers inserted 
horizontally at intervals of two inches. 

Naturally, the units of this type of shelving do not 
become a part of the building as is the case where 
shelving is nailed in place. They can be moved from 
one building to another, and if it becomes necessary 
to sell, they have a higher resale value. This also 
allows shelf rearrangement at any time to meet chang- 
ing conditions of the business. 

Mr. Corey is emphatic in his declaration that the 
future of the small town merchant depends greatly on 
the attractiveness and convenience of his store. 


6 ies: Corey Hardware Co., Newton Falls, Ohio, is 
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The Retail Angle 
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By Saunders Norvell 


66 HE SALES MANAGER” has been asked to 
.: write several articles that will apply more 
directly to the retail store. “THE SALES 
MANAGER” never conducted a retail store and was 
never employed by one. Therefore someone might 
justly inquire—“What does he know about retailing? 
How can he set himself up to make suggestions to 
retail dealers?” While there is some truth in this, 
on the other hand, such a criticism would not be en- 


tirely fair. 
*% ¥* * * 


One of the best suggestions that I ever received 
in the jobbing business was not from a jobber but 
from a retail merchant in the State of Iowa. As a 
matter of fact, when I was a hardware jobber, the 
suggestions that I received that had the greatest 
weight with me, did not come from manufacturers 
or other jobbers but from our retail customers. I 
always listened very closely to what the retail mer- 
chant had to say. For ten years I carried a 40-lb. 
hardware grip and devoted my days and nights to 
selling and trying to sell retail merchants in retail 
stores. Afterward, for many years, I was in con- 
stant contact with our retail customers, both direct- 
ly and through our salesmen. Daily I had long talks 
with retail merchants. In all the years I was a 
jobber; even when I was president of a jobbing hard- 
ware house, every year I spent a good part of my 
time calling on the retail trade in their home towns. 
In this way I traveled over almost every part of the 
United States. Naturally this close contact with 
retail merchants gave me a line on them, on their 
problems, on their strong points and on their weak- 


nesses. 
x % % 


Since I retired from the hardware business I have 
kept in contact with the retail business, not only in 
the hardware line but in a number of other lines. 
My experience in the past ten years has been in- 
creased by having the direction of large advertising 
campaigns and in sales promotion in a very difficult 
field. In this work, I have been brought in contact 
with some of the best advertising men and some of 
the most successful sales managers in the United 
States. Naturally, in attending meetings and con- 
ferences with men of this class, in working with 
them from day to day, I would be very dull and 
stupid indeed if I did not gather information and 
ideas from them that have a direct bearing upon the 
retail business. 

¥* % 3% * 


I have regularly read articles in the leading trade 
papers and business publications on merchandising. 
I have tried to keep abreast of the times. Studying 
what has happened in the past and what is happen- 
ing in the present, I have attempted to figure out 
what is going to happen in merchandising in the 


future. 
*% *% 


% % 


One of the most interesting articles I have read 


recently on the subject of retail merchandising is in 
the very valuable magazine, “THE WORLD’S 
WORK,” December, 1924, issue. This article is 
headed: “DO YOU BUY FROM A ‘CHAIN’?” The 
name of the author is not given. It is simply stated 
that he is a member of “THE WORLD’S WORK” 
staff. Every retail merchant in the hardware busi- 
ness and in every other line should get “THE 
WORLD’S WORK” and study this article. From the 
heading I quote as follows: “THREE BILLION 
DOLLARS SPENT LAST YEAR IN THESE 
SFORES. WHY THEY SUCCEED. A MARVEL 
OF MODERN MERCHANDISING.” In the article, 
the evolution, not only of chain stores but of 5 and 
10-cent stores, is outlined. The principles upon 
which these stores are conducted are analyzed. This 
article is not a tiresome one, full of statistics, but is 
written in a most entertaining and readable manner. 


* % *% % 


I am going to take the liberty of quoting one of the 
most significant parts of this article because, in or- 
der to make any study of the retail hardware trade 
today or any other retail business, it is necessary, 
first of all to fix clearly in the mind some of the con- 
flicting principles of retailing as it is being con- 
ducted in this country today. In other words, unless 
one understands just what the independent retail 
merchant is up against, it would be simply a waste 
of time to attempt to write articles on retailing. 


% ¥ * xX 
Here is an extract from this article: 


The Battle of Price and Service 


The silent battle that is going on in the field of 
retail merchandising can be summarized in a phrase: 
It is a battle between Price and Service. The chain 
store is fighting under the banner of Price; the de- 
partment store and the independent retailer are 
fighting under the banner of Service. The older 
types of merchants trust to personal relations with 
their customers, the widest possible choice of brands 
and qualities for any one article, the convenience 
of delivery service, the accommodation of credit, 
and numberless devices to serve the comfort of 
their customers, such as rest rooms, banking and 
postal service, free concerts, radio programs, and 
the dozens of other evidences of consideration and 
usefulness that make a particular store occupy 
almost a position of affection in the regard of its 
customer. The chain store, on the contrary, offers 
the minimum range of choice for any one article, 
no personal sales solicitation, no conveniences or 
accommodations, but puts its whole strength into 
providing the most quantity for the lowest price or 
the best quality obtainable at any given low price. 

In this battle of Price against Service, the World 
War gave Price a tremendous advantage. With the 
purchasing value of the consumer’s dollar descend- 
ing rapidly from 100 cents in 1914 to only 56 cents 
in 1920, the great middle class, whose incomes 
increased in no such proportions as those of either 
labor or capital, was glad to forego much of Service 
for the sake of Price. The middle-class housewives 
went over to the chain stores by the millions in those 
years. And they have not stopped going yet. How 
fast and how far they went may be gathered from 
the following tabulations of the number of stores 
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in the two largest chains, and the volume of business 
they did, in four representative years: 


Atlantic & Pacific 


Year 1915 1,726 stores $44,441,000 sales 
Year 1920 4,508 stores 235,303,000 sales 
Year 1923 10,000 stores 302,880,000 sales 


F. W. Woolworth Company 


Year 1915 805 stores $75,995,000 sales 

Year 1920 1,111 stores 140,918,000 sales 

Year 1923 1,260 stores 193,447,000 sales 
Of these two showings, that of the Atlantic & Pa- 
cific looks the more remarkable, but probably the 
Woolworth showing really is. Everything about the 
economic upheaval of the last ten years was favor- 
able to this growth of A. & P., whereas most ‘of the 
same events were unfavorable to Woolworth. At any 
given moment the price of foodstuffs is dear or cheap 
only by comparison with somebody else’s price. A. & 
P. could maintain its competitive advantage against 
other grocery stores in wartime as well as at any 
other time. And having gone on a cash-and-carry 
basis in 1912, it had a large part of the grocery- 
buying public used to an idea which the war made 
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both an economy and a patriotic service to the indi- 
vidual consumer. 


720,000 Ten-Cent Rings 


On the other hand, Woolworth and the other “five- 
and-tens,” with their fixed price limit, were in exactly 
the position of the “white collar” clerk with a fixed 
income—many things they could formerly afford 
jumped out of reach in price. All the five-and-tens 
except Woolworth had to raise the price limit on 
many articles and cut down the number of items they 
sold. Woolworth was strong enough in buying power 
to hold to the ten-cent maximum and to replace pro- 
hibitive items with others it could afford to carry. 
An example of this potency of a tremendous buying 
power is the case of a popular finger ring that retailed 
for fifty cents. The Woolworth people told the manu- 
facturer that they would order enough to justify him 
in selling it to them at a price that would enable 
them to retail it for ten cents. He was incredulous, 
but when he figured what it cost him to make his 
usual 450 dozen a year, as against what it would 
cost him to make the 60,000 dozen of their first order, 
he went ahead and manufactured them, and Wool- 
worth sold them for ten cents apiece, at a profit. 
Another idea of this buying power is gained when 
it is explained that 90,000,000 pounds of candy, men- 

(Continued on page 92) 








Are You Making Money Selling Radio? 


Make use of these fundamental and successful retail sales policies 
to increase your sales of radio merchandise 


of business that you can do. Total sales per 
day, per week, per month and per year are the 
vital figures. 

If you are located in a medium sized city, you can 
figure the total volume of your radio sales for the next 
twelve months at approximately $2.50 per capita of 
population. For example, if your city has a poulation 
of 30,000 with a surrounding suburban population of 
10,000 additional, by multiplying this total of 40,000 
people to serve by $2.50, you will see that there is ap- 
proximately $100,000.00 worth of radio business in 
your locality. 

To shift $100,000.00 worth of radio business from 
prospective customers to the profit side of your ledger 
means but one thing—that you must progressively and 
energetically go after this business and expect to spend 
money to get it. 

The success of any business be it a bootblack parlor, 
a peanut stand, a radio store, the Standard Oil Co., the 
Pennsylvania Railroad, or the United States Steel Corp. 
is dependent upon only two things, namely MEN AND 
MATERIALS. 

First let us consider the man. I think that it is an 
easily understood fact that too many radio stores give 
over the operation and control of their radio depart- 
ment to young men who although they have a knowl- 
edge of radio circuits and can operate a receiving set 


A S a dealer you are vitally interested in the volume 





* Reprinted from Fada-Sales, published by F. A. D. 


Andrea, Inc. 


do not have the additional business ability and basic 
commonsense which qualifies him to satisfactorily 
make a success of the business of selling radio mer- 
chandise. The element of radio brains is present but 
the element of business brains is lacking. You can- 
not do a $100,000.00 per year volume of business with 
a $35.00 a week department head—and not have many 
a sleepless night. 

This element of personnel is all important. Be sure 
of your judgment in picking your man and do not give 
him such authority as will jeopardize your business 
until your judgment has proved itself justified. Prove 
that your radio department manager is a business man 
as well as a radio man. Pay him what he is worth 
to you (on the basis of what he earns for you). Watch 
and direct his work carefully to insure that he will 
become an even more valuable asset to your business. 

By purchasing and placing radio receivers and equip- 
ment on your shelves you have not made yourself a 
radio merchant. You have merely started and your 
next move is also an important one in comparison to 
the selection of personnel and the actual purchase of 
your stock. 

Decorate your windows neatly but don’t make the 
mistake of crowding a sample of every item that you 
sell into a single window. The majority of radio show 
windows are deplorably over crowded. 

Advertise in your local newspapers and bear in mind 
that liberal space used less frequently is more suitable 
than small space used daily. 
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Shows Unprecedented Growth 


Postal Revenues Increase Forty Million Dollars—Nearly 
All Departments Except Letter Mail Operated 


WASHINGTON, Dec. 8. 


VERY tired business man _ will 
find cheering intelligence in the 
forthcoming annual report of 

the Postmaster General which reflects 
not only the steady growth of the coun- 
try but a condition of prosperity that 
has tested the facilities of the postal 
service, the patronage of which has in- 
creased in greater ratio than our popu- 
lation. The postal revenue for the 
year covered by the report reached the 
unprecedented figure of $572,948,778, 
an increase over 1923 of $40,120,853, or 
7.53 per cent. 

While this increase in volume of 
mails is quite reliable for comparative 
purposes from year to year, there are 
other factors which often demand in- 
creases in postal facilities furnished. 
One of these which has operated in a 
pronounced manner in recent years is 
the expansion of urban territories be- 
cause of improved transportation facil- 
ities by either automobile or suburban 
lines and the consequent dispersion of 
patrons over greater urban and sub- 
urban territory. This has necessitated 
added facilities in postal stations and 
in the carrier forces particularly. 


New Facilities Provided 


During the year there have been es- 
tablished 196 new “classified” substa- 
tions and 262 new contract stations. 
Contracts were made for large stations 
to not only meet the growth for the 
year but the general needs of the ser- 
vice for San Francisco, Cal.; Buffalo, 
N. Y.; Norfolk, Va., Springfield, Ohio, 
and Seattle, Wash. ; 

City delivery service was established 
in 48 additional cities and village de- 
livery in 43 additional villages, extend- 
ing house delivery to approximately 
148,000 additional patrons. Rural mail 
service was established on 390 new 
routes, giving this facility to approx!- 
mately 56,940 additional families; 3542 
existing routes were extended, accom- 
modating 59,624 families, and fre- 
quency of service increased on 176 
routes benefiting 25,696 families. 

To properly conduct the new busi- 
ness it was necessary to add 5999 
clerks, 3695 carriers, and 609 watch- 
men, messengers, and laborers in post 
offices; and the Railway Mail Service 
was increased by 701 employees and 
the rural service by 312 carriers. 

The development of no branch of the 
mail service is followed with greater 


interest than the rural free delivery. 
This service which was inaugurated 
but a comparatively short time ago 
with an experimental appropriation of 
$10,000 is now one of the most impor- 





at a Substantial Loss 
By W. L. Crounse 


tant features of the entire postal ser- 
vice. 


Enormous Growth of Rural Free 


The rural service has been extended 
in all sections of the country in re- 
sponse to the petitions of residents, 
wherever conditions warranted, and 
careful administration and a due re- 
gard for expenditure would permit. 
During the year 390 new rural routes 
were established providing mail facil- 
ities to approximately 56,940 families. 
In addition 3542 existing routes were 
extended, by which more convenient 
— service was afforded 59,624 fam- 
ilies. 

The frequency of service on 176 
routes was increased from tri-weekly 
to daily, except Sunday, providing ad- 
ditional postal facilities to families 
estimated to number 25,696. These ex- 
tensions and improvements benefited 
approximately 116,564 families, or 536,- 
194 persons. 

There are now in operation 44,760 
rural routes supplying about 6,534,960 
families, or 30,060,816 individuals. The 
appropriation for the year for the rural 
service was $86,900,000; the expendi- 
tures were $86,162,930.34. 

The 44,760 routes in operation at the 
close of the year had a combined length 
of 1,205,714 miles and were served by 
44,624 carriers, who traveled’ 1,188,463 
miles each day and 363,669,678 miles 
during the year. The average length of 
the horse-drawn routes was increased 
0.14 mile during the year to 26.38 miles. 
The average length of motor routes is 
54.77 miles. 


Increase in Motor Routes 


Forty-six additional motor routes of 
50 miles or more in length were estab- 
lished, making a total of 880 of such 
routes in operation. Where climatic 
and road conditions are favorable, 
routes of this class provide efficient 
and satisfactory service. Because of 
changed conditions or of circumstances 
arising it became necessary during the 
year to dispense with 23 motor routes 
— sg provide shorter routes in their 
stead. 

Existing law provides for the estab- 
lishment of horse-drawn routes up to 


26 miles in length and motor routes. 


from 50 to 75 miles in length, but 
makes no provision for the establish- 
ment and operation of rural routes of 
a mileage between the maximum fixed 
for horse-drawn and the minimum for 
motor-vehicle routes. For this reason 
it is frequently impossible to extend or 
establish rural delivery in_ localities 
where such service is urgently needed. 





If authority were granted to provide 
routes between 36 and 50 miles in 
length the department would be en- 
abled in many instances to extend facil- 
ities to persons not within convenient 
distance of existing service but where 
the scope of territory unserved is not 
sufficientiy great or the condition of the 
roads such as to warrant the establish- 
ment of routes under the present limi- 
tations. 


Would Make Service More Flexible 


A further advantage that would re- 
sult from the removal of the restric- 
tions would be that the department 
could make adjustments, often found 
advisable by reasons of the closing of 
roads or the destruction of bridges, 


‘whereas it is now necessary in some 


cases to withhold or withdraw service 
from patrons where they cannot be 
reached under emergency conditions by 
routes of the lengths now prescribed. 

A bill is now pending in Congress 
which would give authority to establish 
routes between 36 and 50 miles in 
length. Such legislation is recom- 
mended. 

On June 30, 1924, there were 44,624 
rural carriers, an increase of 312 over 
the previous year. The average annual 
salary of the carriers, including those 
on motor routes, was $1,855, the aver- 
age annual salary on _ horse-drawn 
routes was $1,841.12, and on motor 
routes $2,549.12. The rate of cost per 
mile of travel was 22.7617 cents as 
compared with 22.749 cents for the 
previous year. 

The demand for the establishment of 
new service and the adjustment of ex- 
isting routes continued during the year. 

here were reeeived 1048 petitions for 
the establishment of new rural routes. 
At the close of the year 776 cases for 
the establishment of such service were 
either pending in the department or 
were in the hands of its representa- 
tives for investigation and report. 


Value of International Parcel Pust 


An interesting chapter in the Post- 
master General’s report deals with the 
international parcel post which affords 
a desirable facility for the transmis- 
sion to foreign countries of packages 
of merchandise and also of samples of 
merchandise which, because of exces- 
sive weight or for other reasons, are 
not admissible to the regular mails as 
“samples.” It serves, therefore, as an 
advantageous medium for the further- 
ance of foreign trade. 

Our international parcel post service 
now extends to practically every coun- 
try of the world, there being only a 

(Continued on page 68) 
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Buyer’s Confidence 


Necessary Says Robbins 


Vice-President, Sargent & Co., 
Addresses N. Y. Hardware 
Boosters at Nov. Meeting 


“Get your customer’s confidence, 
boost yourself as well as your line,” 
F. W. Robbins, vice-president, Sargent 
& Co., New Haven, Conn., told the 
(N. Y.) Hardware Boosters, at their 
regular monthly meeting held Nov. 29, 
at the Hardware Club, New York City. 
Chief Booster Clarence Roberts pre- 
sided for the first time since election 
to that office. Newly elected Secretary 
Oscar Benson read his report like a 
veteran. 

Other points brought out by Mr. 
Robbins were, that a man who lacks 
confidence in himself, his line or his 
house, is doomed to failure as a sales- 
man. The speaker paid a warm trib- 
ute to the spirit and membership of 
the Hardware Boosters and said the 
hardware industry needed such organi- 
zation. 

The day of the meeting was also a 
birthday anniversary for Seymour 
Sears, a past chief and still a very 
active Booster, so Mr. Sears was called 
upon. On behalf of the organization 
he responded to the compliment paid 
by Mr. Robbins and said it was very 
helpful for salesmen to hear from ex- 
ecutives in the hardware industry. 
Speaking of competition, he _ said: 
“When Pe there are five men ahead 
of me I am always aware of the fact 
that there are at least 5000 behind me.” 





Quigley with 
McDougall-Butler 


J. M. Quigley, formerly with H. 
Behlin & Bro., New York City, has 
joined the sales staff of the McDougall- 
Butler Co., Inc., Buffalo, N. Y., manu- 
facturers of paints and varnishes. Mr. 
Quigley will make Cincinnati, Ohio, 
his headquarters. His territory will 
be the southern half of Ohio. 

H. Behlin & Bro. are wholesale dis- 
— for McDougall-Butler Co., 
ne. 





Atkins’ European Agent 
Will Move Feb. 15 


M. Cahné, Paris, France, general 
European representative of E. C. At- 
kins & Co., Indianapolis, Ind., will move 
ae 15, 1925, to No. 86, Rue Jouffroy, 

aris. 


Loose Leaf Catalog Issued by 
Continental Screen Co. 


The Continental Screen Co., 1323 
Book Building, Detroit, Mich., has 


issued its 1925 catalog on Continental 





screen doors and window screens in 
loose leaf form. In view of the differ- 
ent requirements, found in various sec- 
tions and territories the company plans 
to send each customer a catalog made 
up specially to fit the needs of his par- 
ticular area. 

This practice is believed to be a for- 
ward step in trade service. 





Woestenholm Cutlery Stolen 


George Walter Davis, 253 Broadway, 
New York City, reports the theft of 
Woestenholm cutlery to the estimated 
extent of $2,000. This stock was taken 
Saturday, Nov. 29, and it is believed 
that the thief may attempt to sell his 
loot to hardware dealers. Should any 
unknown person offer you Woestenholm 
goods, kindly communicate with Mr. 
Davis directly or with the office of 
HARDWARE AGE. 





Conrad Kunz Married 


Conrad Kunz, southern representa- 
tive, Sargent & Co., New Haven, Conn., 
joined the ranks of the benediks Dec. 





Conrad Kunz 


9, when he married Miss Russell A. 
Knglle, New Orleans, La. Mr. Kunz 
has always given his address as St. 
Charles Hotel, New Orleans, La., but 
it is rumored that a new address will 
soon be announced. 





Atwood Leaves Disston 


Frederic H. Atwood, recently assis- 
tant sales manager, hardware division, 
Henry Disston & Sons, Philadelphia, 
Pa., has resigned his position with that 
company. No announcement of his 
future plans has yet been made. 

Mr. Atwood was for nineteen years 
with the Millers Falls Co., Millers 
Falls, Mass., and during the final six 
years of that period he acted as sales 
and advertising manager. 

Three years ago he joined the Diss- 
ton organization, and recently has been 
in charge of some special sales work 
for that company. 





Late Mrs. Gladding 
Active in Church 


Mrs. N. A. Gladding died Nov. 27 
from a complication of pneumonia and 
influenza, contracted while working in 
a recent Community Fund campaign. 
Mrs. Gladding was the daughter of the 
late E. C. Atkins, founder of the firm 
of which her husband is vice-president. 

She was very active in charity, civic 
and social circles, was a past-president 
of the Flower Mission, ex-regent of 
the Caroline Scott Harrison Chapter, 
D. A. R., Fortnightly Literary Club, 
and a very active church worker. 

Mrs. Gladding is survived by her 
husband, N. A. Gladding; one brother, 
three sisters and five grandchildren. 
She was 57 years old. 





Marine Calendar for 1925 


Issued by Columbian Rope 


The Columbian Rope Co., Auburn, 
Y., cordage manufacturers, have 
issued a marine calendar for the year 
1925. The new calendar features a 
square-rigged ship of clipper design, 
and is said to be a worthy successor to 
the many previous calendars of this 
type issued by the company. The 
original painting is by Charles R. Pat- 
terson, marine painter. 





Hoge Appoints Distributors 
in Boston and San Francisco 


The Hoge Mfg. Co., 215 Fulton 
Street, New York City, manufacturers 
of Lowell clothes line reel, announce 
that Rosenberger & Reynolds, 220 Dev- 
onshire Street, Boston, Mass., have 
been appointed sales representatives 
for the New England territory. Wil- 
liam P. Horn Co., Rialto Building, San 
Francisco, Cal., have been appointed in 
a similar capacity to cover sales in 
California, Oregon and Washington. 





Hurd with Andrea, Inc. 


W. A. Hurd has joined the mer- 
chandising department of F. A. D. 
Andrea, Inc., 1581 Jerome Avenue, 
New York City, radio manufacturers. 
Mr. Hurd was formerly a merchandis- 
ing specialist of the Western Electric 
Co., New York City, and more recently 
associate editor of Wireless Age. He 
will, among other duties, have charge 
of the publication of a monthly house 
organ to be named Fada Sales. 





E. W. Ingraham 


E. W. Ingraham, Chelsea, Mass., 
died at his home recently at the age of 
64 years. He has been connected with 
the Hardware Agency, Boston, Mass., 


for many years. 

















December 11, 1924 


HARDWARE AGE 





PEUDUEEUODDERRS ORDER OEEEREEEOTRERDODORERERL OR REE EE Tate 











OF 


THE TRADE 








Harry H. Perkins Joins 
J. D. Warren Mfg. Co. 


Harry H. Perkins, for the past two 
years field secretary of the Illinois Re- 
tail Hardware Association, has recently 
resigned from that position to become 
associated as “store engineer” with the 





Harry H. Perkins 


J. D. Warren Manufacturing Company, 
of Chicago. During his connection with 
the hardware association Mr. Perkins 
was very successful in designing store 
arrangements for the members and his 
new work will give a still larger field 
in aiding retailers along this line. 


Main Office of United Sales 
Corp. in San Francisco 


The United Sales Corporation, manu- 
facturer of hardware and auto acces- 
sories, Berkeley, Cal., has established 
its main office at 41 Drumm Street, 
San Francisco. The corporation will 
continue to manufacture in Berkeley, 
but the main office will be maintained 
permanently in San Francisco. Robert 

Barron is president and general 
manager. 


Perth Amboy Hdwe. Co. 
to Erect New Building 


The Perth Amboy Hardware Co., 
Perth Amboy, N. J., mill and con- 
tractors’ supplies, will erect a four- 
story storage and distributing build- 
ing, 1380x25 ft. at 181 Jefferson 
Street. The new building will be 
equipped with modern material han- 
dling and other equipment and will 
be used exclusively for the company’s 
wholesale business. 
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Charlotte Hardware Co. 
Sells Retail Business 


Name Changed to Glasgow- 
Allison Co. 


The Charlotte Hardware Company, 
which has for many years conducted 
a wholesale business at 212 E. Sixth 
Street and a retail business at 30 E. 
Trade Street, has amended its charter, 
changing its name to Glasgow-Allison 
Company. It has also sold its retail 
business at 30 E. Trade Street to a 
newly incorporated company headed by 
Messrs. E. G. Cochrane, W. M. Wilcox, 
Jr., and John E. Iverson, who will 
continue to operate a retail store at 
the present location. This new com- 
pany will incorporate under the name 
of Charlotte Hardware Company. 

E. G. Cochrane is president and will 
devote his attention principally to the 
sales end of the business. 

The Glasgow-Allison Company will 
do an exclusively wholesale business, 


covering North and South Carolina. |- 


A reinforced concrete building is now 
being constructed to take care of its 
growing business at 211 KE. Fifth 
Street, which the company expects to 
occupy in the spring. When housed in 
their new building they will have one 
of the most complete jobbing houses in 
the South. In addition to the greatly 
enlarged space, better facilities for re- 
ceiving and shipping, they expect to 
feature a modern sample room for the 
convenience of their visiting customers 
—a distinct feature for this part of 
the country. The building fronts 120 
feet on Fifth Street and extends back 
180 feet parallel with the Seaboard 
track, giving them splendid railroad 
service. On the other side a 20-foot 
concrete alley extends through to Sixth 
Street, giving splendid facilities for the 
city deliveries and less-car-load ship- 
ments. 

Robert Glasgow will be the president 
of the Glasgow-Allison Company. He 
was one of the four men who were 
trained under the late J. H. Wedding- 
ton and organized the Charlotte Hard- 
ware Company eighteen years ago, the 
other three being J. C. McNeely, R. L. 
Erwin and Starr Neely. 

Henry J. Allison, the vice-president 
and general manager, came with the 
company sixteen years ago and has 
risen from office boy to his present 
position. 

James B. Caddell, treasurer, came 
with the company when he was sixteen 
years old and has been with it ever 
since except for the time that he was 
in the service. 

John Caldwell Erwin, son of the late 
R. L. Erwin, has been elected secre- 
tary. He was educated at Georgia 
Tech and after serving in Aviation 
during the war he entered the employ- 
ment of the Charlotte Hardware Com- 
pany, where he was shortly promoted 
to salesman and then to buyer. 
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Barney Moore Dead 


Genial, kindly, big-hearted Barney 
Moore has gone to his last reward, 
leaving behind a host of hardware 
friends, who mourn his loss. 

Barney Moore went to Chicago 
nearly forty years ago, and was for a 
time employed with Armour & Co. in 
the packing business. His bent, how- 
ever, was for selling, and he gravi- 
tated naturally into the hardware sales 
field. Eventually he established a 
business as a sales agency for the 
products of various manufacturers of 
hardware and kindred lines, and be- 
came a well-known figure in mid-west- 
ern hardware circles. 

When the Hardware Club of Chi- 
cago was organized, Barney was one 
of the first members, and gave it un- 
stinted support, moving his offices into 
the building where the club had its 
headquarters. 





Barney Moore 


Among the hardware jobbers and 
the’ larger retailers Barney was a well- 
known and welcome visitor, always 
accorded a hearing. Probably no manu- 
facturers’ agent in this country en- 
joyed a wider acquaintanceship or 
larger circle of friends. 

During the past few years his health 
had been a matter of serious concern 
to himself and his close associates. No 
one, however, realized that the end was 
so near. 

On the day of his death, Barney 
went to his office as usual, but com- 
plained of feeling ill. A short time 
later he returned to his home, and the 
end came within an hour. Heart fail- 
ure was given as the immediate cause. 

Barnard Moore was sixty-one years 
of age. He is survived by his wife and 
one daughter, Mrs. Howard Alexander. 


Buys Dan Patch Co. 


The Indianapolis Pump & Tube Co., 
Indianapolis, Ind., has purchased the 
Dan Patch Co., Connersville, Ind. 





Correspondence regarding the Dan ° 


Patch products should be addressed to 
the company at Indianapolis marked 
for the attention of the Dan Patch 
division. 
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Annual Report on Postal Service 

(Continued from page 65) 
few places not yet reached by this ser- 
vice. However, no opportunity is over- 
looked to extend the service to places 
heretofore not included, provision hav- 
ing been made during the last fiscal 
year for the transmission of parcel- 
post packages to Christmas Island, to 
additional post offices in the Spanish 
zone of Morocco, and to the British 
post offices of Larache and Tetuan in 
Morocco. 


The aggregate weight of parcel post 
dispatched from the United States dur- 
ing the year to foreign countries, in- 
cluding Mexico and Canada, was 43,- 
779,512 pounds, as compared with 33,- 
888,600 pounds dispatched the previous 
year, an increase of 29 per cent. 

In a supplemental report forwarded 
to Congress during the past week the 
Postmaster records a net loss of nearly 
$40,000,000 in the operation of the 
Postal Service in 1923 according to an 
expert examination and analysis con- 
ducted pursuant to a resolution of the 
Senate. The information sought by this 
resolution was designed for use in con- 
nection with the bill proposing general 
increases in salaries of postal em- 
ployees, which bill President Coolidge 
vetoed in the closing hours of the last 
session for the reason that no method 
was provided in the measure for rais- 
ing the additional revenue that would 
be necessary to meet the increased 
expenditures. 


Notice has been given by the Sena- 
tors in charge of this legislation that 
they will seek to pass the bill over the 
President’s veto. More conservative 
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counsels, however, advocate the in- 
troduction of a new bill that will pro- 
vide the means for raising the funds 
necessary to meet the increases. 

The cost study made by the special 
commission which has prepared the re- 
port submitted by the Postmaster Gen- 
eral shows that with the exception of 
first-class mail and postal savings 
every service conducted by the depart- 
ment shows a substantial loss. First- 
class mail was handled at a profit of 
$84,417,000 while the postal savings 
system turned into the Treasury a 
surplus of $4,701,411. 

It is, of course, a well known fact 
that the handling of second-class mail 
including newspapers, periodicals, etc., 
does not pay the Government a money 
profit. The founders of the Govern- 
ment wisely took the position that the 
education of the people and the inform- 
ing of the business men of the country 
justified the fixing of low rates of post- 
age for this class of mail matter which 
in 1923 showed a deficit of $74,712,868. 

The loss on third-class mail was 
$16,291,575, while the deficit in the reg- 
istry service was $16,374,013. The fact 
that the registration of mail matter at 
present rates shows a loss will be a 
surprise to business men who in view 
of the fees charged have assumed that 
this service must be more than self- 
supporting. 

The parcel-post failed to pay its way 
by $6,916,753, while the money order 
system showed a loss of $9,540,511. 
The foreign mail, as was expected, 
shows a loss of $4,603,038, a figure 
rather under than over the estimated 
deficit. 
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Postmaster General New makes no 
recommendations as to increases in 
postal rates; hence the business men 
of the country must look to the postal 
committees of the two houses for the 
development of a policy in this regard. 

The Postmaster General makes a 
special appeal to the business com- 
munity to assist in discouraging the 
use of small-sized greeting cards and 
envelopes. While the non-business pub- 
lic is chiefly chargeable with this 
nuisance many merchants have em- 
ployed small cards for advertising pur- 
poses to the great inconvenience of the 
postal employees who are required to 
sort the mails. 


The manufacturers and distributors 
of such cards and envelopes have co- 
operated wholeheartedly in these ef- 
forts by encouraging the use of cards 
and envelopes of such sizes as are best 
adapted to facilitate their handling in 
the mails. The importance of having 
mail with respect to its size and shape, 
addressing, and preparation in general, 
in proper condition cannot be over- 
estimated. 


Uniformity in these particulars ex- 
pedites and facilitates the handling of 
the mails, cuts down the cost, and helps 
to make the service better and more 
satisfactory to the public. Because of 
these many advantages the department 
is continuing its endeavors along this 
line by renewing the attention of post- 
masters, manufacturers, distributors 


and the public generally to the subject 
from time to time with a view to elim- 
inating the objectionable cards and 
envelopes from the mails. 








Two New Radio Sets Brought 
Out by Pacific Coast Firm 


Magnavox radio, type TRF-5, 
marks the entrance of the Magnavox 
Co., 2725 East Fourteenth Street, 
Oakland, Cal., into the broadcast re- 
ceiver field. It is also introducing type 
TRF-50 which is_ identical to the 
TRF-5, but includes also a built-in re- 
producer of the M-4 type. The TRF-5 
has single tuning control, the three 
tuned circuits being geared together. 
This simplicity of control has been 
attained, it is said, without loss of 
efficiency. 

In both of these new sets the Mag- 
navox Co. has departed widely from 
the usual type of apparatus. 

The vacuum tube, which is made as 
yet only with the navy standard base, 
requiring 5 volts and 4% amperes fila- 
ment supply, is remarkable in that it 
has no grid. The place of this element 
is taken by a trident shaped plate, be- 
tween the prongs of which lies the fila- 
ment. The equal of the best of the 
standard tubes for audio frequency 
amplification, the new tubes are espe- 
cially designed to be efficient at radio 
frequency, as their inter-electrode ca- 
pacities are less than half those of the 
usual types. Additional advantages 
claimed are that the tubes are non- 
microphonic, and that they will not 
become insensitive if the filament Is 
slightly overheated, although such 
of course, reduce 


overheating will, 
their life. 

The receiving sets also are highly 
unconventional. Although they are five 
tube sets, using two stages of tuned 
radio frequency amplification, detector, 








and two stages of audio frequency, 
there is but one tuning control, to 
which all of the three tuning ele- 





ments are geared. These tuners are 
not the conventional condensers, but 
variometers, and even as variometers 








they are unconventional, as they are of 
the flat “D” and “Figure 8” type in- 
stead of the more usual “ball” variety. 

Neither neutralizing condensers nor 
potentiometers is used as a stabilizer, 








as the circuit is inherently free from 


oscillation. This stability is obtained 
by loading the tubes, making the extra 
radio frequency current thus drawn 
useful through a high step-up ratio in 
the inter tube network. A combination 
of inductive and capacitive coupling 
between stages gives this receiver the 
almost unique property of equal sensi- 
tiveness at both ends of its wave length 
scale. 

From the operating standpoint the 
outstanding feature of the set is its 
simplicity. There is one knob con- 
trolling the tuning, another the vol- 
ume. There would seem to be no rea- 
son for any more. 

The cabinet is a simple but an at- 
tractive piece of furniture, mahogany, 
lightly carved, with an antique waxed 
finish. 

Tonal quality has been the goal in 
the amplifiers rather than excessive 
volume. 





Pittsburgh Dealers Discuss 
Budgeting Expenses 


Budgeting expenses were discussed 
at the November meeting of the Pitts- 
burgh Retail Hardware Association, 
held Nov. 21 at General Forbes Hotel, 
Pittsburgh. Rivers Peterson, editor 
Hardware Retailer, spoke on this 
topic. Sahron E. Jones, secretary 
Pennsylvania & Atlantic Seaboard As- 
sociation, told of the plans being made 
for the Pasha convention which will 
be held in Philadelphia in February. 
W. G. Pearce, field secretary of the 
Pasha, also spoke. President Gustave 
A. Schulze, presiding officer, introduced 
the speakers. 
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Hardware Lines Active— 
Spring Orders Very Heavy 


—Rope Advance Necessary 


Generally speaking, the several hardware markets are 


very active at the present time. 


Sleds. snow goods, ice 


creepers, and other strictly winter hardware items are 


selling in good quantities. 


screws, tools and other staple and shelf items. 


The demand is good for bolts, 


Jobbers 


report good orders on builders’ hardware which call for 


January delivery. 


In most sections spring orders are heavier than they 


have been in several years. 
is particularly noticeable. 


In the eastern markets this 


Lawn mowers, steel goods and 


rubber hose are among the more active spring items. The 
last item is expected to advance. 

Rope advances are considered necessary, in view of the 
high cost of manila hemp. Nails, bolts and screws may 
advance before or shortly after Jan. 1. 


Holiday 


sidered satisfactory. 


merchandise sales are 
Electrical appliances are active. 


increasing steadily. 
Collections are con- 





Several Advances Expected 
in New York 


Rope, twine, nails,”“bolts and galva- 
nized sheets are expected to advance 
in the New York hardware market. 
Staple,. holiday and strictly seasonal 
winter hardware are all very active in 
this section. Orders for spring goods 
are heaviest in many years. Collec- 
tions are satisfactory. 





Holiday Trade Heavy 
in Cleveland 


The holiday hardware trade in Cleve- 
land has become heavy, many dealers 
having delayed their purchases until 
this month. Electrical goods are mov- 
ing unusually well and shortages are 
expected before the eleventh hour rush 
is over. Seasonal winter merchandise 
is also somewhat more active, being 
stimulated by the cold weather. Job- 
bers have commenced to sell builders’ 
hardware for early in the year ship- 
ment and the volume of business in this 
line indicates that the trade expects a 
very active building year in 1925. 





Snow in Western Penn. 
Stimulates Winter Lines 


Snow in western Pennsylvania has 
created a veritable rush of business in 
sleds, skates, snow shovels, sidewalk 
cleaners and ice creepers. Jobbers re- 
port they have moved more sleds in 
the past few days than they have be- 
fore in almost a year. The demands 
for these lines have been so sudden and 
large that jobbers’ lines now are as 
badly broken as retailers’ stock must 
have been when the demand developed. 
Running these seasonal lines a close 
second in point of aetivity are Christ- 
mas goods in which the movement 
lately has been really brisk. Price 





tendencies continue upward. This is 
notably the case in metal products, 
although the new prices just announced 
for 1925 on sprinkling cans and water 
coolers show no material change from 
those of the past season. Makers of 
brass goods have generally withdrawn 
quotations and a similar move has been 
made by manufacturers of bolts, nuts 
and rivets. This presages higher prices. 
Collections, while not good, are at least 
as good as they were at this time last 
year. 





General Business Good 
in Twin Cities 

Trade in Twin Cities section is find- 
ing itself. Business is very good in all 
lines with the near approach of Christ- 
mas. Stores are full of customers, and 
apparently they are buying at a very 
good rate. Collections are far better 
than had been expected, and old in- 
debtedness is being rapidly wiped out 
all over this section. Bank deposits 
have reached new high levels, and 
member banks have cleared with the 
Ninth Federal Reserve bank in the 
Twin Cities. Prospects for good busi- 
— for some time to come are very 
good. 





New Scythe Prices 
in New England 


New prices for 1925 have been issued 
on scythes by manufacturers, which 
show a reduction of $1 a dozen. Cut 
nails have gone up 10c a keg and 
cement coated nails cost more than 
heretofore. Wire brads have appreci- 
ated about 5 per cent in value in com- 
mon with other wire products. Jobbers, 
acting independently, have  educed 
acting independently, have reduced 
screws about 10 per cent. There are 
few other price changes. 
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$5,000,000 in Toys Are 
Imported in U. S. 


According to figures made public by 
the National City Bank, the value of 
toys and games entering the United 
States from foreign countries in 1924 
will be about $5,000,000. 

The value of the output of toys by 
American manufacturers advanced 
——— in 1900 to $56,000,000 
in 1928. 





Reports Sales Increased 
31 Per Cent in 1924 


Sales for 1924 show an increase of 
31 per cent over 1923, reports J. C. 
Toy, vice-president, Claus Spear Co., 
Fremont, Ohio, shears and_ scissor 
manufacturers. This increased de- 
mand has necessitated extensive addi- 
tions to the company’s factory. 

The additions include a new forge 
shop with capacity for 14 forge ham- 
mers and a two-story warehouse and 
factory building measuring 50 x 146 ft. 
The forge shop is being built of steel 
and concrete. The other new buildings 
will have steel, brick and concrete fire- 
proof construction. A new boiler house 
and power station are also under way. 





Holiday Goods Active 
in Chicago Market 


An exceptionally early development 
of the demand for holiday merchan- 
dise has greatly stimulated business in 
the Chicago district and the growing 
practice of manufacturers to put their 
products in holiday packages is said 
to be largely responsible for the very 
handsome Christmas trade that hard- 
ware retailers are enjoying this year. 
It is far ahead of previous years. 

Prices have remained very firm after 
last week’s numerous advances and it 
is generally conceded that further ad- 
vances in several lines may be expected 
shortly. Collections continue to be 
very, satisfactory. 


Wholesale Prices Higher 
in October 


While the Bureau of Labor Statistics 
records a sharp upturn in the general 
level of wholesale prices in October, as 
compared with September, there was a 
reduction in the prices of metal and 
metal products and also in fuel and 
lighting. The October average at 151.9, 
compared with 100 as the basis in 1913, 
is about 2 per cent above the Septem- 
ber average at 148.8, but is 0.8 per cent 
below the average for October of last 
year at 153.1. 

Decreases have occurred during the 
year in clothing, fuel and lighting, 
metals and metal products, building 
materials and housefurnishing goods, 
each of these cases showing a decrease 
of more than 5 per cent, the metals 
leading the downward procession with 
10.3 per cent drop. Increases have oc- 
curred in farm products, foods and 
chemicals. With the exception of the 
metals, the changes during the year 
have been toward a closer approxima- 
tion to the average. 
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Sales Volume Growing in Cleveland Market 
—Strong Demand for Electrical Merchandise 


(Cleveland office of HARDWARE AGE) 
HE volume of hardware business has increased. 
This is due in part to the heavier buying of winter 
merchandise that has been stimulated by the cold 
weather and to the rush of the eleventh hour orders for 
holiday goods from dealers who evidently held off buying 
their holiday stocks as long as possible. 

such as percolators, irons, hair dryers, etc., 
electric heaters, are moving in large volume. 
these goods are expected to be greater in volume than a 
year ago but about the same in dollars and cents as prices 


ALCOHOL.—The early cold snap has 
resulted in‘an unusually heavy demand 
for this time of the year for alcohol 
and at present there is somewhat of a 
scarcity. However, this situation is 
expected to be relieved a little later. 
Cleveland jobbers quote 188 proof No. 
5 formula alcohol, drum lots, at 65c. 
per gal. 


AUTOMOBILE TIRES AND ACCES. 
SORIES.—The demand for tire chain 
has been quite heavy during the last 
week or two. Tires are moving in fair 
volume for this time of the year. Ac- 
cessories are quiet. Prices are un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $4.75; Reliable jacks, No. 
1, $2.33; No. 2, $3.33, in lots of 12; 
Derf spark plugs, 96c. each for all 
sizes in lots of less than 50; Cham 
pion X spark plugs, 45c. each for less 
than 100 and 41c. each for over 100; 
Champion regular, 53c. each for less 
than 100, all sizes; 50c. each for over 
100; Reliable jacks, No. 00, $1; No. 1, 
$1.25; Nos. 2 and 3, $1.75. 

AXES.—The demand is fair and prices 
are unchanged. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.; unhan- 
dled, $14.50 per doz.; double bitted, 
handled, $24.50 per doz.; unhandled, 


$20 per doz. 
BATTERIES.—Flashlight and _ radio 


batteries are in heavy demand. Stocks 
are adequate. 
Jobbers quote f.o.b. Cleveland: 
No. 766 B batteries, $1.30 each for 
unit packages and $1.40 for smal] lots. 


No. 6 ignition type dry cell bat- 
teries, 29c. each. 


BICYCLES.—Jobbers have commenced 
to take orders for bicycles for spring 
shipment and report a fair volume of 
sales. 

BINDER TWINE.—Sales are being 
made in good volume for spring ship- 
ment subject to prices to be named 


later. 


Jobbers quote f.o.b. Cleveland for 
prompt shipment: 

Standard, first quality binder twine, 
$6.621%4 per bale. White sisal, first 
quality binder twine, $6.6214. 


BOLTS AND NUTS.—The demand is 
holding up well and regular prices are 
being maintained. 
Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads. 
50 and 10 per cent off list ; small rolled 
threads, 60 and 10 per cent off list; 
carriage bolts, large and small, cut 
threads, 50 and 5 per cent off list; 


stove bolts, 80 per cent off list; hot 
pressed nuts, $4 off list: small rivets, 
65 and 10 per cent off list. 


Electrical goods 


is over. 


as well as 
Sales of 





are lower than last year. 
of electrical goods will be short before the holiday rush 
There is also good holiday demand in other 
lines including cutlery, radio equipment, sleds, skates, 
children’s vehicles and Christmas tree outfits. 

The volume of business in seasonal merchandise for 
spring continues good. Jobbers have commenced to take 
orders for builders’ hardware for shipment early in the 
year and are making heavy sales. 
announced on shovels. 
important changes. 


BUILDERS’ HARDWARE. 
the jobbers have commenced to take 


Some of 


Some predict that their stocks 


New prices have been 
Prices generally are firm with no 
Collections are good. 


volume particularly in shoe _ skates. 
Stocks are good. 








orders for builders’ hardware for ship- 
ment until about Feb. 15 and are book- 
ing a heavy volume of business. 
COASTER WAGONS.—Sales for the 
holiday trade of coaster wagons, kiddie 
kars, tricycles and other children’s ve- 
hicles are quite heavy. Stocks are 
ample. 


Jobbers quote f.o.b. Cleveland: 

Union Hardware Co. polished screw 
clamp, No. 1624, 80c. each; same, 
nickel plated, No. 1624%, $1.10 each; 
hockey screw clamp, No. 524%, $1.20 
each; same, nickel plated, No. 424%, 
$1.60 each; ladies hockey skates in 
corresponding grades, $1.45 and $1.85 
each. Alumo tubular skates, polished 
and finished with Goodyear welt shoe, 
$7.50; aluminum finished skates with 


ICE SKATES.—Sales are 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; sizes 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7.03: size 
16 x 38, $7.73: size 18 x 40, $8.33 each. 

Gendron line high grade rubber 
tires, size 14 x 32, 8-in., roller bearing 
disc wheels, $5.70; size 14 x 34, 10-in. 
disc wheels, $6.75; size 16 x 38, 10-in. 
disc wheels, $7.15; size 18 x 40, 10-in. 
disc wheels, $7.55 each. 

Bowman All-steel line, size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity; No. 80, same with spoke 
wheels, stecl] tires, $4.50 to $4.15, ac- 
cording to quantity each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40: size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—Ameri- 
ean Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double “_— 
wheels, No. 38, $2.20 each: No 
$3.65 each. American Coasté¢r, Saas 
bearing wood wheels, steel tires, No. 
41, $5.40 each: No. 43, $6.40 each. Na- 
tional Fiver Coaster, roller bearing 
double dise wheels, No. 51, $5.70 each; 
No. 53, $6.90 each. 


HANDLES.—These are moving quite 
slowly at present. 


Jobbers quote f.o.b. Cleveland: 

Axe Handiles.—No. 1 hickory, $4.25 
per doz.; No. 2, $$2.90 per doz.: finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handies. — Straight. 
chucked and bored, XX, 4% ft., $3.75 
per doz.: 5 ft., $4. 50 ner, ms; bent, 
Hid ft.. $4. 15 per os - 5 $5.10 per 

- X. bent , 4% ft., $2. er per doz.; 
‘ “tt, $3.20 per ae 

Manure Fork Handles.—Bent. XX, 
4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.: X. bent, 4 ft., $2.80 per doz.; 
4% ft., $2.90 per doz. 

Garden Hoe Handies— => 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1. 50 per 


doz 
Reoden Rake Date wae 6 ft., 
$6.25 per doz.; o. 1, $2.65 per doz. 
Shovel deniiiens —Regular pattern 
XX. 4% ft.. $5.90 per doz.; X. 4% ft., 
$3.75 per doz.; D handle, $5.60 per 


OZ. 
4 Spade Handles.—X grade, $5.40 per 
OZ. 





in large 


McKay shoes, $5.50. These prices are 
for both hockey and racer skates and 
for both men and women. 


NAILS AND WIRE.—Prices are hold- 
ing to the quotations recently an- 
nounced. While the demand is not 
heavy, a fair volume of orders are 
being taken. 


Jobbers quote as follows: 

Nails, less than car lots, stock 
shipment, $3.25 per keg: No. 9 gal- 
vanized wire, $3.60 per 100 Ib.; No. 9 
annealed wire, $3.15 per 100 Ib.; ce- 
ment coated nails, $2.50 per 100 lb.: 
Polished fence staples, $4.05 per 100 
lb.;: Miscellaneous nails and wire 
brads, 70 and 10 per cent off list. 

Barbed wire, 100 lb. spools, galva- 
nized, $3.95; 80-rod eo. Lyman 4 
point cattle wire, $3.45; same, hog 
wire, $3.70. American ‘special, hog 
wire, $2.60. 


PAINTS AND OILS.—Business is fair. 
Turpentine has declined 3 cents and 
linseed oil 5 cents a gal. but other 
items are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Mixed paints, regular shades, best 

grade, $2.80 per gal. for 1 gal. cans. 
Outside white, $3 per gal. in 1 gal. 
cans. 

Turpentine in bbls., 97c.; 
bbis., $1.10 per gal. 

Linseed oil in bbls., $1.13; less than 
bbls., $1.23 per gal. Boiled, 2c. extra 


less than 


er gal. 

per_ gal. lead, in 100-lb. kegs, 15%c. 
per Ib.; in 50 and 25-lb. Kegs, 15isc. 
per Ib. in 12%-lb. kegs, 15%c. per. 


lb.; in 500-1b. lots, 10 per cent dis- 
count; other prices are net. 


PICKS AND MATTOCKS.—Jobbers 
have commenced to take orders for 
spring shipment and prices are prac- 
tically the same as a year ago. 


Jobbers quote f.o.b. Cleveland: 

Light pattern mattocks, $7.50 per 
doz. in doz. lots: railroad or clay 
picks, 6 to 7 lb., $7.20 per doz. 


RADIO EQUIPMENT.—The demand 
for sets and tubes for the holiday con- 
tinues heavy. Tubes are still scarce. 


ROASTERS.—The demand is fairly 
good, although sales are not as heavy 
as before Thanksgiving. 


Jobbers quote Savory roasters f.o.b. 
Cleveland: 

No. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.; No. 11, 
blue enameled, $20.75 per doz. ; “$7 
41, blue enameled, $25.50 per doz.; 
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No. 138, magnolia enameled, $28.35 per 
doz.; No. 43, magnolia enameled, 
$36. 75 per doz. 


ROLLER SKATES.—A moderate vol- 
ume of business is being booked for 
spring shipment and some sales are 
being made for immediate delivery for 
the holiday trade. 


Jobbers quote f.o.b. Cleveland: 

Union ball bearing, extension roller 
skates, Nos. 4 and 5, ; Ne. 6G, 
$1.55: No. 3, children’s sidewalk 
skates, 78c. 


ROPE.—This continues in fair demand 
for spring shipment and some orders 
are being taken for immediate delivery. 


Jobbers quote f.o.b. Cleveland: 

Rope, best grade manila, 23c. from 
stock; 22%c. from mill; second grade, 
2c. less, 

Sisal, 17c, 
mill. 


SCREEN DOORS AND WINDOWS.— 
The volume of business for spring de- 
livery is quite satisfactory and prices 
are firm. 


SHOVELS.—Jobbers have commenced 
to take orders for shovels for spring 
shipment at prices 25 cents per doz. 
lower than last year. 

Cleveland jobbers quote: 

Fourth grade shovels, full bundles, 


$10.75 per doz.; less than full bundles, 
$11 per doz. 


SLEDS.—There has been a big rush of 
orders the past week or two from re- 
tailers who evidently postponed buying 
as long as possible. Stocks are fair. 
SPIKES.—Jobbers have revised prices 
and now quote boat dnd railroad spikes 
at 3.25c. Cleveland for prompt ship- 
ment. 


from stock; 17c. from 
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STOVE PIPE AND ELBOWS.—Very 
few orders are now being taken for 
these items as the buying for the sea- 
son is about over. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints, 
eo blued, 28 gage, 3 in., $3.35 
ag $3.50; 5 in., $3.80; 6-in., $4; 7 


at Security blued, corrugated. 


in. 


28 gage, * in., $1.15; 4 in., $1.25; 5 
in., $1.40; 6 in., $1.55; 7 in., $2.10; ‘all 
per doz. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz. : 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape, 20 x 30 in., $1 per doz. ; 24 x 
36 in., $16.50 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shapes, 24 in., 5 per doz.: 26 in., 
$7.25 per doz : 28 in., $8.10 per doz. ; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., $8.30 “y Ly = 
x 36 in., $10 per doz.; 26 n., 
$10.50 per doz.; 28 x 30 in 310.78 
per doz. 


WINDOW GLASS.—The demand is 
fair and prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Window glass, all brackets, single 
A and B, 85 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
cent off list: double AA _ paper 
wrapped, 85 per cent off list; lights, 
AA oe wrapped, 85 per cent off 


pure, in 12%-lb. lots, $6.75 
; in 20-lb. kegs, $6 per cwt.; 
. lots, $5.50 per cwt. Com- 
mercial grade, in 12%4-lb. lots, $4.75 
per cwt; in 25-lb. lots, $4.25 per cwt.; 
100-lb. lots, $3.75 per ecwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WINDOW  VENTILATORS.—The 





al 


heavy demand for window ventilators, 
far in excess of recent years, took job- 
bers by surprise and some report their 
stocks are entirely exhausted, making 
it necessary to “back order” this 
item. 


Jobbers quote f.o.b. Cleveland: 

9-in. wood ventilators, Continental 
No. 937, $4.25 per doz.; No. 949, $5.65 
per doz.; 15-in. wood ventilators, No. 
1537, $5. 65 per doz.; No. 1549, $7.25 


per doz. ; metal ventilators, Diamond 
E, No. 02, $5. 7 per doz; No. 03, $6.40 
per doz. ; No. , $6.40 per doz.; No. 3, 


$7.20 per atl 
WIRE CLOTH AND POULTRY NET- 
TING.—These are moving in fair 
volume for spring shipment. 


Jobbers quote f.o.b. Cleveland: 

Wire cloth, 12 mesh, black, $1.95 
per 100 sq. ft. ; 12 mesh, galvanized, 
$2.50 per 100 sq. ft.; 14 mesh, $2.90 
per 100 sq. ft.; poultry netting 50 
per cent off list. 


WOOL TWINE.—There has not been 
much activity since the recent an- 
nouncement of prices for spring ship- 
ment. 


Jobbers quote f.o.b. Cleveland: 

Common jute twine, 15c. per Ib.; 
finished jute twine, 17%c. per Ib.; 
paper wool twine, 20c. per Ib. 


WRENCHES.—The demand is fair and 
prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Trimo takes discount of 65 and 10 
per cent. Coes takes discount of 40 
and 10 per cent. 

Snap-On wrenches f.o.b. Pittsburgh, 
No. 50, radio and electrical set, $4; 
No. 101, master service set, $15.25; 
No. 202 heavy duty set, $8. 80; No. 
303, Ford master service set, $14. 85; 
No. 404, flexible socket set, $8. 75; No. 
505B, screw driver blades, $3.40; No. 
900 set, square socket, $3.70. All 
Snap-On wrenches less 40 per cent 
f.o.b. Pittsburgh. 





Power Used on U. S. Farms 
Exceeds $3,000,000,000 


The annual cost of the power used 
on farms throughout the United States 
is more than $3,000,000,000, according 
to a report made by Professor L. J. 
Fletcher of the division of agricultural 
engineering of the University of 
California, Berkeley, Cal. Three-fifths 
of this power is furnished by horses 
and mules and the remainder by 
tractors, motor trucks, gas and steam 
engines, electric motors and windmills. 

“The entire manufacturing industry 
in the United States has but one-half 
as much power available as agricul- 
ture, but owing to the efficient use the 
manufacturer obtains twice as many 
horsepower hours of work from this 
power as the farmer,” says the agricul- 
tural engineer. 

“The tractor, gas engine and electric 
motor furnish over 65 per cent of the 
power used on the California farms, 
while for the entire United States 
these power sources furnish but one- 
fourth of the energy. More power was 
used for pumping water for irrigation 
in California in 1923 than that used in 
planting and seeding all of the crops 
in the nation for that year. California 
uses more power per acre of improved 
land than any other State in the Union 
and the 88 hp. hours per acre used is 
over three times the average for the 
United States. One-half the power 
-used on the farms of the nation is for 


field work. About 22 per cent is 
utilized in road hauling and 28 per cent 
for belt or storage work. 

“The American farm laborer has 
very largely ceased to be a source of 
energy and is rapidly becoming a direc- 
tor of animal and mechanical power. 
Our agriculture stands supreme in the 
use of labor-saving machinery. The 
farmer, however, must select his equip- 
ment with extreme care and judgment 


and then after purchasing machines of — 


proved worth they must be skillfully 
and intelligently operated to prevent 
their contributing more than their 
share to the cost of producing the crop. 

“During this period the farmer is 
adjusting himself to the use of new 
types of power such as the electric 
motor and tractor, it is essential that 
he not secure more power than he can 
economically employ. One of the most 
important items in the cost of the 
farm power unit is the number of 
hours it is used each year. Thus in- 
terest, depreciation, taxes and, to a 
large extent, repairs contribute less to 
the cost per hour. This applies to all 
kinds of power, whether it is furnished 
by horse, mule, electric motor or 
tractor. 

“Lagely by his ability to direct more 
power and the use of labor-saving 


equipment the American farmer has 
increased his production per man at 


least three times over that possible 
with methods used seventy-five years 
ago. At the beginning of the last 
century 90 per cent of the workers of 
the United States were employed on 
the farms, while at present but 25 per 
cent of those gainfully employed are 
in agriculture and they produce much 
in excess of our domestic needs.” 


Haber Visible Toaster Has 
Unique Features 


The Haber Visible Toaster, made by 
the Haber Electrical Appliance Co., 
866 West North Avenue, Chicago, Ill., 
has a number of unique features 
which should recommend it to house- 
wives everywhere. 

Without moving a finger, you see 
the bread toasting in the Haber Visi- 
ble Toaster through glass windows. 
A glance will tell you when the toast 
has just the right degree of crispness 
and color. 

The bread—of any thickness up to 
seven-eighths of an inch—slides in 
easily and stands upright between two 
rows of heating elements, where it 


“toasts evenly on both sides at once. 


The Haber Visible Toaster is a 
time-saver, too. The Haber Visible 
Toaster browns and crispens. both 
sides at once. 

The Haber Visible Toaster is cor- 
rect not only in design, but in the 
selection of its material and the beauty 
of its finish. 
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N. Y. Spring Orders Heavy— 
Winter Hardware Active— 


Rope and Nails to Advance 


Orders for spring goods are extremely heavy in the New 


York hardware market this year. 


These call for March or 


April delivery. Dealers are said to be buying full assort- 


ment of lawn mowers and steel goods. 


Rubber hose is ex- 


pected to advance consistent with the rising crude rubber 


market. 


Sales in stove goods, sleds, snow tools, ice creepers and 
kindred winter hardware continue very actively throughout 


this section. 


Holiday merchandise is receiving considerable 


attention. Retail sales on gift items are increasing steadily. 
Staple hardware such as bolts, screws and tools, are con- 


sistently active. 
bolts and screws. 


Some price revisions have been made on 
Further adjustments are possible. 


Rope, and twine advances are said to be unavoidable due 
to the present high cost of manila hemp which is now cost- 
ing 19 cents—within four cents of the wholesale price on 
the finished No. 1 grade Manila rope. 

Bar solder was reduced one-half cent. 





New Prices Issued 
on Drain Pipe Cleaner 


Economy Plumber Co., 398 Broad- 
way, New York City, announces a re- 
duction on drain pipe cleaner, which is 
approximately 25 per cent lower an the 
average item. New prices as announced 
by distributors, are given herewith. 


Jobbers’ prices to retailers f.o.b. 
New York: : 

Economy Plumber’ drain pipe 
cleaner, in 1 lb. net cans, in lots of 
3 doz., $2.75 per doz.; in lots of 6 doz., 
$2.70 per doz.; and in 12 doz. lots, 
$2.60 per doz. 

Same, in 2 lb. net weight cans, in 
lots of 2 doz., $4.90 per doz.; in lots 
of 6 doz., $4.85 per doz.; and in lots 
of 12 doz., $4.75 per doz. 


Hercules tile and porcelain cleaner, 
in 1 Ib. net weight cans, $2 per doz. 


$9.60 per doz.; 30 x 30, $11.40 per doz.; 
32 x 32, $13. 45 per doz.; 35 x 35, $16. 75 
per doz.; 30 x 36, $15. 40 per doz.; 40 
x 42, $19.05 per doz. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 

Flue stops, 6%c. each. 

Coal hods, galvanized, plain body, 
open round bottom, 17-in., 52c. each. 

Pokers, 4% x 20 straight, 6%4c. each; 
% x 20 bent, 6%c. each; Neverbreak, 
191%4c. each. 

Pokers, furnace type, heavy wrought 
iron, 3 ft. long, 72c. each; 4 ft. long, 
90c. each, and 5 ft. long, $1.10 each. 

Flue scrapers, black iron, 30 in. 
long, 414c. each. 

Fire shovels, japanned, 4% x 15, 
7c. each; 5 x 20, 8c. each. Never- 
break brand, 39c. each. 


Nails Will Advance 
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Rising Hemp Market 
Necessitates Rope 
Advance 


Hemp at 19 Cents Too Close to 
Selling Price of Rope, Now 
Quoted at 23 Cents 


In view of the present high cost of 
Manila hemp, it is generally agreed 
that No. 1 Manila rope will advance 
shortly. Whereas finished rope has 
only been advanced twice since the sum- 
mer, and each time the increase was ex- 
actly 2 cents per pound, Manila hemp 
has been advanced 8 cents since mid- 
summer. The August price on hemp 
was about 11 cents. Current quotations 
are from 18 to 19 cents per pound. This 
high raw material cost is obviously too 
close to the present price of finished 
rope, which is quoted at 23 cents per 
pound. 

Increased world demand and not 
lower production is said to have brought 
about higher hemp prices. Spot stocks 
of hemp in the Philippines are estima- 
ted to aggregate about one half of their 
normal size. 

One New York hardware jobber said 
that he expected rope to advance at 
least twice in the next six weeks. This 
opinion has been strengthened by re- 
ports from other distributors and manu- 
facturers. 

It is likely that twine will also ad- 
vance consistent with the rising jute 
market. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Rope, No. 1 Manila_ standard 
brands, 23c. per Ilb.; No. 2 Manila 
standard brands, 21c. per lb.; No. 1, 
sisal standard brands, 18c. per Ib.; 
No. - sisal standard brands, 17c. 
per 

Twine, 3- ply wrapping twine, No. 
1, 23c. per Ib.; No. 2, 21c. 2 lb. 

India hemp twine, No. 8, 16c. per 
lb.; BB twine, fine dark, 22%c. per 
lb.; fine light, 24c. per Ib. 


in lots of 2 doz. 

Hercules boiler liquid, in 1 qt. can, 
$3 each; in %& doz. lots, $2.50 each; 
in 1 doz. lots, $2.25 each. 

Same, in ™% gal. cans, $5 each: % 
doz. lots, $4.75 each; and in gal. cans, 
$9 each. 


10 to 15 Cents, Shortly 


Although nail prices are firm and un- 
changed, it is generally believed that 
an advance of 10 to 15 cents per keg 
will be made very shortly. Stocks are 
fair, and the demand quite active. 


Active Demand for Sleds, 


Snow Goods and Creepers 


Sleds, snow goods and ice creepers 


Cold Weather Stimulating 
Stove Goods Demand 


Stove goods are moving actively in 
the Metropolitan market. Continued 
cold weather has stimulated greatly 
the sales in the various items in this 
classification. Ash _ sifters, shovels, 
pokers, and stove pipe collars are par- 
ticularly active. Prices are firm, and 
stocks apparently satisfactory. 

Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Dampers, 4%-in., 10c. each: 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each: 7-in., 18c. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., 16%c. 
each; 6-in., 18c. each. 

Stove lifters, l-in., 6c. each; 2-in., 
Tec. each. 

Stove pipe collars, 4-in., 3c. each; 
4%4-in., 4c. each; 5-in., 4%c. each; 
514-in., 5c. each; 6-in., 5%c. each. 

Stove boards, 24 x 24, $7.90 per 
doz.; 26 x 26, $8.55 per doz.; 28 x 28, 





quotations to retailers, 
York: 
—- —Wire nails, $3.50 base per 


“Cut nails, $4 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off -s in 1-lb. papers. 

Roofing nails, 1 11, plain, $5 to 
$5.15 per 100 Ib.; paiventaed. $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 


Bar Solder Reduced 


Bar solder has been reduced % cent 

in the New York market. The general 

demand for solder is very good, with 

the prepared variety, particularly ac- 

tive for radio requirements. 

_ adequate, and prices generally very 
rm, 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Bar solder “thalf and half), 391éc. 
per Ib.; strip solder, 47c. per Ib.; 
Kester solder, acid or rosin core, 65c. 


per 


Stocks 





are moving actively in the New York 
market. The weather continues to be 
cold without snow. However, snow is 
reported up State and in nearby Penn- 
sylvania. Prices are very firm in these 
lines, and there is evidently a feeling 
that there will be a real heavy con- 
sumer demand during the winter sea- 
son. 


Jobbers’ quotations to 
f.o.b. New York: 


SLEDS 


vo flyers, No. 1, $2.67 each; 
No. $3.33 each; No. 4 4.17 each; 
No. 7 $4.67 each; No. 6.17 each; 
Junior racer, $3. 67 each; racer, $4. 50 


each. 

Fire Fly, No. $1.42 each; No. 10, 
$1.71 phe 4, No. it $2.14 each; No. 12, 
$2.34 each; racer, "$2. 51 each. 

Sled backs, 75c. each. 


SNOW GOODS 


Snow shovels, long handle, steel, 
$4.50 per doz.; D handle, $5 per doz.; 
Ames, $9.35 “per doz.; boys’ snow 
shovels, $2.28 per doz.; ; galvanized, 
$12.65 per doz. 


retailers 








of the year. 
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Snow pushers, 18-in., $11.40 per 
doz.; snow pushers, large type, 31 
x 12 in. blade, $2.75 each; 24-in., $16 
per doz. 

Snow pushers, curved, steel blade, 
12 x 18 in., $11.40 per doz.; 12 x 24-in., 
$16 to $19. 20 per doz. 

Snow pushers, asphalt type, heavy 
steel blade, 31 x 12 in., 5-ft. handle, 
$2.75 to $3.15 each. 

Sidewalk cleaners, No. 24, $4 per 
doz.; No. 26, $5.95 per doz.; No. 27, 
$8 per doz.; No. 28, $9.50 per doz. 


ICE CREEPERS 


Newark ice creepers, $3.70 per doz. 
pair; Union ice creepers, $1.80 per 
doz. pairs, and Eagle ice creepers, 
$1.50 per doz. pair. 


Bolt Prices Adjusted 


You will note adjusted prices on car- 
riage bolts and lag screws. 
sidered likely that prices throughout 
this line will be higher after the first 
The demand is consistent. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Bolts. — Common carriage bolts, 


small sizes, 35-10 per cent; large 
sizes, 35 per cent. 

Machine bolts, all sizes, 45 to 50 
per cent. 

Lag screws, 45 to 50 per cent. 

Stove bolts, 75 to 75 and 10 per 
cent; both flat and round head. 

Sink bolts, 75 to 75 and 10 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 


Copper rivets and burrs, 40 per 
cent. 
Round head iron, rivets, 60-5 per 


cent; tinners’ rivets, black and tin, 


60-10 per cent. 
Cap screws, 80-10 per cent. 


Fair Demand Reported 
for Cotton Gloves 


It is con- 


There is a fairly good demand for 
cotton gloves. Jobbers do not expect 


at firm prices. 
satisfactory. 


immediate price changes. Stocks ap- 
pear satisfactory. 
Jobbers’ quotations to _ retailers, 


f.o.b. New York: 

Cotton gloves, white canvas, $1.68 
a doz.; Jersey gloves, brown, $2.50 
— doz.; leather palm gloves, $4 per 
OZ. 


Game Traps Selling 
in Suburbs 


Suburban dealers are buying and 
selling a fair quantity of game traps 
Stocks are considered 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
we traps, 
No. 0, $1.10 per doz.; 
doz. ; . 11%, $2.44 ‘per doz.; No. 2, 

$3.36 per doz.; No. 3, $5.49 per doz. 
Jump traps, Oneida, with chain, 
0, $1.59 per doz.; No. 1, $1.83 per 
doz.; No. 1%, $2.81 per doz.; No. 2, 

$4.39 per doz.; No. 3, $6.10 per doz. 


Screw Prices Revised 





Some Metropolitan jobbers have re- 
vised screw prices consistent with re- 
cent factory advances. The prices 
which we quote in this issue are a fair 
guide to the revised list. However, 


there may be further adjustments re- 
ported next week. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
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Orders Very Heavy for Spring Goods 


Orders already received on spring 
goods calling for March and April de- 
livery are said to be the heaviest in the 
history of the Metropolitan hardware 
market. It is said that dealers are 
ordering full assortments on lawn 
mowers, steel goods and are placing 
futures for good quantities on garden 
hose. The opinion is expressed that 
rubber hose will advance some time 
after the first of the year in view of 
the increasing cost of crude rubber. 
The fabric required may also be higher 
in the opinion of some distributors. 

Sprayers and hedge shears are re- 
ceiving considerable attention. Whole- 
sale distributors say that there is every 
indication of .a large trade in spring 
goods. 


Jobbers’ 
New York: 


LAWN MOWERS 


Three- ee, plain bearings, 8-in. 
ee - in., $4.95; 14 in., $5.25; 
in., $5.6 0, and 18 in., $5.90 each. 

Same, en ae ‘bearings, 12 in., 
$6. 66; 14 in. nose ave in., $7.35, and 18 
in. 

Four- a ‘9-in. wheel, ball bear- 
ings, 12 in., $8.25; 14 in., $8.55; 16 in., 
$8.85, and 18 in., $9.25 each. 

Same with 10%-in. wheel, 14 in., 


prices to retailers f.o.b. 





$9.50; 16 as $10; 18 in., $10.50; 20 in., 


$11.15 eac 
Five- Slade, 10%-in. wheel, ball 
ng 16 in., 2; 18 in., $12.70; 
$13.35 each. 
eens with 10-in. wheel, 16 in., 
$18 35; 18 in., $16, and 20 in., $16.75 


each. 
LAWN ROLLERS 


Dunham, 5 arene ty pe, No. 
$11.30; No. 5, $13.35, and No. 7, $15. 3 
each. 

New York jobbers report that the 
manufacturer of the Dunham rollers 
is putting out a No. 2 and No. 4 roller 
on which there may be a lower price 
than those quoted here. 


SPRAYERS 


Galvanized, 4 gal., $4.88 each; brass, 
4 gal., $7.50 each: bucket pump type, 
$2.75 ‘each. Tin, % pint, 23c. each. 
Tin, 1 qt., 3lc. each; brass, 1 qt., 
$1.15 each; galvanized, 1 qt., continu- 
ous, 88c, each. 


HEDGE SHEARS 


Disston, plain, 8 in., $1.80, and 9 in., 
$1.90 per pair. 


Disston, notch, 8 in., $1.95; 9 in., 
$2.10, and 10 in., $2.30 per aie: 
BORDER SHEARS 

Without wheel, $2.85 each; with 


wheel, $3.45 each. 
Lawn shear, with two wheels, $3.60 
each. 





Screws, flat head, steel machine 
screws, 70-10 per cent. 

Round head, steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-25-5 per cent. 

Galvanized iron, 5714-25-5 per cent. 

Flat head brass, 70-20-5 per cent. 

Round head blued, 60-25-5 per cent. 

Round head, nickel plated, 674%4-25-5 
per cent. 

Round head brass, 6714-20-10 per 
cent. 

Full package lots, an extra of 5 per 
cent. 


Farmers Buying Lanterns 


Suburban dealers and those catering 
to farming districts, report good sales 
on lanterns. Wholesale business is 
fairly heavy at firm prices. Stocks are 
expected to be adequate. 

Jobbers’ tama to 

f.o.b. New Yor 

Lanterns, Hy Lo, $7.50 per doz.; 
ie oe $8 per doz.; Blizzard No. 
$13 pet doz.; Little Wizard, $8.50 
ae doz.; e Lite No. 2, $13 per doz.; 
Buck Eye ia $14 per doz. 


retailers, 


Carpet pear Active 


Carpet sweepers are active through- 
out the city. Suburban trade, however, 
is running light. Stocks appear satis- 
factory, and prices are firm. 


Jobbers’ uotations to retailers, 
f.o.b. New York: 
Carpet sweepers, Standard, ja- 


panned, $3 each; Universal, japanned, 
$3.50 each; Grand Rapids, japanned, 
3 .67 each; Grand Rapids, nickeled, 
4 each; American — $4.50 each; 
Princess, $4.16 each 


Copper Sheets H Higher 
Galvanized Will Advance 


Galvanized sheet will advance about 
15 cents in the opinion of local dis- 
tributors. The increase is likely to be 


made prior to the first of the year. 
Copper sheets have advanced 4 cent 


.per lb., which makes a total of 2 cents 


advance since August. This price is 
expected to hold. The copper sheet 
demand is very good, with stocks fair. 
The galvanized sheet market is fairly 
active. 


Prices to retailers f.o.b. New York: 
Galvanized sheet, 28 gage, $5.60 


205%c., 


Less 25 per cent discount on extras. 


to $6. 
Copper sheets, in case lots, 
e 


Heaviest Known Demand on 
Xmas Tree Holders 


The local demand for Christmas tree 
holders is the heaviest on record. This 
is due largely, it is believed, to the 
nominal costs of Christmas trees al- 
ready on the market. The embargo on 
trees having been lifted, and no scar- 
city apparent, the trade is preparing to 
do a profitable trade in holders. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Christmas tree holders, Gem, $4.20 
per doz.; Crown, No. 2, $7.50 per doz.; 
Crown, No. 3, $12.50 per doz. 


Retail Sales Improving on 
Nut Cracks, Picks 


Among the holiday items nut cracks, 
picks, and complete sets are selling 
fairly well. Retail sales are improving, 
and jobbers expect a larger wholesale 


demand shortly. 
rected to change; stocks are fair. 





Jobbers’ quotations to retailers, 
f.o.b. New York: 

Nut crack, cast iron nickel plated, 
3c. each. 

Nut wae, nickel plated, 5% in., 
11l%c. each 

Nut crack and pick set, nickel 
plated, 1 set in box containing 1 crack 
and 6 picks, 25c. per set. 





Prices are not ex- 
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Seasonable and Staple Lines Active in New 
Kngland—Retailers Report Improving Business 


(Boston office of HARDWARE AGE) 
T took only a little snow in most parts of New Eng- 
land and a little ice in others to start a real buying 
movement of seasonable merchandise. 
ware jobbers without exception report a very decided im- 
is now believed that December 
sales will run well ahead of those for the corresponding 
month last year, whereas on the first day of the month 
some doubt on this point existed. Not only is buying of 
merchandise more active, but the average individual order 
runs into more money than it has in months. 
good point is that the buying covers a general line of 


provement in sales. It 


goods. 


Encouragement also is found in other branches of the 
Mill supply houses are doing a splen- 
Some of the wholesale ones are beginning 
to back order on certain kinds of stock, drills in particular, 
largely because they allowed their supplies to run too 
close to the zero mark and were suddeny called upon to 


hardware business. 
did business. 


BATTERIES.—A pronounced improve- 
ment in the demand for all kinds and 
makes of batteries is reported by job- 
bers. Columbia batteries are going 
better than they have in months. 


We quote from Boston 
stocks: 

Batteries.—Flashlight, in lots of six 
or more assorted unit packages in 
one shipment, No. 935, 24 to the 
package, 8'%c. each net; No. 950, 36 
to the package, 91'6c. Columbia, ‘No. 
6, in lots of 50, $30.22 per 100. 

Radio.—Dry cell, in packages of 50, 


jobbers’ 


No. 7111, 29c. each net. No. 6, in 
lots of less than 12, 40c. each net 
in lots of 12 to 50, $35.22 per 100; 
in larger lots, $30.22 per 100. Cluster 


6 to the unit, 12 units to 


the barrel, $1.60 each net; 8 units to 
the barrel, $1.98 and $2.34 each. 


BELLS.—A sudden call for bells has 
sprung up that has taken the jobbing 
trade somewhat by surprise. Deliver- 
ies the first of the week were back- 
ward, but jobbers are beginning to 
catch up with them. 


batteries, 


We quote from Boston jobbers’ 
stocks: 
Bells.—Body, $3 to $3.50 per string 


net: Swedish sleight, $1 to: $3.10 each: 
shaft, 55e. to $3 a _ pair; Colonial 
team, $8.25 to $14.50 a doz.; Canadian 
street team, $2.10 to $3 a doz.; loop 
team, $3.25 to $6 a doz. 


BRADS.—Manufacturers and jobbers 
have advanced wire brads about 5 per 
cent. Jobbers are now quoting them 
at 70 and 5 per cent from stock, there- 
by placing the market back on the Aug. 
1, last, level. 

BRASS.—tThe leading makers of brass 
and copper goods have again raised 
prices a fraction of a cent, making two 
such advances within a few days. For 
that reason jobbers are urging retail 
dealers to anticipate requirements, 
which accounts for the increased activ- 
ity of the market. 


We quote from Boston jobbers’ 
stocks: 

Brass and Copper.—Brass sheets, in 
100 Ib. lots, 225¢c. per lb.; brass wire, 
23% C. ; brass rods, 20%c.; brazed tub- 
ing, 3056 C. ; seamless brass tubing, 
264c.; seamless copper tubing, Like. ; 
for less than 100 lb. lots, add 2c. per 
Ib. base. 


Shelf hard- 


Another 
goods. 


Collections are improving all the time. 
retail trade that have been backward for months are up 
in the front row again. 
jobbing trade here says that the improvement in the 
credit situation and the increased buying movement were 
almost simultaneous, which to his mind proves that the 
retail trade is in a good financial position. 


ELECTRICAL GOODS.—Electrical 
goods of all kinds are enjoying a free 
movement from jobbers’ stocks. Irons 
are in especially good demand. 

HOCKEY STICKS.—Sales of hockey 
sticks, which were semi-active a week 
back, have assumed sizable proportions. 
Prices are firm and unchanged. 

We quote from Boston jobbers’ 


stocks: 
Hockey Sticks.—Boys’, white, $3.40 


a doz. net: boys’ special, $5.50; Ama- 
teur, $8.50; Championship, $11.50; 
special, $15. 


Pucks.—Standard makes, $2 a doz. 
a" Sticks.—No. H, 95c. a _ doz. 
net; No. G, $1.50; No. C, $3.75. 

ICE CREEPERS.—More ice creepers 
were sold by jobbers the past week 
than in any previous similar period 
his year. Jobbers’ stocks have gone 
cown rather rapidly within ten days. 


We quote from Boston jobbers’ 
stocks: 
ice Creepers.—Never Slip, men’s 
and ladies’, $2.44 per doz. pair net; 
O. K., No. 0, $2.35; Kennebec, Nos. 0, 
1 and 2, $3.36; Lumbermen’s, large 
and medium, $3.04; Newark, $3.75; 
Union, with strap, $1.60; Eagle, $1.38. 
LAMPS.—Encouraging reports are had 
from jobbers regarding the movement 
of lamps from stock. Current sales 
embrace practically the whole line of- 


fered in this market. 


We quote from Boston jobbers’ 
stocks: 
Lamps (Gasoline).—Coleman line, 


Quick Lite Lamp, Flemish bronze, $8 
net; brass fringed, $9; antique gold, 
$8 net cash; gold fringed, $9.2 
Bracket lamp, $6.75 net each. Quick 
Lite lanterns, $5.25 net each. 

Buss.—Buss, $1.33 each net, brass, 
bronze or ivory. Clamplite, brass or 
bronze, in dozen lots, $14.40 per doz.; 
in less than dozen lots $15 a doz. 


NAILS.—Cut nails have been advanced 
10c. a keg. Cement coated nails also 
cost more, according to new jobbers’ 
lists. Hardened steel nails remain un- 
changed in price. 


We quote from Boston jobbers’ 
stocks: 

Nalils.—Wire, $3.90 per keg, base, 
from store; from mill in less than 
carload lots, $3.15 per keg, base, and 


supply an increased demand. In a general way, however, 
the jobbers report a slowing up in the deliveries of some 
classes of stock, but this backwardness, as yet has had 
little or nothing to do with jobbers’ back orders. 
heavy hardware business seems to be gathering momen- 
tum, although slowly. 

During the past week Boston staged a radio show, which 
attracted a large number of dyed-in-the-wool radio fans, 
as well as prospects. 
its kind ever pulled off and unquestionably did a great 
deal for hardware dealers in New England handling radio 


The 


It was one of the best affairs of 


Some of the 


A credit man in one of the local 


in carload lots, $2.90 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1l-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails from store, Western, $5.25 per 
keg base; hardened steel, $8.10; direct 
shipments from mill, car lots, $3.60, 
less than car lots, $3.75, f.o.b. Pitts- 
burgh; Tremont, in less than car 


lots, $3.95; hardened _ steel, $7.60 
f.o.b. Wareham, Mass.; galvanized 
4-pennyweight and smaller, $6.3 

f.o.b. factory base; larger, $7. 05: 
from store, 4-pennyweight and 
smaller, $6.80 base; larger, $7.55; ce- 
ment coated nails from mill, in less 


than carloads, $4.70 per keg base. 
PENCIL POINTERS.—Pencil pointers 
are proving a good holiday seller this 
year. 


We quote from Boston jobbers’ 
stocks: 
Pencil Pointers.—Boston, No. L, 


75c. each, net. Sharpeners, in leather 
case, $1.20 a doz. 


PLUMBERS’ TORCHES.—Once more 
cold weather, with the resulting frozen 
and bursting water pipes, has stimu- 
lated the demand for plumbers’ torches. 


We quote from Boston jobbers’ 
stocks: 

Plumbers’ Torches.—N:U line blow 
torches, — hay oy 33 — net; No. 
38, $5.76; $6.05: No. 438A, 
$5.76: No. 99. ‘$6. io. No. 105, $3. 60: No. 
205, $4 


PYREX OVEN WARE.—As might be 
expected at this season, the demand for 
Pyrex oven ware is increasing each 
day. Some flattering orders have been 
placed here with jobbers the past two 
or three days. 


We quote from Boston jobbers’ 

stocks: 

Ne or gee —Round, No. 100, 2%- 
$1.67 each; No. 101, 2-qt., = 33; 


ag 102, 114-at.. $1.17; No. 103, 1-qt., 
$1; No. 104, %-qt., 67c. Round, shal- 
low, No. 112, 1-at., $1; No. 113, 1%- 
os.. Geant Oval shallow, No. 183, 
1-qt., $1; No. 184, 1%-qt., $1.17; No. 
185, 2-qt., $1.33; oval, No. 193, 1-qt., 
$1; No. 197, 1%-at., a No. 194, 2- 

3: No. 190, 3- -qt., $2. Square, 
No. 110, $1. 33 each. 

Pudding Dishes.—Round, deep, No. 
a 2%-Qt., 93c.; No. 121, 2-qt., 80c.; 
7c.; No. 123, "1-at., 
Round, shal- 


67c.; 
No. 184 B, 1%-at., 67c.: . 
80c. Oval, deep, No. 193B. 1- ‘at., 
ore. No. 197B, 1-qt., 67c. Round, 
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Tools You Can Sell 
With Confidence— 


December 11, 1924. 











By selling Crecoite Axes to your young cus- 
tomers you will make them think well of 
you. The Boys’ Axe.is long enough to be 
swung with both hands—larger and heavier 
than the camp or scout axe—yet light 
enough in weight and price to suit every or- 
dinary purpose. 


House Axe 





APIDLY _ devel- 


oping market 





conditions suggest 
the advisability of 
dealers placing 
early orders for 
spring goods such 
as included in the 


MARION line of 
forged tools. 


HEDGE SHEARS 
GRASS SHEARS 
SHEEP SHEARS 
MULE SHEARS 
GRASS HOOKS 


Have you received 
your copy of our 
catalog yet? If not, 
ask for No. 16. 











MARION TOOL WORKS, Inc. 


Here’s a number that appeals to every 
householder or amateur tool user. Low in 
price but extremely serviceable. Whether 
used for splitting firewood or fixing the 
fence, the Crecoite House Axe renders ex- 
cellent service. 


Complete Line 


All Crecoite Axes, Hatchets and Hammers 
combine quality with price to a degree here- 
tofore considered impossible. Their sale 
brings youa good profit, too. Allare equipped 
with the famous Grady Wedge—easy to 
keep the head always tight. Ask your jobber 
for complete information or write direct to 
us for catalog H. 


Marion, Indiana 
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standard, No. 463, %%-qt., 40c.; No. We quote from Boston jobbers’ Firefly Line.—No. $2.50 each, 
464, 1-qt., 57c.; No. 465, 14%-qt., 67c.; stocks: list; No. 10, $3; No. 11" "$3.45; No. 12, 
No. 466, 2-qt., 80c. Square No. 800B, Scythes.—Little Giant, $17 per sae $4.25. Discount, 40 and 5 per cent. 
Lats r= delta No. 212, 60 net; bramble, $17.50; brush, $17. Paris Cine Epeoteny, No. 99, 

rea ans.— ng, 0. C.>5 7. 
No sit, $1 SIDEWALK | CLEANERS.—Iey side- $50; ‘No. 200; $36; No’ 350, $12; Not 
ooo ake Dishes. spround, shallow, No. walks, judging from current local , $50. Discount 40 per. cent. 
gh oy” sacle aacammaae diene wholesale sales, have suggested to SNOW SHOES.—In line with other 
gor ie pplates: —No. 202, 50c. ; : No. 203, many retail dealers that it is a good winter sport goods, snow shoes are en- 
208. '50c.; No. 209, 60c.: Na 210,’ 67c.: time to get in under cover in this win- joying a better call. Some of the job- 
No. 211, 73c. ters’ requirements. bers i 

<5, ra req | “ = go so far as to say bookings 
oz., 17¢.; No. 423, 4-0z., 13¢.: French wv * quote from Boston jobbers and shipments the past week were the 
- . r ee - No. s * °.. @ : ° 
5 ag 424, 4-0z., 13c.; No. 426, > Wallingford largest for any similar period this 

Ramakins.—Round, No. 432, 3%- a. No. SCX7%, $8.50 per doz.; No. year. 


We quote from Boston jobbers’ 
stocks: 
Snow Shoes.—Men’s, No. 50, 12 x 


: -OZ. : $10: No. RRSC, $5.10. Swineford 
oz., 10c.; No. 442, 4-0z., 13c oa No. 375, $10. 


RADIO GOODS.—The past week, with- SHOVELS.—The call for wooden and 


out question, was one of the busiest in 46 i 
; , st Ss n., $7.45 a pair net; 13 x 48 in., 
radio goods experienced by the New —_ > ageism come ahead very iF nal nadies’, 11 x 42 in., without 


England hardware trade. Evidently We--eute ee Geen ities Slippers.—No. 1 men’ 8, $1.18 a pair 





radios are growing as common in the stocks: net; No. 1 ladies’, $1.1 

home as the telephone. Shovels. The following prices ap- STOVES.—Air tight ae are selling, 
,We quote from Boston jobbers’ cant 01 wer Gun. an Pekeen eee ter but not in the volume heretofore re- 
S a a a ae ee doz. lots, net. rae a ported. It is presumed most of the re- 
list; No. 6, $185; No. 15, $142.50. Dis- Ames brand ........ $17.14 $17.54 tail trade has supplied its trade for the 
count Fa per — sii’ ii ae ~W or Carter...... 15.26 15.66 season. 
neutrodyne receiver, 75 lis is- > - s660seneeneeenes 14.33 14.73 
count 35 per cent. Synchrophase Hardwin ........... 13.39 13.79 We quote from Boston jobbers’ 
broadcast receiver, $155 list. Dis- Massachusetts ..... 12.45 12.85 stocks: 
count, 35 per cent. Cook’s De Luxe Scoops are quoted as follows: Cook Stoves.—Oil, 1-burner, $9.50 
installation, $400 net. Crossley goods, each list; 2- burners, 17.35; 3-burn- 
Newport, $100 each; discount 40 per r Ames Carr ers, $22; 4-burners, $28. Discounts 
cent. Trirdyn, $65; discount 40 per $17.76 $14.00 30 per cent: in lots of ten, 80 and 5 

; 1 no t 40 ood PO, BS cvvevecsscesess 18.15 14.38 er cent. Detroit J | tne 9-b 
cent; special $75, discount 40 p I 18.54 14.7 p e etro ewel line, urn- 
cent No. 52, $30 each, list; No. 51, MG © dc beatacunnnes 18.93 15.14 ers, without high shelves, $12.50 and 
mage tte. 6, Hf. Discount. 35% BM Cadi ween oem 19.31 15.51 ete +$ a na and #230 
> _ Snow Shovels.—Wooden, boys’, with 4 
ee he ‘00 > tip, No. 67, $4 per doz. net; single Shelves og Mags sie $4 and $4.50; 
ge hg alee —— steel tip, No. 53, $7.60; double steel eteenee Steen - ' 
Awd a ae tip, No. 69, $8.60; malleable tip, No. ag eaters.—$4 _ list. Dis- 
+ ~_ 4 ~ vo $13 “4 Peg Be 68, $9.70; Crescent, $10.20; Pathfinder, rr per cent; in lots of ten, 30 
0 Tube “Cc ‘ “eel en $10.20. Rugegs line, steel, long han- and 5 per cent. 
$4 L, eo ey —— dle, Hibbard, No. 500, $5 per doz. net; . Air Tight Stoves.—Conco line, No. 
y en) Seeakers pe so Mwy “Blectric steel D-handle, $6; split wooden D- 418, $3.15 each net; No. 421, $3.65; 

N On2W $9. co lit. Discount —~ handle $6. Massachusetts, long han- No. 424, $4.40; No. 427, $5. 
rir AT te + Be $10 list. Sassou ~ sl gg Ty 3 Ne em = SWEEPERS.—Many a New England 
30 per ae A a $12.80: Menzie, spring steel, $12. ‘ retail hardware dealer is putting in a 
list; Musette, new model, black, SKATES.—Although business is not good stock of carpet and vacuum 

oo gh any get Fad bases, as brisk as it might be, it is so much Sweepers for the holiday trade. 

t Loops.—Cook’s new folding model, better that the wholesale trade is high- We quote from Boston jobbers’ 
nag mage’ — Discount = sate . ly pleased ae voll Siieaiieait ee 
less than six 30 per cent. n lots o 4 arp ers. ran pids, 
six or more, $7.50 each net. . We quote from Boston jobbers’ 1 fear teed bel ge Beane ag s36. Unie 

Meters.—Sterling ammeters, No. 24, stocks: ni- 
35 amps., 65c. each net; voltameters, Ice Skates.—Union Hardware Co. versal, cyco bearings, $42; nickeled, 
No. 44, 35 amps., 90c. each; volt- line, No. 1624, 89c. a pair net; No. $46; American Queen, bail bearing, 
meters, No. 34B, 6 to 30 volts, $1.50 16244, gs .24; No. 1824; $2.06; No. $54; Parlor Bete” $2 10 = og YT 
each; No. 34C, 0 to 50 volts, $1.85. . , » 94-10, QUEEN, 90.00; 

Ear Phones.—Pacent, $3.50 per pair, Hockey Skates. —No. 524%, $1.36 a Jewel, $10. . 
list. Discount 30 per cent. pair net; No. 424%, $1.74; No. Rtas Vacuum Sweepers.—Universal, No. 

$3.31. Canadian, No. 5%, $1: No. 7, F720, $35 each; a lots of three, $33; 


SCREWS.—Jobbers have, almost with- in lots of tweive, $31.50; No. E7201. 


out exception, placed hexagon cap 
screws, in full keg lots, and set screws, 
on a 70 and 10 per cent discount basis. 
Heretofore the generally quoted dis- 
count was 65 and 5 per cent. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright 
72%, per cent discount; flathead, 
blued 72% and 5 per cent discount; 
round head blued, 70 per cent dis- 
count; flat head, brass, 70 per cent 
discount: round head, brass, 67% 
per cent discount; flat head, galvan- 
ized, 57% er cent discount; flat 
head, nickel, 60 per cent discount; 
round head nickel, 60 per cent dis- 
count. 

Machine Screws, Etc.—Machine 
screws, flat and round, hex., Nos. Il, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillster brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount: coach screws, 45 per cent 
discount; set screws, including head- 
less, 70 and 10 per cent discount; cap 
screws, square and hexagon, 70 and 
10 per cent discount; lag screws, 40 
per cent discount. 


SCYTHES.—Manufacturers of scythes 
have come out with 1925 prices which 
show a reduction of $1 a dozen. The 
new prices follow: 
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eries. 


1.67. 
"males? Skates.—No. =, tr Aisa with attachments, $41.50 each; in lots 
5 


net: No. aoe $1.17; 
$1.62; No. 24%, $1. aA; No. 572416, 
$1.92; No. poD4ie $3.5 

Outfits.—Men’s, No. 72. $3.65 a pair 
net; ladies’, No. 74, $3.65: Men’s, 
No. 130, $6: ladies’ No. 093, $6.50; 
all Goodyear’ welts. Tubular No. 
90, gray enameled, $5.50; nickel 
plated, $6.50. 


SKATE STRAPS.—Along with the im- 
proved demand for skates has come a 
freer movement of skate straps out of 
jobbers’ stocks: 


We quote from Boston jobbers’ 
stocks: 

Skate Straps.—Black or § russet, 
with common buckle, 20-in., $1.25 
per doz. net: 26-in., $1. 75; 30-in., 
$1.75; 36-in., $3; 42-in., $3.75. With 
—_— buckle, 20-in., $1.50; 30-in., 


SLEDS.—Coasting is excellent i in many 
sections of New England and those re- 
tail dealers who bought sleds some time 
back are asking for immediate deliv- 
In addition, backward buyers 
are coming into the market for stock 
in goodly numbers. 


a quote from Boston jobbers’ 
stoc 

Sleds.—Flexible Fliers, No. 1, $4 
each list; No. 2, $5: No. 3, $6.25: No. 

$7; No. 5, $9.25: Racer, $6.75: 
Racer, Jr., $5.50. Discount on store 
shipments. 331%, per cent: on direct 
factory shipments, 35 per cent f.o.b. 
Philadelphia. 


of three, $39.50; in lots of twelve, 


TOYS.—For the first time this season 
it can be said that toys are going big. 


We quote from Boston jobbers’ 
stocks: 

Play Toys.—Wolverine line, Sandy 
Andy, with engineer, No. 76, $8.25 per 
doz. net; No. 101, without. engineer, 
$10.30. Dumping Sandy, with engi- 
neer, $6.20. Sand crane, with engi- 
neer, No. 104, $10.30. Panama. pile 
driver, with engineer, No. 54, $10, 
Busy Andy trip hammer, $4.15; 
junior, $1.95; 5 No. 27, $3.85. 
Over-and- under, No. 28, $8.50; under- 
and over lift, No. 32, $16. 50. Motor 
race, No. 29, 58 25. Strategy, No. 31, 
$8.25. Laundry sets, No. 0, $4.15; 
No. 1, $8; No. 2, $18.50; No. 3, $27. 
Radio Rex, $15. Toy looms, No. 60, 
$3.34 each net; No. 240, $6.67. 

Erector Line. —A. C. Gilbert Co., 
sets, with motor, No. 0, 50c. ae 
list; No. 1, $1 each; No. 3 $3; No. 4, 
$5: No. 7, $10; No. 8, $25; * ag 10, $50. 

Carpentry.—No. 701, $1.50 each; No. 
702, $2.50; No. 707, $3.50: No. 765, 
$5.50; No. 770, $10; No. 775, $25. 

Chemistry.—No. 5007, $1.25 each; 
sie. , $3; No. 5509, $5; No. 5010, 


Now 2806, $5. 2001, $1; No. 2205, $3; 


Niet 1029, 25c. each; No. 
1080. *B0C. : No. 1031, $1. 
Electrical Sets —No. 3003, $3 each. 
tors.—No. P58, $1.25 each; No. 
PSt, ary No. P56, 8b. 
Transformers.—No. P60C., $3.50 
each. Discount, 33% per cent. 
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WQVALITY LEAVES 








The 
Choice 
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Above: A typical Oliver 
P garage equipped with Slidec 
tite Garage Door Hard- 
ware. Left: A group of 
Oliver-built dwellings in 
Evanston, Illinots. 












Garage Door 
Hardware 


Also exclusive manu- 
Jacturers of AiR-Way 
Multi-fold Window 
Hardware and other 
nationally-advertised 
items of builders’ hard- 
ware. Write for a copy 


of Catalog A-z29. 


NE of America’s foremost builders of homes to sell is 

David Oliver of Evanston, Illinois. His reputation as a 
master builder has spread throughout the entire Chicago dis- 
trict, bringing him the patronage of that city’s most discrimi- 
nating home buyers. 


Naturally, only the best of materials enter into an Oliver-built 
house. And the same is true of the garages which go with them. 
After careful investigation of all makes of garage door equip- 
ment, Mr. Oliver has standardized on Slidetite Garage Door 
Hardware for the garages which he builds. 


Slidetite equipped garage doors slide and fold to one side, 
completely out of the way. They cannot blow shut when open, 
and are absolutely rattle-proof and weather-tight when closed. 
Slidetite is the only practical door hanging system for open- 
ings of any width up to 30 feet. It can be applied to doors 
opening in or out, whichever is preferable. 
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Seasonable Lines Very Active in Pittsburgh— 
Cheerful Outlook for Next Year’s Business 


(Pittsburgh office of HARDWARE AGE) 

r NHESE are lively times in the hardware trade, be- 
cause lately this part of the country has been hav- 
ing real winter weather, with its demands for sleds, 

skates, ice-creepers, snow shovels, sidewalk cleaners and 
everything else that goes with snow and cold weather. 
Not only in that direction, but also in Christmas goods 
has there been marked activity and there has been a move- 
ment from jobbers’ stocks that finds no recent comparison. 
The only complaint is that retailers have persisted in 
going along with light stocks of these seasonal lines and, 
having made little preparation for a demand that was 
practically inevitable, the jobbers have been forced to 
extend themselves unduly in meeting the rush of a sudden 
demand. General hardware business is about what it 
usually is at this time of the year, when thought of in- 
ventories are uppermost in the minds of the retail trade. 
But nobody is dissatisfied and the future is looked for- 
ward to with marked hopefulness of good times, although 
nobody is looking for a boom or hoping there will be one, 
seeing that the most recent ones have been followed by 
long stretches of offsetting dullness. Collections in this 
district are about on a parity with those at this time last 
year. 

Price tendencies in hardware are in keeping with the 
trend in all commodities, notably in iron and steel and the 
metals. Bolt, nut and rivet manufacturers have noti- 
fied the trade of the withdrawal of present quotations and 
similar action has been taken by the manufacturers of 
brass goods. These announcements are preparatory to 
advances, since the raw materials have advanced. Higher 
prices are quoted on sheet steel, sheet metal, conductor 
pipe, but strangely enough new prices for 1925 on stove 
pipe and elbows will be slightly lower than those of the 
past season. This is explained by the fact that manu- 


facturing economies have permitted reductions in costs 
and buyers are being given the benefit. So far as mate- 
rial costs are concerned, the present prices would be 
justified. New prices for sprinkling cans and water 
coolers have been issued and show little, if any change 
from those of the past season. A leading maker of chain, 
who did not go along with the advance of last April, as of 
Dec. 1, has met the advance of other companies. 

Recent favorable developments in the iron and steel 
situation are maintained. Many jobbers and consumers 
who had no idea a short time ago of ordering out un- 
shipped supplies have been impelled to do so as a result 
of recent price advances and the result is that furnace 
and plant operations are rising instead of slipping off as 
they usually do at this time of the year. In this district, 
ingot making capacity is practically 75 per cent engaged; 
this is the highest rate attained since the fore part of the 
year and compares with a rate of about 40 per cent in 
July. In this and nearby districts, 83 out of 139 blast 
furnaces are in production; in July, only 57 were making 
iron. Higher steel prices lately announced have not yet 
been seriously tested, but on such business as has been 
done the new prices have prevailed. The strength of the 
pig iron market has brought strength to the coke market, 
which on furnace grade for first quarter of 1925 shipment 
is now priced at $3.75 to $4 per net ton at the ovens, as 
against $3, the ruling prices for the third and fourth quar- 
ters of this year. This development helps the coal market 
to an extent and if there was one unfavorable factor in 
the hardware situation here it was in the coal situation. 
Coal company general stores are good customers of the 
hardware jobbers and in view of the depression in coal, 
they have been only a limited source of business for some 
time. 





AUTOMOBILE ACCESSORIES. 
—Business is improving in this division 
of the market where demands are be- 
coming more numerous and insistent, 
notably for chains, robes, and alcohol. 
Distilleries appear to be very heavily 
committed on alcohol and with some of 
them oversold, those with surplus sup- 
plies do not have to work hard to dis- 
pose of it. The present carload lot 
price is 57%c. per gal., while retail 
prices range from about 58c. to 62c., 
the lower figure being named by those 
who make contracts at the outset of 
the season, and who are passing on 
some of the price advantages thus 
secured. The demand for anti-skid 
chains is so good that the firmer price 
situation is not meeting much resis- 
tance from buyers. 
BATTERIES.—tThere is still a very 
lively demand and prices continue very 
firm. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 


Broken Unit 
Packages Packages 
Each Each 
i errr $1.05 $0.97 
a. “WE tive awe ow l.d 1.23 
te ae 1.22 1.14 
a. Ue cébhicaeeee 1.40 1.30 
in ER, Rr 2.62 2.44 
a CE ening nan eee 2.62 2.44 
ak Ce sconesenee 3.33 3.09 
US, l= .42 .39 
No. 6 dry cells, ignition type, 29c. 


each. 


BOLTS, NUTS AND RIVETS.— 
Makers have quite generally advised 
the trade of a withdrawal of quotations 
preparatory to opening their books for 
first quarter business and the common 
expectation is that higher prices are 
to be announced. This change, of 
course, will be reflected in jobbing 
prices, but probably not until about 
the opening of the new year. 


We quote out of jobbers’ stocks 
as follows: 
Machine bolts, small rolled threads, 
per cent off list: all sizes cut 
threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: nuts, 
hot pressed blank or tapped, 3.50c. to 
4c. off list; ec.p.c. and t. blank or 
tapped, 3.50c. off list: rivets, small 
wagon and tinners’, 60 and 10 per 
cent off list. 


BRASS GOODS.—Leading manufac- 
turers have notified the trade of the 
withdrawal of quotations in view of the 
higher market for the component 
metals in brass. Higher prices are 
likely in the new lists. 


CAP AND SET SCREWS.—Sharply 
higher prices have been announced by 
leading manufacturers. The advance 
averages about 20 per cent, this be- 
cause former prices produced by ex- 
tremely keen competition carried the 
market not merely to costs but very 
much below. 


CHAINS.—The United States Chain & 
Forging Co., as of Dec. 1., issued a 
new price list on welded chain estab- 
lishing a base of 6.25c. per lb. for 1 in., 
proot coil steel chain, f.o.b. Pittsburgh. 
Former price of this company dated 
Jan. 10, 1924, was 6c. base. The ad- 
vance is based on the stronger market 
for raw material. Most other pro- 
ducers since the fore part of the year 
have been on the base now quoted by 
this company. Extras unchanged. 


CHRISTMAS GOODS.—Jobbers have 
been called upon very heavily in the 
past week particularly for toy auto- 
mobiles, velocipedes, coaster wagons, 
and all wheel goods. There has also 
been the usual demand for tree holders 
and tree lighting fixtures, while part 
of the demand for sleds and skates is 
attributable to Christmas buying. 
Silverware and glass ovenware and 
easserole holders have a share in the 
demand. 


CONDUCTOR PIPE.—Prices are mov- 
ing upward in sympathy with the 
primary materials. 


We quote out of Pittsburgh ware- 
houses: 

Galv. sheets, steel pipe, No. 28 
gage, 3-in. $5.25 per 100 ft.; Copper 
pipe 2 to 5-in., 16 oz. 37 er cent off 
list on direct mill shipments and 35 
per cent off list out of jobbers’ 
stocks. 
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The regard of a whole na- 
tion and the satisfaction of 
1,500,000 owners are largely 
responsible for the demand 
which enables Hoover dealers 
to turn their stocks twelve 
times and more per year. 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest maker of electric cleaners 
The Hoover is also made in Canada, at Hamilton, Ontario 
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FENCE.—The Cyclone Fence Co. has 
notified the trade of an advance of 5 
per cent. 


PAINTING SUPPLIES.—Turpentine 
is off 3c. per gal. and oil 2c. per gal. 
from last week’s prices. Other items 
under this heading hold at last week’s 
prices. Business is good for this time 
of the year, but considerably quieter 
than it was a short time ago. 


Prices to retailers: 

Ready mixed paints, 
$2.85 per gal.; 
white lead, 
lots; 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; tur- 
pentine, 8c. per gal. in barrel lots: 
~— ae oil, $1.18 per gal. in barrel 
ots. 


SHEET METAL.—Prices continue 
higher in keeping with the primary 
markets. Sheet copper now is quoted 
at 21%c. per lb. on direct mill ship- 
ments; and 22%c. per lb. out of :job- 
bers’ stock. Sheet zinc is quoted at 
13.25c. per lb. for loose sheets, 11.75c. 
in 100 lb. casks and 11c. in 600 Ib. casks. 


SHEET STEEL.—Higher mill prices 
find reflection in jobbing quotations. 
Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat No. 28 gage, $5.75 
base per 100 Ib.; corrugated No. 28 
gage, 2%-in. $4.87 per square; one 
pass cold rolled black, No. 28 gage, 
$4.60 base per 100 Ib., all for lots of 
one to nine bundles. 


SKATES.—It has required no sales 
effort to speak of to move skates lately, 
for not only has the weather been of 


best grades, 
lower grade, $2.25; 
15%c. per lb. in 100-lb. 
10 per cent less in lots of 500 
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the kind to enable the kiddies to find a 
frozen surface, but there is also the 
Christmas demand. 


Jobbers’ prices to retailers: 
Roller Skates.—Union Hardware Co. 
line, No. 2, 65c. per pair; No. 3 


75c.; No. 10, $1. i No. 6, $1.: 50) 
Winslow line, No. $1. 50; No. 38, 
$1.60. Ice skates, Wiislow line, No. 
2110, 82c.; No. 2110 , $1.15; No. 


2120, $1.20; No. 2120 i S” $1.40. 

SNOW SHOVELS AND SIDEWALK 
CLEANERS.—tThere has been a tre- 
mendous rush of demands upon job- 
bers for supplies, retailers evidently 
being unprepared for the snow which 
recently fell in this section of the coun- 
try. 


Jobbers quote wooden snow 
shovels: No. 3, $6 per doz. No. 
$6. 75, steel No. 34, $12; Goanats No. 
5, $4 per doz., No. 6, $5, No. 7, $7. 


SPRINKLING CANS AND. WATER 
COOLERS.—Leading manufacturers 
have issued 1925 prices and they show 
very little change from those of the 
past season. One or two items have 
been reduced slightly, but the general 
average is little altered. 


STOVE PIPE AND ELBOWS.—Manu- 
facturers are preparing 1925 price lists 
and prices will be slightly lower than 
those for the past season. Prices of 
raw materials warrant the maintenance 
of the present quotation, but manufac- 
turing economies have enabled the 
manufacturers to get their costs down 
and buyers are being given the benefit. 


We quote polished blue nested 
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pipe from ‘“a-meC ware- 
houses, No. 28 gage, 6 in., $15.25 per 
100 joints; elbows, $1. 50 per doz. 
Nickeled stove pipe, 4 in., 85c. per 
joint; elbows, 75c.; collars, 40c. 


TIN AND TERNE PLATE—Mill 
prices have been advanced on roofing 
ternes and this explains a further ad- 
vance in jobbing prices. There has 
been no change in the mill price on tin 
plate and former jobbing prices of fur- 
nace plate are holding. 


We quote roofing ternes, 40-lb. I-C., 
$24 per box, 112 sheets, 20 x 28-in., 
from jobbers’ warehouses; 
plate, 20 x 28-in., $13.50 per 100 Ib. 


WEATHER STRIPPING.—Cold and 
stormy weather has produced a very 
heavy demand for stripping, and job- 
bers have made such heavy shipments 
that their stocks are now rather broken. 


WINDOW GLASS.—Fair demand is 
noted and the trade is looking for 
a decided expansion after the turn of 
the year as the prospect is good for 
considerable house and other construc- 
tion this coming spring. Prices are 
quite steady, with single strength A 
and B quoted at 84 and 5 per cent off 
list, double strength A at 86 per cent 
off list and double strength B at 87 
per cent off list. 


WIRE PRODUCTS.—Not much ac- 
tivity is noted im this direction although 
there is a pretty steady demand for 
nails. Recent advance in mill prices 
is now quite generally reflected in 
jobbers’ quotations. 


stove 





Rock Island Mfg. Co. Making 
Auto Accessories 


One naturally thinks of the Rock 
Island Manufacturing Co. as manufac- 
turers of electrical appliances but they 
have recently brought out two items of 
extreme interest to the automobile 
owners. The first is an attachment to 
be placed between the lamp and the 





rim of the ordinary Ford headlamp 
which eliminates the glare and at the 
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same time intensifies the light by the 
means of double reflection. The ac- 
cessory is called the Knauss Glareless 
Attachment. 

The other item is called the Free- 
man Heater and is especially designed 
for Chevrolet cars. The heater con- 
sists of a special casting used in place 
of the manifold, into which the ex- 
haust, at this point still aflame circu- 
lates around the heating chamber. 
This heating chamber is connected 
with the interior of the car by the 
means of flexible tubing and a polished 
aluminum register placed in the toe 
board. It is claimed that the heater 
will warm the car within three minutes 
after the car is started. 





New Stove Has Unique 
Features 


The Rock Island Stove Co., Rock 
Island, Ill., has recently placed on the 
market a new parlor heater, called the 
Riverside Radiona, that embodies 
many new features. The heater is 
made to resemble a phonograph, the 
inner heating unit is full sized and is 
encased in a porcelain-enameled jacket 
finished either in an imitation of 
grained wood or in plain blue. 

The heater is built on the principles 
of a warm air furnace, drawing the 
sn air from the floor through open- 

s in the base, over the fire pot and 

elivering the warm air out of the 
mn top. The outer steel jacket is 
made in one piece and is held in place 
by a patented thumb catch, making 


the removal of the jacket a very easy 
matter. 

The Radiona is equipped with a pat- 
ented “out of sight” stove board which 
does away with the old-fashioned board 
placed on the floor. The new board is 
suspended under the fire pot and is 
guaranteed to protect polished floors 
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and rugs from scorching. Another fea- 
ture of the new heater is its compara- 
tive lightness, which makes it possible 
to remove and store it during the sum- 
mer months the same as an ordinary 
heating stove. 
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GRISWOLD 


attracts wet tt Peto. 
sales-making attention 


DISPLAY the Griswold Bolo Oven—two ovens in one! 
. . . the Griswold Safety Fill Tea Kettle—with 
special opening for filling that prevents scalding the 
hand .. . the Griswold Tite-Top Dutch Oven— 





the self-baster that saves time, fuel, food . . . the 
Griswold Cast Iron Skillet—its superior Griswold 7 
i | Griswold Safety Fill Cast 
quality famed since 1865! | Manet Sietesy Ba <x 
These—and all Griswold utensils—attract atten- salma a een 
tion that pays. They are of highest grade cast iron for Ritiag from jonset, ewishont 


and cast aluminum, with special Griswold improve- 
ments that make them best in cooking utensils. 

Women know these facts. Year-round national 
advertising keeps reminding them forcibly that 
Griswold is best. Show Griswold, and steady profits 
are yours . . . sure repeat sales. Start a big 
Griswold year by ordering now. 


Have you received the new Griswold trade mark 





window and counter display card in beautiful colors? Griswold Tite-Top 
Free Dutch Oven 
: In z sizes. singe sani- 
° rip ri -basting. 
THE GRISWOLD MFG. CO., Erie, Penna., U. S. A. Cleeetisting sever. Saves Th 


ounces on a 5-lb roast. 
Makers of the Bolo Oven, Extra Finished Iron Kitchen Ware, 
Waffle Irons, Cast Aluminum Cooking Utensils, Gas Hot Plates, 
Food Choppers, Fruit Presses, Reversible Dampers and Mail Boxes. 


THE LINE THAT’S FINE AT COOKING TIME 















Griswold Cast Iron 
Skillet 
Uniforml) thick. Extra fin- 


ished. Can’t rust in store. 
Sizes 2 to 14. 








Griswold Bolo Oven 


Only portable oven that 
bakes fast and slow at same 
time. With or without glass 
door. Two sizes. 
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Sales Increasing in Northwestern Markets— 
November Sales Best in Several Years 


(Minneapolis office of HARDWARE AGE) 


PB sonar in the Northwest has been steadily going 


forward during the past week. 


best for several years. 


ASH SIFTERS.—Sales are improving 
as the colder weather brings fuel more 
into use. Stocks are in good condition. 
Prices have been changed on the round 
metallic sifter, being advanced $1 per 
doz. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $4 
and wood barrel at $6 per doz. 

AXES.—With the greater use of axes 
during the fall and winter there comes 
a better demand. This year is no ex- 


ception. Stocks are well filled and 
prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 

base weights, $14; 

base weights, $19. 
BALE TIES.—Sales of bale ties are 
still very good, with ample stocks from 
which to draw. Prices show no further 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-10 per cent from lists. 


BATTERIES.—The demand for bat- 
teries is steadily increasing. The in- 
terest in radio seems very good, and 
every indication is for vast improve- 
ment in the amount of sales during the 
winter. Automobile batteries are sell- 
ing well, also. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 ignition 
type dry cells, case lots, 29c. each; 
Radio “B”’ batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each, 


Single bit axes, 
double bit axes, 


No. 772, $2.44 each; No. 770, $3.09 
each; ‘“‘C”’ batteries, No. 771, 39c. 
each. 

BOLTS.—Sales are fair, with good 


stocks from which to draw. Prices are 
steady at last quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Sales have shaded down on 
brads, and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE. — Call is 
lighter than earlier in the fall, but 
there is still a fair lot of work to be 
completed. It remains to be seen 
whether the campaign for winter build- 
ing will have any effect. 


COAL HODS.—Sales are good, with 


stocks well filled. Prices are un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 


Japanned open 





It is said that the 
business done during November of this year is the 
The total increase in the returns 
from the crops exceeds all expectations, and old debts are 
being cleaned up completely. Stories are told in abund- 
ance of the wiping out of debts on the part of individual 


coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.70; galvanized open, 17 in., $4.75; 


18 in., $5.25; galvanized funnel, 17 in., 
$5.90; 18 in., $6.35 per doz. net. 


COASTER WAGONS.—Sales have held 
up surprisingly well, considering the 
lateness of the season. Holiday trade 
is beginning to take some of this class 
of merchandise for presents. Stocks 
are well filled, and prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel ge 
wagons No. 60, $5.50 each; 61, 
$6.44 each; No, 62, $7.02 each; No. 63, 
$7.22 each. Overland coaster wagons, 
50 per cent from factory lists; all 


steel coaster wagons, 50 per cent 
from lists. 


COPPER RIVETS AND BURRS.—De- 
mand is fair, with stocks well assorted. 
Prices are steady, as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs, 40-10 per cent from list prices. 


DAMPERS.—Sales are still very good, 
although the stove season is well ad- 
vanced. Stocks are ample, and prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron wood 
handle 6-in. dampers at $1.40 per doz. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales are slowing 
down in this class of material. Prices 
are steady as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5 in., 29 ga., at 
$5.25 per 100 ft.; 3 in., 28 ga. conduc- 
tor pipe, $5.00 per 100 ft.; 3 in. con- 
ductor elbows, 91.55 per dozen, net. 

FIELD FENCE.—Sales are fair, with 
stocks in good condition. Prices have 
again been revised upward. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. hog fence 
at $40.18 per 100 rods. 

FILES.—The demand for files remains 
very good for this season of the year. 
Stocks are well assorted and prices 
steady, showing no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent; second grade of 
files. 60-10 per cent from standard 

lists. 

GALVANIZED WARE.—Sales in some 
lines of galvanized ware have shown 
steady improvement, while others are 
rather slow. Stocks are well filled and 
prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
= = $8.40; heavy galvanized tubs, 

$12; No. 2, $13.25; No. 3, $14.50; 
ehh galvanized pails, 10-qt., 
$2.25; 12-qt., $2.40; 14- at., $2.75; 16- 
qt. stock pails, $4.50, and '18- -qt. ‘$5. 25 
per doz. 
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farmers, and trips to Europe, all coming» out of the 
present year’s crop. 

Collections continue to show up in remarkable volume, 
and the banks have funds they have no call for. 
Ninth Federal Reserve bank is the lowest in outstanding 
amounts that it has been for several years. 
point to a very satisfactory amount of business for the 
coming year, and merchants are being urged to prepare. 


The 


These things 


GLASS AND PUTTY.—There is a very 
excellent demand for glass and putty 
at the present, brought out by the 
colder and more unsettled weather. 
Stocks are in good condition to care 
for the demand, and prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. Strictly pure putty 


in 50 lb. drums, $5.05 cwt., and in 25 
lb. drums at $5.30 cwt. 


HAMMERS AND HATCHETS.— 
Stocks are in good condition for the 
holiday trade. Sales show some im- 
»yrovement and prices are steady as 
quoted. 


We quote from 
f.o.b. Twin Cities: 
$11.40 per doz.; 
Riverside No. 


jobbers’ stocks, 
Maydole No. 11%, 
Plumb HFS81, $12; 
611%, Plumb 
Broad Hatchet No. 2, $17.15; Plumb 
shingling No. 2, $13.15; Plumb claw 
No. 2, $14.40 per doz. 


LANTERNS.—tThis is one of the best 
times of the year to sell lanterns, and 
sales are running up very good totals.. 
Prices have shown no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130, Midget vehicle lanterns, $17 
per doz, 


MILK CANS.—There is still a fair de- 
mand for milk cans, although not so 
heavy as earlier in the fall. Stocks are 
well filled, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans, $2.55 each; 8-gal., $3.10 
each, and 10-gal., $3.25 each. 


NAILS.—Since the change announced 
a week ago, there has been no further 
change in the markets. Sales are fair,. 
with good stocks on hand. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 per keg, base, and 
cement coated wire nails at $2.75 
per keg, base. 


OIL HEATERS.—Heaters of this de- 
scription have been selling at a very 
satisfactory rate, with good stocks on 
hand from which to draw. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 


PAINTS AND WHITE LEAD.—Paints: 
have been selling more slowly in a re- 
tail way as the outside season is closed. 
Indoor decorating is claiming a fair 
number of the workmen, and paint 
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The live hardware 
dealer says: 


| ‘“Omit Cross Words. 


‘“You can’t solve this puzzle 
because it’s solved already. 


‘‘It spells the names of the three 


BOSTON most famous brands of 5/8” garden 
WOVEN HOSE & h F b f 
RUBBER CO. ose. amous ecause most o 
Cambridge, Mass. the folks that come into my store 
Makers of these famous : 
~sneer far Bsn tiag on ask for them by name. Made in 
BULL DOG, the now-accepted 5/8” diameter 

GOOD LUCK 
and MILO because it has proved the most 
in practical and efficient.’ 


Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 
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sales are being increased in this way. 
No price changes have been made. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon; second 
grade house paints, $2.10 per gallon; 
best white lead, $13.83 cwt. 


PYREX OVENWARE.—Sales are very 
good and are showing every sign of be- 
-oming better as the final weeks uf the 
Christmas shopping is being done. 
Stocks are in good condition and prices 
are unchanged. 
We 
f.o.b. 


oles, $1.33; No. 
plates, 50c.; No. 


jobbers’ stocks, 
No. 101 casser- 
197, $1.17: No. 203 pie 
210, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 


REGISTERS.— Sales are still very 
good, as there is still some new work, 
and a liberal portion of repair work 
being done. Stocks are well assorted 
and prices show no changes. 
We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Cast iron registers 

at 40 per cent from standard lists. 
ROPE.—Demand for rope is fair, with 
plenty of stocks on hand. Futures are 
about all in for the first part of next 
year. Prices show no changes. 


We quote from 
f.o.b. Twin Cities: Best grades ma- 
nila rope at 23%c. per Ib., base, 
and best grades sisal rope at 17'4c. 
per lb., base. 


SANDPAPER.—-Sales are still very 
good, with wel! filled stocks from which 
to sell. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1, 
per ream, $5.85; second grade No 1 
per ream, $5.25; Garnet paper No. 1, 
per ream, $16.50. 


SASH CORD AND SASH WEIGHTS. 
—Sales have been tapering off with the 
close of the building season. Stocks are 
ample to care for the demand and 
;Yices are steady as quoted. 


We quote from 
f.o.b. Twin Cities: 
cord, No. 8, 86c. per Ib.; ordinary 
grade, 45c. per Ib., and cast iron 
sash weights at $2.35 cwt. 


SCREWS.—Sales are average for this 
time of the year. Stocks are well filled 
and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 75-15 per cent; round 
head blued screws, 75-5 per cent; 


quote from 
Twin Cities: 


jobbers’ stocks, 


jobbers’ stocks. 
Best grades sash 
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flat head brass screws, 70-10 per cent; 
round head brass screws, 65-10 per 
cent, and machine screws, No. 4 and 
larger, 70 per cent from standard 
lists. 


SKATES.—The past week has seen a 
stepping up of the sales of skates all 
through the Northwest. Outdoor skat- 
ing is being enjoyed by the lovers of 
the sport, and conditions are ideal for 
it, with good ice and no snow. Indoor 
rinks have been in operation for some 
time. Stocks are full in anticipation 
of the holiday trade, and prices are 
steady. 

We quote from 
f.o.b. Twin Cities: 
No. 162414, $1.19; 
No. 42414, 9: 
No. 424%L $2. 00; 


hockey, aluminum, 
per pair net. 


SIDEWALK SCRAPERS.—Sales are 
slow as yet, and stocks are well filled. 
There has been no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers at $4.75 per doz., net. 


SNOW SHOVELS.—There has been but 
little snow to induce the sales of 
shovels so far. Stocks are well filled 
and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Straight handle 
wood snow shovels at $4.85; steel 
blade, straight handle at $4.80, and 
galvanized steel blade D handle at 
$11 per doz., net. 


SOLDER. — Sales 
prices unchanged. 


We quote from 
f.o.b. Twin Cities 
and half solder. 37e. 
and half solder, 35¢.: 
solder in 100 Ib. lots, abe. 


jobbers’ stocks, 
No. 1624, 84c.: 
No. 524%, $1.31: 
No. 524%L. $1.57: 
Nestor Johnson 
$7.25, nickel, $8.25 


are nominal and 


jobbers’ stocks, 
W arranted half 

strictly half 
Dutch Boy 
per lb. net. 


STEEL SHEETS.—Sales are nominal, 
with ample stocks on hand. Prices are 
holding steady as quoted. 

We quote from 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28-gage) and galva- 
nized steel sheets at $5.85 cwt. base. 

STEEL TRAPS.—Sales are fairly 
good, with full stocks from which to 
draw. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, 3 
No. 1%, $2.44; No. 2, $3.36; Oneida 


Jump game traps, No. 0, $1. 59: No. 1, 
$1.83; No. 1%, $2.81 per doz., net. 


STOVE BOARDS.—-Sale of 


jobbers’ stocks, 


stove 





December 11, 1924 


boards continues to be good and prices 
ere holding steady and strong. 


We quote from 
f.o.b. Twin Cities: 
boards in full 
$16.95; 30 x 30, 
per doz., net. 


STOVE PIPE AND ELBOWS.—Sales 
are still good. the top of the season 
being upon the dealers. Stocks are 
ample and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35 


TIN PLATE.—Sales are nominal, with 
plenty of stock from which to draw. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 tin plate at $14.25 per 
box, and IC, 20 x 28, 8-lb. coating 
roofing tin at $14.60 per box, net. 


WEATHER STRIP.— Demand  con- 
tinues brisk, with good stocks to cover 
it. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strips, %-in., $1.85; %-in., 
$1.85, and 1-in., $2.60 per 100 ft. 


WIRE.—Call for wire of all kinds is 
fair. Fence wire is selling more slowly. 
Stocks are sufficient to care for the 
demand, and prices show no further 
changes since the rise of last week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire, $3.30 per 80 rod_ spool; 
barbed painted cattle wire, $3.09 per 
80 rod spool; galvanized hog wire, 
$3.50 per 80 rod spool; galvanized 
cattle wire, $3.30 per 80 rod spool; 
No. 9 smooth black wire, $3.35 cwt.; 
and No. 9 smooth galvanized wire, 
$3.80 ewt. 


WRENCHES. — Sales 
prices unchanged. 


We quote from 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handle wrenches, 
40-10 per cent: Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25: No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3.40, less 40 per 
cent. 

No. 


jobbers’ stocks, 
Crystallized stove 
crate lots, 28 x 28, 

$19.70; 36 x 36, $27. 45 


are fair and 


jobbers’ stocks, 


50 radio and electrical set, $4; 
No. 101 Master Service Set, $15.25; 
No. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 
No. 404 Flexible Socket Set, . 
No. 505B Screwdriver Blades, 
No. 900 Set square socket, $3.70, tend 
40 per cent. 








My Ma She 
Talks Turkey 


My Ma says course they’s lots of folks starts worryin’ how they’re goin’ to fix the giblets—but 
Christmas Turkey always gets me to minding first what things I have to cook the dinner in and eat 
it out of and that gets me round to the pleasantest shopping I do all year for it takes me down to 
Bump’s where you can depend upon what you get’s being just what it looks to be and what they say 


it is without its costing more’n you’d ought to pay for something worthwhile. 


And what’s more you 


can ask right out and they tell you plain just what’s what about things you need for regular. Which 
is why my Ma likes to trade at Bump’s cause my Ma She Talks Turkey. 


SONNY SMILES. 








Reading matter continued on page 86 
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|S the year of our | 


PRN) Seventy-fifth An- 


niversary draws to a 
close and the season of 
the friendly oreeting 


approaches 


Corbin extends Good Wishes 
from Good Hardware 


Headquarters 


¢ 


P. & F. CORBIN 


Since 1849 
New Britain Connecticut 


The American Hardware Corporation, Successor 
New York Chicago Philadelphia 











Good Buildings Deserve Good Hardware 


a Baan 


ay, Foe, Teor, Trad, Ton leg ed ey ror a er el el el ei fei F-t a F~aa"~ai 








CTL LIL ADS A Fe Fo fed fod od hod, Tes To Te Toy, Tey bea Fad od cy Foy Fe 











86 HARDWARE AGE 


Varieties in Cutlery Patterns 


By JOHN CASSIN—A Man Who Knows 


December 11, 1924 


La 








OW many of the knives shown in the chart opposite this page can you 
H identify without reference to the names under them? 
What patterns will sell best in your territory? | 
These and other questions are answered by Mr. Cassin in this installment 
of the series of cutlery articles now appearing in HARDWARE AGE. 








LL of the fifty-seven patterns shown in HARDWARE 
: Nace Pattern Charts (one appearing in this issue 
and two to follow) are staple every day sellers. 
There are patterns that sell well in some sections for 
which there are no sales at all in others. Also’ pat- 
terns like the Congress for which there is a limited 
sale in some parts of the country while in other parts 
it is the standard, or at least the dominant, pattern in 
penknives. : 

Pocket knives, while usually referred to as pen and 
jack knives, can for the purpose of making selection 
easier and accelerating sales be classified as vest 
pocket, service, sportsmen, boys, vocational and spe- 
cific purpose patterns such as scout, cattle, electrician, 
punch blade, etc. 

To permit reproducing fifty-seven patterns in sizes 
large enough to be useful, twenty-two patterns of 
penknives are illustrated on the accompanying chart. 
Thirty-five patterns of jacks, sportsmen and specific 
purpose knives will be illustrated in two charts that 
will be included in the Dec. 25 issue of HARDWARE 
AGE. 

This series of pocket knife pattern charts will be 

‘followed by a chart of blade patterns, thus completing 
the descriptive matter that will permit all who care 
‘to, to be on familiar enough terms with pocket knives 
‘to call them by their first names. 
. The group of knives usually designated as pen- 
‘knives is made up of Senator, Sleeveboard, Congress, 
'Wharncliffe and Lobster patterns, and variations such 
ras “Oval Tipped,” which is a modification of the 
“Senator.” 

Penknives or vest pocket patterns are the knives 

‘purchased by business, professional and office men 
; ‘who have little use for the heavier patterns of service 
knives. These men want one or two good cutting 
blades and a nail cleaning blade. Unless they show a 
marked preference for a thin pattern, a good three- 
blade knife is the ideal pattern for the average man 
(if there is any such thing as an average man), or 


perhaps I should say it is a good pattern for most 
men who have not constant use for heavier service 
patterns. In three-blade knives, other than Lobster 
patterns, there is a larger and heavier blade than can 
be included in many form blade patterns of penknives. 

Unfortunately, in the old pre-war days, when there 
was a tendency to make and sell knives at “a price,” 
many low priced penknives were made without due 
regard for the purpose of the user and, as “habit” is 
one of the diseases of business as well as of the in- 
dividual, some of these knives may still be offered, so 
it may be well to here offer an opinion. Were I se- 
lecting an assortment of penknives to resell at a suit- 
able range of prices, in every knife in my assortment 
there would be a nail cleaning blade of the kind that 
would not scrape the nail or cut the cuticle. I would 
feature the fact that my entire assortment of pen or 
vest pocket knives included the right pattern of nail 
cleaning blade. Other than the influence of price, I 
don’t know of any reason why two and three blade 
penknives are made without nail cleaning blades. 

If “‘habit,” as seems to be, is the reason these pat- 
terns of knives are being made and offered without 
nail blades, then “habit” is responsible for one of the 
“little things” retarding the manufacture and mer- 
chandizing of pocket knives. 

Properly presented with clear reasons for purchase, 
many vest pocket knives will be purchased by men who 
carry service or heavy patterns of knives in their 
working clothes. In this day, with twilight or the 
blowing of a whistle, the garb of jeans and overalls is 
discarded. For the same reason that men who for- 
merly shaved once or twice a week now shave daily, 
will these men include with their after work day 
clothing the little things that go with it—including a 
suitable pocket knife. The heavy knife for which 
there is constant use during their working hours is 
often stained, soiled or greasy and, while a good com- 
panion tool for the purpose intended, does not belong 
with the after work day outfit. 








Preserve Your Chart of Cutlery Patterns 


In HARDWARE AGE for Dec. 25 more cutlery patterns will be shown. Preserve this issue so 
that you may have handy and complete information on this important subject. 
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Cutlery Pattern Chart 











“Oval “Common “Norfolk “Oval “Octagon Scissor “Serpentine 
Shadow” Senator” Champagie”’ Tipped” Sleeveboard” Lobster” 





“Needham “Wharncliffe “Lincoln “Old Lobster “Sleeveboard 
Quill’ Catch Side” Lobster” Tipped” “Senator” Lobster Shadow” 








“Kentucky Sunk “Straight “Slim ‘Catch Side ‘“Sleeveboard 
Congress” Balloon” Spear” Mundella”’ Lobster” 





“Common 
Lobster” “Congress” 


“Sunfish 
“Congress” Lobster’ 
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Are YOU Earning Your 100% 
on Razors? 


IN RAZOR BVYING. 3 


. Must Make Good or We 


The SALESMAN THAT GETS RESULTS 
for You on Straight Blade Razors 


The demand for this type of shaving instrument 
is daily increasing, due to the general dissatisfac- 
tion with the so-called Safety Razor. Genco 

This Assortment Consists of 12 
Razors. Absolutely Guaranteed. Price to You, 
Mr. Dealer, $12. 

No charge for Cabinet. 

Sold Through Jobbers Only. 


GENEVA CUTLERY CORPORATION 
GENEVA, N. Y. 


YT | 














“HAMMER 
BRAND” 


POCKET KNIVES 


is our 





Our best Advertisement 
Product. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible—S KILLE 

WORKMANSHIP. | 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
_ Helps we supply. 





NEW YORK 
KNIFE CO. 
Walden, 


New York 
U.S. A. 


eS 
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Featuring nail blades will help to sell penknives to 
these men, especially to the young men; they don’t 
want to go courting with dirty nails. It seems to me 
that the use of the pocket knife has been neglected or 
overlooked in the general scheme of things that are 
contributing to the cleanliness of the world and its 
people. 

Most patterns other than Lobster can be obtained 
to permit of having the range of price and coverings 
you prefer or feel you need. Lobster patterns are 
usually covered with pearl or stag and retail from 
$3 to $5, with the exception of the one blade and file 
patent stag covered Lobster pattern shown on this 
chart, which was designed especially for business and 
office men who want a good cutting blade and nail file. 
This is a popular pattern selling at a low price. The 
two additional pages of pocket knife pattern charts 
which will appear in HARDWARE AGE for Dec. 25 will 
illustrate jack, sportsmen and vocational patterns of 
pocket knives, accompanied with comments on their 
purpose. 





Sporting Goods as Christmas Gifts 


HE outdoors man or woman will appreciate Christ- 
mas gifts which.may be used in the various out- 
door activities. Every customer in your town has a 
gift problem at holiday time. Suggest tennis goods, 
golf equipment, guns, skis, football goods, baseball 
and basketball items and other articles in your sports 
department as gifts to those who will appreciate these 
the most. 

Gymnasium goods such as dumbbells, wands, punch- 
ing bags, boxing gloves, gym suits, sneaks, and sweat- 
ers will appeal to those who follow indoor athletic 
work. 

There should be a very wide Christmas sport goods 
market in every American city. At this time of the 
year you can easily sell any tennis or baseball goods 
which you may have carried over. You can certainly 
sell the equipment for the winter sports. Ice skates, 
sleds and hockey sticks should be big Xmas items. 
They will all move satisfactorily if you get behind 
them and push them to the front. 

Don’t forget the Christmas atmosphere in your dis- 
plays, your advertising, sales letters and in your sales 
talk. 








Worth Ghinking About! 


If it’s not on your shelves—you can’t sell it. 











Every customer for a knife is a cus- 
tomer for the 






Display them with 
your cutlery! 


ACE HARDWARE 
MFG. CORP. 


Philadelphia 
Chicago San Francisco 
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Mechanics Appreciate Practical 
Gifts. To Them No Gift Is 
More Welcome Than 

Brown & Sharpe Tools. 


Skilled mechanics who want 
the best, are always pleased to add 
another Brown & Sharpe Tool to 
their kits. Display Brown & 
Sharpe Tools in your window dur- 
ing the holiday season. By fea- 
turing them as holiday gifts you 
will help along your Christmas 
sales. All mechanics appreciate 
practical gifts. 





Brown & Sharpe Rex Micrometer 
Calipers, though comparatively inex- 
pensive, are highly accurate precision 
tools. Every dealer should carry in 
stock a supply of these reliable and pop- 
ular tools. 


One of the handiest Christmas buying guides 
for mechanics is a Small Tool Catalog No. 29 
featuring the Brown & Sharpe Tools which 


can be bought in your store. 


Brown & Sharpe Mfg. Co. 


Providence, R. I., U. S. A. 








‘BROWN & SHARPE TOOLS| 


‘“‘The Standard of the Mechanical World”’ 








} 
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Growing Optimism in Chicago Markets— 
Active Demand for Seasonal and Staple Lines 


(Chicago office of HARDWARE AGE) 

OLDER weather and the early development of the 
(| demand for holiday merchandise have combined in 

strengthening business conditions in this district 
generally. Hardware retailers in particular are finding 
a heavy demand for seasonable goods which is directly 
reflected in the large volume of orders being placed with 
the jobbers for immediate shipment. 

There is still a decided tendency among retailers to 
buy “from hand to mouth” and consequently orders for 
spring delivery are not very numerous although the past 
two or three weeks have marked an increase. Prices in 
general remain practically unchanged after the many 


advances of last week, but the market is very firm, and 
further advances on several items may be expected 
momentarily. 

The generally good commercial conditions are shown by 
the continued activities in building operations in the 
larger centers where new contracts are being let in spite 
of the somewhat adverse weather conditions. The mate- 
rials market has advanced somewhat and it is expected 
that there will be further advances in both materials and 
builders’ hardware before spring. 

Money conditions are very satisfactory and collections 
continue good—considerably better than at this time last 
vear. 


AUTOMOBILE ACCESSORIES. CHAIN.—Prices are unchanged and f.o.b. Chicago: 726-6-12%, $29.70 per 


—Christmas packages are helping sales are seasonably light. 


100 rods; 1948-6-14%, $45 per 100 rods. 


sales of accessories for gifts. Demand We quote from jobbers’ stocks, a demand is good. Prices 
. f.o.b. Chicago: %-in. proof coil chain, are firm. 
is very good. 50c. per 100 lb.; Tenso, Bull Dog and , ' , 
We quote from jobbers’ stocks, Brown coil chains, 50-10 per cent dis- We quote from jobbers’ stocks, 
f.o.b, Chicago: count; No, 00-4% electric welded cow per cent off list; Nicholson files 80-10 
] > +h: s . Zz. ’ % 
Spark Plugs.—Splitdorf, 50c. each; ties, $2.75 per do per cent off list: Black Diamond files, 


regular, 58c. each; Champion X, 45c. CLIPPERS, HORSE AND SHEEP.— 40-10-5 per cent off list. 


each; lots of 100, 41c. each: Cham- 


pion Blue Box line, 53c. each; A. C. Sales are only fair and prices are un- GALVANIZED PAILS, TUBS, CANS 


Titan, 58c. each; lots of 100, 56c.; 
A. C. Special Ford, 44c. each. — cae Siiaaaiiiltatas AND BASKETS. — Manufacturers’ 
: _— rs 7 280 e quote rom obpbpers STOCKS, ; ; 
si nee Dower ’ $5.67 a 3280, f.o.b. Chicago: Stewart No. 1 clip- a ae unchanged, but oe jobbers 
scene ur yyy + ~<a ping machine, $14 list; No. 15 one- show a disposition to liquidate tub 
= _ = , man power shearing machine, 5 ; ; ine. 
each. Et: tcp diaies 2, 6 aad ee a stocks, causing a very slight decline 
Jacks.—Reliable Jacks, No. 46, $2.50 $1.50 each, list; bottom plates, No. We quote from jobbers’ stocks, 
each; in lots of 10, $2.25 each; Ajax, 99 and No. 361, list. Dealers’ f.o.b. Chicago: Competition galvan- 
No. 6, 90c. each; National Standard, discount, 33% per cent. Stewart ized after-made water pails, genuine 
No. 21, $1.20 each. electric clipping machine. no. _ HE ‘4 oat SD ae 19-at.. 
—Ros di Vi RE pedestal type, st; No. , . OZ. ; -qt., $2. oz.; galvan- 
a mone, B%~in. cyinder, $1.65 shearing machine, $90 list, f.o.b. fac- ized wash tubs No. 1, $6.20 doz.; No. 
tory Chicago. with 25 per cent dis- 2, $7 doz.: No. 3, $8.20 doz.; No. 8 
Chains.—Non-skid, dozen pair lots, count to dealers. galvanized wash boiler, wood grip 
3343 per cent discount; 50 pair lots, , end handles, 913 doz.; Il-gal. tin 
er, yoo — 20 31, COPPER RIVETS AND BURRS.— breast galvanized kerosene can, $2.25 
res an ubes.—oV X over- ; j doz.; 1-bu. galvanized baskets, $6.50 
size cord tires, $10.45 each; regular Prices unchanged at present, with the + sa 1%-bue $8.25 doz.; 5-gal. a 


cord, $8 each; gray inner tubes, 30 demand good. 
x 3%, $1.20 each; red inner tubes, 
30 


vanized oil cans, galvanized breast, 


We quote from jobbers’ stocks. $7.25 doz.; perpendicular corrugated 





oii Seer anes. f.o.b. Chicago: Copper rivets and Ne ee Sis per os $17.50 
AXES.—Sales are very good. Prices burrs, 40-10 per cent discount. doz.; No. 77, $20 doz.; Heavy galvan- 
firm. EAVES TROUGH AND CONDUCTOR ized after-made No. 171, $32.40 dos. 
We quote from jobbers’ stocks. PIPE.—Sales are good and prices un- a Th, Oy OS Oe, 
f.o.b. meen: First quality 1b i changed. ; 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. We quote from jobbers’ stacks, GARDEN HOSE AND LAWN 
base; good quality black unhandled f. ns Chicago ‘sf 50" per 100 ¢ Joint SPRINKLERS.—Orders for spring de- 
axes, same weight, single bitted, $13 gutter . ; - 
doz. base; single bitted handled I ny rugated conductor 3-in., $4.75 livery somewhat slow, but are gradu 


$15 to 922 per doz., according to qual- 
ity and grade of handle. 


per 100 ft.; Plain Bs roll, 1%-in., 
$4 per 100 ft.; Corrugated conductor 
elbows, 3-in., $1.36 doz. 


ally increasing. Prices firm. 


We quote from jobbers’ stocks, 


BOLTS AND NUTS.—There is some fALECTRICAL AND RADIO MER- f.o.b. Chicago: Garden hose, good 


quality, molded hose, %-in., 10%c. 





talk of an advance in prices. As yet CHANDISE. — Radio manufacturers per ft.; %-in., 13c. per ft.; 3-ply, 
no prices have been made for the first are getting badly behind on orders. a eee in. —. , 2g 
quarter of next year. Radio business larger than ever before. good aunty. wrapped, —. _ 
f wy — from eggs I stocks, We quote from jobbers’ stocks, aad I “Genseal. Eta, Png 4 
seen edn ge agg f.o.b. Chicago: ; %-in., lle. per ft. Lawn sprin- 
mo ° pal ened perl 50-10 Electrical Merchandise. — No. klers, Rain King, $28 doz.; original 
Se oe aise oT age hi eg lon rubber-covered wire, $7.90 per 1000 fountain sprinkler, $8 doz., Rainbow, 
ow cen iscount,; machine bolts, cut ft.: in 1000-ft. lots, $7. 65; No. 18 lamp 38-in. high, $24 doz ‘ 
~ oO = Bp me cord, $14.50 per 1000-ft.; in 1000-ft. : ae 
sma achine bolts, rolle read, a . 
50-10-5 per cent discount; all stove ae mage I pe ag ong Rog GLASS AND PUTTY.—While glass 
bolts, 7-5 per cent discount; lag 60c. each; in lots of 10, 49%c. each; prices are lower than a year ago, most 
screws, 60 per cent discount. one-piece attachment _ plugs, — of the factories are operating at full 
> ; two-piece attachmen ugs, : - 
BUILDERS’ HARDWARE. — Orders toe. cach: dey cain, Games af 66, capacity and jobbers’ sales are reported 
for spring délivery are showing a 30%c. each; less than case lots, 34c. to be very good. 
: : , each. 
gradually increasing volume _ and Radio Supplles.—Radio B_batter- Te cents. om Ser’ dees, 
prices are firm. os, No. | 76, $1.40 each; No. 767, f.o.b. Chicago: Single strength A. 

, , .62 each. 95-in. bracket, 88 per cent discount; 
cob ieee: oe Bg By my Battery Charge.—Apco line, in tunis wareuisth A, 66 00 40-tn. Ueno. 
— hn me r ee pos. Fay » 3 meni lots of less than 10, $13.50 each net. et, 86 per cent discount; single 
finish, $2.67 per ise pair: 4 x 4 steel Tubes.—Cunningham and R. C. A., strength A, all other brackets, 85 
butts. old canner and dull brass fin- $4 list. Discount 25%. per cent discount; double strength A. 
ish, $3.63 per doz, pair; heavy steel Loud Speakers.—Western Electric all sizes, 86 per cent discount. Putty 
bevel inate sete, case lete $7 No. 522W, $9.50 list. Discount 30%. —pure grades, $3.75 per 100 Ib.; com- 

eg ng core + at ‘ial, $3.40 per 100 Ib 
dos. : steel bit-keyed front door sets, FIELD FENCE.—Sales are seasonably mercial, $3.40 pe 
: per set; wrought brass bit-keye a . ’ . 
front door sets, $3.25 per set; cyl- fair; prices firm after last week’s raise. 


inder front door sets, $7.50 per set. We quote from jobbers’ stocks, (Continued on page 94) 
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WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Our Quality is 
Superior in every 
detail to our 
competition 


Our rivets even if they 
did cost more would still 
be more profitable for 
you to sell. For over 
fifty years value giving 
has been our best selling 
policy. It is also yours 
Mr. Dealer. Good-will 
crosses the counter every 
time you sell the Tubular 
Rivet and Stud Company 


Brand. 


RAHAT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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The Retail Angle 


(Continued from page 64) 





tioned a while ago as Woolworth’s sales for one year, 

would fill a train of freight cars twenty-four miles 

ang. + * * * 

The writer of the above article put his finger right 
on the spot when he stated that the great battle that 
is going on in the field of retail merchandising is the 
battle between price and service. We must hold this 
fact continually before our eyes when we try to 
write any article on the subject of retail merchan- 
dising. Manufacturers and jobbers as well as re- 
tail merchants, must grasp this fundamental fact. 
Sometimes it has happened that manufacturers, job- 
bers and retail merchants have gone along from day 
to day, wondering at their decreasing sales or profits 
but not realizing exactly what was happening to 
them. It is only by studying conditions in a broad 
way—by taking a general view of changes that are 
occurring—that merchants can approximate in a 
measure the drift of business tendencies. 

* * * * 

To illustrate: There was a certain man who man- 
ufactured and sold supplies to hotels and bar rooms. 
This man five years before the fact became convinced 
that prohibition was on the way. He decided to trim 
up his business and devote more attention to other 
parts of the business than that of supplying bars. 
He gradually charged off from year to year a heavy 
depreciation on bar room supplies. This included 
various kinds of wine glasses. When he started, 80 
per cent of his business was in bar room supplies. 
When prohibition went into effect he had reduced 
his bar room business so that bar room supplies 
were only 10 per cent of the total. He had charged 
off all the glassware mentioned above until it stood 
on his books at no value whatever. 

* * ¥* * 

He said a curious thing, however, happened. In- 
stead of there being a considerable decrease in the 
sale of wine, whiskey and cocktail glasses, there was 
an immediate increase. There was such a tre- 
mendous demand for these goods after prohibition 
that he sold out his depreciated stock and in one 
year cleared up $100,000 in profits that he had not 
counted on. He informed me that the reason there 
was this unexpected increase in business was be- 
cause in the old bar room days men drank at the 
bars. One set of glasses was used for many men. 
However, when prohibition became effective, these 
men had to equip their own homes, and presto! there 
was an enormous demand for bar room glassware. 

* * * * 

Another illustration: There was an immense bus- 
iness in graphophones. Almost every family had or 
wanted a talking machine. It was a large, growing 
and profitable business. Suddenly we heard, now 
and then, about the radio. The people in the grapho- 
phone business, however, as a rule did not realize 
what a disastrous effect the radio was going to have 
on their business. Just a little investigation and a 
little thinking might have saved some of these 


graphophone companies millions of dollars. 
* * * * 


Another instance: Millions were invested in the 
manufacture of carriages, carriage wheels, harness, 
whips, etc. Along came this new-fangled, self-pro- 
pelled automobile. Gradually we heard more and 
more of automobiles. Did the manufacturers of 
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horse-drawn vehicles give the matter any serious 
thought? Most of them did not. What has been 
the result? Millions of dollars have been lost by 
manufacturers of harness, carriage bolts, wheels, 
carts, carriages, etc. Just a little time and thought 
devoted to studying the new automobile might have 
saved some of these companies millions. 
* * * % 


All of us remember the unusual boom in bicycles. 
We remember the extraordinary sales of bicycles 
and bicycle sundries. We know what the automobile 
did to the bicycle business. This might have been 
anticipated, but nobody took the time and trouble 
to think about it. 

¥% * * * 

Take the recent boom we have had in the stock 
market. Securities of all kinds, cats and dogs as 
well as thoroughbreds, have advanced to fabulous 
prices. Insurance companies on paper, on their 
stock and bond holdings, have made millions. Banks 
and other institutions that hold securities can at 
the end of this year mark up the value of their 
stocks and bonds on hand and show in many cases 
handsome profits, whether their regular business has 
earned much money or not. 

* ¥* % % 

Now stop and think. Everybody knew that the 
business interests wanted Mr. Coolidge. Everybody 
knew that if Mr. Coolidge were elected the great 
majority of the business men in the country would 
be delighted, and therefore it was only reasonable 


to conclude that if he were elected there would be | 


an advance in prices. 
* * ¥* % 

The Literary Digest took a nation-wide vote that 
went up into the millions, indicating that without 
question Mr. Coolidge would be elected, but did 
this mean anything to anybody? Very few people 
gave it a thought. Still, the handwriting on the 
wall was as clear as it could be that if Mr. Coolidge 
were elected there would be a big boom in the prices 
of securities, and the certainty of his election was 
also written on the wall. However, most of us were 
too busy peeling postage stamps off unused envelopes 
to stop and think what was happening and what 
was going to happen. In other words, we did not 
think, we do not think, and the chances are we will 
not think. 

*& * * * 

Just at present, for instance, the prices on the 
stock market are about as high as they have been 
for years. Stocks are so high that they remind one 
of a poisoned pup so badly swollen up that he is on 
the verge of bursting. By every rule of reason and 
experience, now is the time to sell stocks short, but 
does the public sell them short? It does not. At 
the time this article is written it is still buying 
stocks right at the top. 

* % * *% 

Even the financial journals in Wall Street are 
amusing themselves with cartoons of lambs gambol- 
ing up and down the canyons, called “streets,” in 
lower New York! 

* * ¥* * 

The object of all these remarks is simply to sug- 
gest that in writing a few articles for retail dealers 
we all put our heads together and indulge in the 
very painful occupation of trying to think. Where 
are we? What is happening? What is going to 
happen? 

(To be continued in our next!) 
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Low Price and 
Double Action 





J Double-Action—Heats by  radia- 
tion (just like the sun) and also 
by circulation (sends warm air all 
around the room.) 


Sell This Gas 


APID, healthful and eco- 
nomical heating are 
gained through the Double 
Action of The Gloradiant. 
Every particle of fuel is con- 
sumed in heat; and _ this 
means economy. Healthful 
heating comes from the con- 
stant current of fresh, warm 
air that is sent around the 
room. 


Although it gives Double 
Action, The Gloradiant costs 
less than any other quality 
gas heater madetoday. That’s 
convincing enough for you to 
want to know more, isn’t it? 
Just write for Gloradiant 
details. 























Heat comes through 
the front, direct from 
the heating elements 
that are specially de 
signed to break up fuel 
and ignite it thor- 
oughly. 





Cold air is drawn 
from the floor, is heat- 
ed and then distrib- 
uted through openings 
at sides of heater. 


Jackes-Evans Mfg. Co. 


Main St. at Tyler 
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Chicago Market Information 


HATCHETS.—Sales are normal. Prices 
show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.: 
medium quality hatchets, No. 2 
shingling, 97.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—Sales are 
fairly good. No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinists hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Sales are good 
and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.— No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz 

Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HINGES.—Prices unchanged and the 
demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: ae strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70: 10-in., $4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2. 08; 8-in., $3.56; 10- in., 95.10 
per doz. pairs. 


ICE SKATES.—Cold weather is in- 
creasing the demand. Prices are un- 
changed. 


We aquote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair; Half ey Clamp —Rocker. 
Women’s and Girls’, bright finish, $1 
pair; Key Clamp—Hockey, Men’s and 
Boys’, $1.20 pair: Half Key Clamp— 
Hockey, Girls’, $1.40 pair. 


LANTERNS.—The demand continues 


to be very good. Prices remain un- 
changed. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are increasing, due 
to colder weather. No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS AND’ GRASS 
CATCHERS.— Future orders are 
rather slow. Prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
cLawn Mowers.—16-in. ball bearing, 
5-knife, l1l-in. wheels, $12.35 each: 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife., 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
Pa 3-knife, 8-in. wheels, 95.85 
eacn. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.: plain bottom 
canvas, for 18 to 21-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—More orders are being placed 
for car lots than at any previous time 
this year. Prices are unchanged from 
last week. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: Common wire nails, 
$3.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
“ and longer; $2.50 for shorter than 
1-in. 


OIL STOVES.—Spring delivery orders 
are somewhat better. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list: new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list: 
3-burner, $45 each list: 4-burner. 
$58.50 each list. All subject to 30 
per cent discount. ts of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS. — Linseed oil 
takes another advance, this time 2 
cents. Other items remain the same. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oi!l.—Raw, barrel lots, $1.19 
per gal.; 5-barrel lots, 91.14 per gal. 

Linseed Oil.—Boiled, barrel lots. 
a per gal.; 5-barrel lots, $1.15 per 


al. 
 damceeannatiianaaien lots, 99c. per 
a 


Denatured Alcohol. — Barrel lots, 
65c. per gal.; steel drum, extra $6, 
returnable. 

White Lead.—100-Ib. kegs, $15.25; 
50-Ib. kegs, ed 25-Ib. kegs, $4: 
12%-lb. kegs, $2.10 

Dry Paste. —Barrel lots, 7%c. per 


Shellac.—(4-Ib. goods), white, $3.50 
per gal.; orange, $3.20 per gal. 

Engl ish Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib 


PYREX WARE.— Retailers are push- 
ing pyrex for Christmas gifts and 
sales are exceptionally good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

Casseroles. —Round, No. 167, $12 
doz.: No. 168, $14 foz.: No. 183, $12 
doz.: No. 184, $14 

Casseroles. Oval, ‘No. 193, $12 doz.: 
No. 197. 914 do 

Pie Plates.—_No. 202, $6 doz.; No. 
203. $7.20 doz.: No. 209, $7.20 doz. 

Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.: 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. ‘ 


ROASTERS.—No change in prices, 
with the demand very good. 


We a from jobbers’ stocks, 
f.o.b. Chica 

No. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.: No. 11, 
blue enameled, $20.75 per doz.; No 
41, blue enameled, $25.50 per doz. : 
No. 13, magnolia enameled, $98.25 
per doz.: No. 45, magnolia enameled, 
$36.75 per doz. 

Black Beauty roasters and drip 
pans, three-piece, No. 10, $9 per doz.; 
No. 20. $11 per doz.: two- piece, No. 
1, $2.57: No. 2, $2.30: No. 3, 93.93 
No. 5, $4.63: No. 6, $5.27: No. 7, $6.27 
Drip pans, 323% from manufacturer’s 
list. Ekeco tin bread and cake pans, 
331%4 from manufacturer's list. 


ROLLER SKATES.—Future orders 
for spring delivery coming in good 
volume. 


We auote from jobbers’ stocks, 
f.o.b. Chicago: 

Roller Skates.—Bovs' Chicago roller 
skates, $1.30 per pair: Girls’ Chicago 
roller skates, $1.40 per pair. 


ROOFING AND PAPER.—No price 
changes. A fair volume of business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
square; best grade talc surfaced, 
$2.20 per square; medium talc sur- 
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faced, $1.60 per square; light talc 
surfaced, 95c. per square; red rosin 
sheating, $55 per ton. 


ROPE.—Volume of future orders 
very good. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila stand- 
ard brands, 21%c. per lb.; No. 2 
Manila, 20%c. per lb.; No. 1 sisal, 
15%c. to 16%c. per lb.; No. 2 sisal, 
144%4c. to 15%c. per Ib. 


SASH CORD.—Prices_ unchanged. 
Business is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks, No. 8, $12.10 
per doz. hanks. 


SASH PULLEYS.— The demand 
only fair. Prices remain unchanged. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
les, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Manufacturers are predict- 
ing an advance, but jobbers’ prices are 
unchanged as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per:cent new list; round 
head blued, 76-10 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


STEEL SHEETS.—The demand is very 
good. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 Ib.; 28-gage 
black sheets, $4.50 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
Business is satisfactory, with prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


TRAPS.—The demand is very good. 
Prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.05 each; No. 
1, $1.32 each; No. 1%, $2.20 each: 
No. 2; $3.03 each. 


WIRE GOODS.—Future orders for 
netting and wire cloth are very good. 
No further price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.15 per 100 Ib.; No. 9 galvan- 
ized plain wire, $3.60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 lb.; 80-rod 
spool galvanized hog wire, $3. 43 per 
spool. Polished fence staples, $3.70 
per 100 Ib.; 12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh galvan- 
ized wire cloth, $2. 20 per 100 sq. ft.; 
14-mesh bronze wire cloth, $6.25 per 
100 sq. ft.; galvanized poultry net- 
ting, 55-5 per cent discount, galvan- 
ized after poultry netting, 50-5 per 
cent discount. 


WRENCHES.—Prices are unchanged. 
Sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount: Still- 
son, 70 per cent discount; Trimo, 65- 
10 per cent discount. 


Snap-On Wrenches.—Radio and 
electrical set, 94, No. 101 Master 
Service Set, $15.25; No. 202 Heavy 
Duty set, $8. 80: No. 303 Ford Master 
Service set, $14. 85; No. yt Universal 
Socket set, $8.75; No. »-B Screw 
Driver set, $3.40; No. 900 Square 
Socket set, $3.70. All Snap-On 
wrenches less 40 per cent discount. 
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We Help You Sell 


Our Lawn Mowers 


If you carry PENNSYLVANIA 
QUALITY Lawn Mowers you will 
share in the benefits of our advertising 
which your customers will read in their 
favorite weekly and monthly magazines 
next year. 


No matter which of the PENNSYL- 
VANIA brands you stock, send in your 
name and address for our files, that we 
may know to whom we may direct in- 
quiries from consumers. 







The New Identifies 
STAYTITE P.Q. 
Handle Quality 


All Pennsylvania Quality 
Mowers are equipped with 


this handle. 
| D 


NSYLVAN 
LAWN MOWERS 






Quality 





ONS 


oe 
FOUNDEO 1877 ag PHILADELPHIA. 
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a= (slass-Hardware so, 


This new modern merchandise cre- 
ates new and profitable business for 
you. 


Here is a big win- 
ner— 


Genuine 
Hand-Cut 
Glass Knobs 





They are different. 
me» Clean, sanitary and 

mm pretty and cost very 
litle more than 
common ones. The 
faces are cut and 
polished. 





For sale by all 
leading jobbers. 
Write us for 
name of nearest 
_ distributor. 





This cut shows 
studded bottom. 





Ce 


(Patents applied for) 
Manufactured Exclusively by 


TECHNICAL GLASS CO., Ine. 


2050 East 48th Street Los Angeles, Calif. 
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Owens’ New 
.» Price 
Cards 


Always clean. Strong and 
durable. Made in two sizes: 
No. 12 is 13” x 354”. Price 
10 cts. each, $1.00 per doz. 


No. 30 is 73%” x 35%”. Price 
10 cts. each, $1.00 per doz. 





We can furnish Transparent 
Covers made of the best grade 
of celluloid clear as_ glass; 
edges covered with Red cellu- 
loid. 


These containers can be 
cleaned with gasoline or water, 
without injury to the surface. 


Give them a trial. 


Containers for No. 12 price card 
30c ea., $3.25 per doz. 


Containers for No. 30 price card 
ea., $2.50 per doz. 





Your order will receive prompt attention. 
Prices quoted do not include postage. 


Approx. shipping weight per doz.—No. 30, 1 Ib.—No. 12, 
14%, Ib. : 
Manufactured by 


BOUTWELL, OWENS & CO. 


LEOMINSTER, MASS. 




















Tack-makers are 
made, not born 


A good tack-maker is a man of much 
experience. He is not a workman in 
the ordinary sense but a very experi- 
enced, seasoned mechanic who gets 
good wages and knows his job. 


Good tack-making depends upon good 
tack-makers. It is not a question of 
‘automatics.’ There must be a very 
keen interest in the details of quality 
production and we have that interest 
here. That's why more jobbers are 
buying Baur Tacks. 


Take a box of Baur Tacks and examine 
for evenness, cleanliness and strength. 
Then you will become a customer. 
Write. : 


BAUR TACK COMPANY 
Indianapolis ° . . Ind. 


[BAUR | 











Which School Are You In? 


WO schools of salesmanship there are and every 
man who sells belongs to one or the other. There 
is no go-between, nor is there any outside fringe. 

In the first is the “I” salesman. He always says 
“I” or “We.” He speaks of himself. He says “I 
ought to get this, I want that.” Me—mine—we—are 
the pronouns he uses in his selling. And you will 
always find that he usually comes to take something 
away. He brings little. His thoughts are of himself. 
Call him the “I Salesman,” “The order taker,” or 
what you will. The word “service” and its rich 
meaning does not live with him. 

In the second class is the “You” salesman. He has 
forgotten the words “I” and “We.” He uses the words 
“You,” “your business,” “your problems,” “your suc- 
cess,” “your betterment” and what he can bring to 
these. He knows that in order to take away, he must 
first bring. So he thinks of you and your problems 
and the part he can play in their solution. Your con- 
cern matters, your growth... that is the vital 
thing. . 

There ought to be but one class and only one! 
That is the “You” class of salesmanship. For sales- 
men today no longer merely sell on samples or on the 
prices they quote. Salesmanship today is conceived 
of brains and brawn and hope and courage, in the 
bringing of something to your customer that builds 
him into a better customer tomorrow—it is conceived 
of bringing something to him for his business—for 
his growth. 

Tonight on swiftly moving trains there are thou- 
sands of men going to every outlying post of the 
civilization we live in, and they will sell tomorrow be- 
cause they are bringing something . . . they are 
bringing ideas.... They are bringing progress. 
. .. They are bringing TO the customer and will only 
take away after they have brought to him. . . . They 
are of the “You” school of salesmanship.—The Shaft, 
published by Edgar T. Ward’s Sons Co. 








Branch Out, Says Armstrong 


Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 
New York City. 
Dear Mr. Soule: 


Enclosed find check for year’s subscription. Being 
a salesman, I get a lot of good things out of HARDWARE 
AGE and pass it on to my customers. 

I have been telling a good many small hardware 
dealers they will have to branch out and get into new 
lines. such as radio and electrical goods. I wish they 
could all read Euchers’ on Radio, Summit on Elec- 
trical Goods in Nov. 27 issue. 

More of them should read HARDWARE AGE and see 
how some live wires are getting into fast selling, 
good profit lines. H. D. ARMSTRONG, 

1125 North Main, 
Hutchinson, Kan. 
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3 Christmas Sales Ideas ” ) 
Uses Live Toy Demonstrator 

in Windows 1810 1924 

“I believe the best stunt 

we ever used was putting 

in a big toy window and 

leaving a small space for a 

table and put a demon- 

strator in the window to ANKS that know the hardware business from a 
demonstrate all kinds of mechanical hardware man’s point of view are not many in the 
toys. United States. 

“We would probably use this stunt The Mechanics & Metals National Bank of the City of 

again but the Police Department New York is particularly fortunate in that its official 


kicked about clogging up the whole ——— — ante Rae aataes <npestenes- Sn 
sidewalk, so we have contented our- = . wri i 
selves using the papers and window 8 experience is at your service. Write us about 
displays, and a big Santa Claus sign your banking problems; call on us when in New York 


and permit us to show you what a combination of know- 





hung across the entire front of the how and ample resources can accomplish. 
store during the holidays.” 
HOUSE-BOND HARDWARE CoO., 
Sam J. House, president. THE | 
Pilcher Boosts Specialty MECHANICS & METALS 
Lines 
J. Ray Pilcher, Ida Grove, NATIONAL BANK | 
Iowa, is boosting specialty OF THE CITY OF NEW YORK | 


lines for Christmas trade. 
He _ specially emphasizes 
the electrical lines, start- 
ing in with washing ma- 
chines and going clear through the 
list. 
Gifts of Utility are featured 
strong, and the store is given the Sell More 
holiday atmosphere with special dec- - 7 
orations. Windows are the finest it 
is possible for them to make. Mr. 
Pilcher says: “We do not stand back 
on anything we have in the store for 
Christmas presents, such as ranges 
and tools of all kinds and sporting 
goods. These all make good lasting 
presents, and we think it is up to the 
hardware merchants to get this busi- 
ness at all times.” 


Capital, Surplus and Profits, $26,500,000 


























Lomas Features Pyrex and 
Useful Gifts 


F. B. Lomas, Cresco, Iowa, 
featured Pyrex very 
strongly for the Christmas 
business. He says: “We 
carry a full stock and keep 


Heller Shelving in Payne-Oummings Hardware Cs., Nerth Adams, Mass. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 


it before the public. We Cabinets. 
feature ‘Gifts of Utility’ in all our Let us show you how to increase your sales with- 
advertising at this time of year, both out increasing your stock. 
in newspaper advertisements and : 
window displays. In addition, we Write for Reference Book No. 26-A TODAY. 


feature high-grade aluminum ware, 


enameled ware, cutlery, sporting W. C. HELLER & CO. 


goods, washing machines, vacuum i : 
cleaners and ranges. Suggestions for Main Office and Factory: Eastern Display Roem: 
700 Wabash Ave. 20 Vesey St. 


dad, mother, sister and brother.” Montpelier, Ohio New York City 
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He Wants to Sell an Incubator 














that can Be DEPENDED UPON 


EAD this letter from H. Frenchs, (iii 
Grundy Center, lowa. He knows 
what it’s safe to sell: 


“As I am putting in a poultry supply house, I 
am writing you in regard to getting this territory 
to sell your incubators. I want to handle an in- 
cubator that can be depended upon to hatch good 
chicks, and as I have run two of your machines 
alongside of two machines of another make, the 
Queen hatches more and better chicks every time.” 





Sell an incubator it’s safe to sell. Ask us how 
we help. 


Queen Incubator Company, 1124N. 14tnst., Lincoln, Nebr. 


Sizes: 
70-Egg to 1000-Egg 4 





‘ | KEN Hatches Strong, Healthy 
Chicks That Live and Grow 


























Easy to Attach—Holds Door Securely 


ae Slight Pull of Chain Releases Lock aa —— 






This necessary fixture for every garage is simply and quickly installed 
with a hammer and screw driver. It holds the door open against the 
strongest winds, absolutely preventing the possibility of the door swinging 
and damaging the car. The lock is released with one slight pull of the 
chain. A dependable holder to save time and trouble every day in the 
year. 


GRIFFIN GARAGE DOOR HOLDER 


(Catalog No. 1914) 


Adapted to either right or left hand by merely reversing the keeper. Each 
part is carefully made of wrought steel to stand its share of strain. Is 
strong encugh to hold the heaviest garage door made. Finished in Ja 

or Galvanized, and packed with screws and full instructions for attaching. 
No garage is complete without them. 


For Use on Public Buildings 


Churches, theatres, schools, or any public buildings having doors opening 
-— out represent another large market for this remarkable product. Write 
J, for complete details today. 


- 


- GRIFFIN MANUFACTURING CO. 


45Warren St.NewYork ERIE,PENNA. 74W.LakeSt.Chicago, II 


= 
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“Oh Yes, Size Does Mean Something’ 


You often hear people say: “They're the largest manufacturers of 
high grade Automobiles, or Radios, or Wrenches in the world, but it 
doesn't mean anything.” 


Doesn't it? Let us resort to facts and reason it out. What's the 
first thing a man usually does when he thinks seriously of buying any 
of these things? Nine times out of ten he ‘“‘asks the man who owns 
one.” 


And it’s only the commonest kind of common sense to suppose that 
the opinion of an owner should materially influence the choice of an 
intending purchaser. 


At any rate you will find that the recognized leader of any manufac- 
tured product, did not attain such leadership because he left Quality. 
out, but because he placed Quality first and steadfastly maintained it. 


It is significant that the largest factory in the world devoted exclu- 
sively to the manufacture of Screw Wrenches is the COES. Ask your 
Jobber to supply you. 





COES WRENCH CO. Selling Agents 
“In Business Since 184]” J. C. McCARTY & CO., 29 Murray St., New York 
JOHN H. GRAHAM & CO., 113 Chambers St., New York 
Worcester Mass. FENWICK FRERES, 8 Rue de Rocroy, Paris, France 














> : 
Verfeer 
AUUNTWUIAULUULUVUUUOGEN HAO AVRO LESS 


The Customer Who Leaves It 
To Your Judgment 


When it is left for you to decide—you become not 
the “Judge”’”—but the Defendant! It is your trial, 
so to speak, and “Perfect” is a Character Witness. 








AMUUIEUAUAAA NAN. 





| 
\ 


: 


LUDLOW SAYLOR | 


| rn 
WIRE CO. 


You will not only make a sale. Your decision will 

bear weight. When a customer says, “TI’ll leave it to 

- you to send the best,” he is going to tell his neigh- 

bors all about the merits of his selection. Even if 

you did send “Perfect” Screen Cloth, he will claim 

the credit for his good judgment. Make the sale 
and let the credit go! 


PT: ARE REE A CREE I Pe oer: V 
Ame _ ’ 
* 
bs 4 


Your Jobber Carries “Perfect.” 





PULVINAR 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 
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CYCLONE 
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BASKET 





Reg. U. 8. Pat. Off. 


Needed by every home. Convenient for the collection in lots of six. Write for prices and discounts. 
and disposal of trash of all kinds. Affords the only Sell Cyclone Fence, too. Get your share of this 
safe bonfire. Keeps burning fragments safely con- profitable business. Catalog and discounts on re- 
fined. Finished in baked green enamel. Nationally quest. 

advertised—a steady profit maker. Shipped nested Write offices nearest you. Dept. 20. 


The Mark 
of Quality 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Waukegan, Ill.; Cleveland, Ohio; Newark, N. J.; Fort Worth, Texas 


Western Distributors: 
Standard Fence Co., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. 


Cyclone Fence 








_ S 
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HAY TOOLS’ & DOOR HANGERS’ 
W 











Tr FE-MYERS & BRO.CO.Ashiand Ohio. 
RU ERe TRB es FOR OVER FIFTY YEARS OF 


HAY UNLOADING TOOLS -DOOR HANGERS 


—is setting new service stand- 
ards and making sales history for 
dealers in many localities. Pros- 
pective jack purchasers are at- 
tracted by the positive self-lubri- 
cation, the housed working parts. 
the angle steel side arms, the ma- 
chine cut gears and other features 


Naturally high grade construction 
like this and the improved service 
made possible by it carries better 
profits. And better profits are all- 
essential in any business. 


Lots and lots of farmers and others will 
buy Myers Self-Lubricating Pump Jacks be- 
fore winter sets in if they are given the 
opportunity to do so. Make it possible for 
them and profitable for you to come to your 
store for Myers Jacks. Display one or more 
of them on your sales floor. Hook them up 
with an engine or motor and not only sell 
the jack but provide the power to operate 
it as well. 


We are ready to send literature and quote. 
Write us. 





HONOR-BILT” PUMPS FOR EVERY PURPOSE 
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D { \ \ } ! 
‘ ‘ ’ — 99 on t alt * 
/ . 
wih ° Send in that order now. 
— The season is on, and 
. — | = The new way to put on Tire Hodell Tire Chains are put- 
Chains—do it from the 4 
driver’s seat in three min- ting themselves on thou- 
utes. No trouble jacking 
up car, not necessary to sands of Cars. 


drape chains up under 
crowned fenders and soil 
the hands, cuffs and sleeves. 


Easiest—quickest — clean- 
| est tire chains to put on, they 
_4 ae are the easiest—and—dquick- 
/_ See. §.- est chain for you to sell. 


Dealers should know 
about this latest and most 
improved tire chain. Write 
for particulars and _ dis- 
counts. 


‘M3 SHAN) PRODUCTS SO 


Cleveland, Ohio 
—_es 


CiKL- 
| 


2" Eee 









































, Buy spruce ladders and step ladders. 
Don’t buy cheap ladders and step ladders. 
You buy accidents. 

They cost you money to settle. 


Send us your order and we will ship and give 
you spring dating, guarantee you against 
decline. 


Send for latest price sheet. 


im °° wow. BABCOCK C2, Bath, NY 
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catalog. 


Elastic ‘Tip Co. 


Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 
out noise or scratching the floor. 
cushion. This line is only one of our big sellers. Write for 


370 Atlantic Ave., Boston, Mass. 


The felt washer acts as a 




















FOURTH Point 
of the Clemson Star 


~Ae\ STAR 





yN HACK SAWS 


CLEMSON SET 


Star Hack Saw Blades. possess 
a balanced set, consequently 
their natural tendency is to saw 
straight. Star Blades are abso- 
lutely set to specification. 


Makers Since 1883 


CLEMSON BROS., INC. 
Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 














LIDSEEN PUMP OILERS 


ARE OF 
THE HIGHEST QUALITY 


THAT IS WHY YOU WILL BE ABLE TO 
SELL MORE LIDSEEN PUMP OILERS 
pn ANY OTHER MAKE OF PUMP 








But, if price is a factor, let 
us just add that Lidseen \ 
Pump Oilers retail at no 
higher price than the or- f 
dinary tin and _ soldered 
pump oilers. } 


4Nogs 07073 


Lidseen Pump Oilers are 
ornemn® drawn from heavy steel 
and are welded. 





The pump mechanism 
is of brass and is re- 
movable with spout. 


These oilers will handle 
perfectly any oil from 
gasoline to the heaviest 
grade of transmission 
lubricant. 








JOBBERS WRITE US FOR NEW CATALOG 


LIDSEEN PRODUCTS 


832-840 South Central Avenue Chicago 














The Standard “‘S”’ 
Wrench 


a thst 
f 





This is the Bemis & Call Improved Ad- 
justable S Wrench. Graceful in design, 
an all-around wrench, but especially 
useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 

Guaranteed B. & C. —_ Quality sells it. 

Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 
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Drawing Outfits 





—a useful gift 
for Christmas 


and throughout the year 


Outfit No. 1 
{as illustrated} contains: 


Set of nickel-silver instru- 
ments 
Drawing Board, 18x24 in. 
T Square, 24 in. 
Ambro 30° x 60° triangle 
Ambro 45° triangle 
Ambro curve 
Architect's scale 
Brass protractor 
Thumb tacks 
Pencil pointer 
2 pencils 
erasers 
Drawing paper 


Contents of other 
outfits in proportion 


CAttraciively arranged for 
display purposes 
LY 


In green covered box; 
parts fastened by elastic cord 
to salmon colored mount. 


No. 1 retails at $10.00 
No. 2 retails at 7.50 
aN 


In green or holly covered box. 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


LY 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches 


Chicago 


New York | 
New Orleans Pittsburgh = 
San Francisco 


Philadelphia Washington 
Milwaukee Los Angeles 
factory 
Chicago, Illinois 
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there is more value 
in DAY-FAN Radio 


® All essential parts of DAY-FAN 
sets are made in our factory. 
These sets are not merely an as- 
sembly of parts made by others. 
All parts are designed and manu- 
factured to work in unison and 
make possible extreme accuracy. 


The appearance of DAY-FAN 
sets suggests a quality entirely in 
keeping with their accuracy of 
manufacture. Made of the finest 
materials they have a finish and 
design which harmonize with the 
surroundings of the most taste- 


fully furnished homes. 


| 3) Their volume is such that on many 
stations it must be dampened for 











GEM -7 


$9800 


7 





Ni | the ordinary room. 
wel : ! 4) Their selectivity can be varied at 
) will from broad tuning to extreme 


’ sharpness. 


6) Manufacturing accuracy and the 

use of rivets instead of screws re- 
duce servicing to the lowest point 
yet obtained in radio manufac- 
turing. 








DAY TONIA 


$98500 


These are a few of the 
remarkable DA Y-FAN 
qualities. A demonstra- 
tion will add many more. 


She DAYTON FAN & MOTOR CO. 


Manufactarers of HighOrade 
Apparatus 


Electrical 
for more than 35 Years 
DAYTON. OHIO. 


Vaw | 
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MACHINE WOOD SPECIAL 
SCREWS RIVETS 










IRON. BRASS egy 


ey 





“MICKELED 


OFORD. 





meaner 


ali 





HCGLTT= 


(Reg. U. 8. Patent Office) 


Continenta 





lil 





WOOD SCREW CO. 
New Bedford, Mass. 








‘The most important opera- 
tion in the construction of a 
Radio Set is making the 
connections. Many an other- 
wise good set has been totally 
ruined by workers who fail 
in soldering joints.” 
—From Providenee 
Journal. 


Sunday 


The most important item for 
Radio Soldering is the Solder- 
ing Flux. 

When your customers use 
NOKORODE with a good sol- 
der, it insures against poorly 
soldered joints which, no matter 
how careful they have been in 
buying material, and in their 
assembling, will greatly lessen 
the efficiency of their set. 
Your jobber will supply you. 
Two ounce cans, packed 36 cans 
to a case—l0c per can. 








resolves itself 
out the value 


Forstner 
level to 7 
polished. They 








It isn’t bard. Every 


hand, a = 


Sell Them 
by the Set 








Sets of 9, 11, 17 bite are fur- 
nished in compact cases for 
the convenience of the user. 





a lling him once 
to a question selling 

of the case, Ry 4 er 
ng loss, Try it. 


They cut from er rim. 


at work al) the time: no jagged ends; every ous of the work is smooth and 
bore knotty, eross grained wood, 


their way through hard, 


leaving & anon hole and clean, polished surface. 
Let us send you catalogues. 


The Progressive Manufacturing Co. 


Order through your jobber or direct. 


TORRINGTON, CONN., U. S. A. 








“Mr. Hardware Dealer?” 


Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 





And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra copies for their sales 
force. 


The cost, $3.00 per year, is re- 
turned over and over in better win- 
dows and increased trade. 


Hardware Age, 239 West 39th Street, New York City 








nt et in his work, end it 
yy enteen times. Bring 
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“You would be surprised to find out how many homes are ie _ « 

without CLOTHES WRINGERS!” \ zara | 

TRADE] | MARK ; pl 
, The above remark is made to us often by Si : 





House to House Canvassers. 


YOU can profit if you will display Anchor 
Brand Wringers and suggest the purchase of one 
to each customer. 


Every household needs and should have one 
or more Wringers. > 


Stock and Display 
ANCHOR BRAND Clothes Wringers 


! 
Lovell Manufacturing Co., ERIE, PA. [=| e~ RF 


Largest Manufacturers of Clothes Wringers in the World 


Wa 


acl i OLAS TE 





























Genuine Armstrong a f f y 
Stock Di 
ocks and Dies BBON 
ANTENNA 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 





ency in operation. ° ° ° 
siinenna Big Profits— Quick Turnover 
HE demand for ribbon antenna is becoming greater 
oe ee and greater every day. The advantages of this 
type of aerial are so great that radio users every- 





where are adopting it. Greater volume, greater range 
and decreased trouble and expense is the answer. 


All genuine Armstrong stocks and dies Jiffy Ribbon Antenna, nationally advertised, guaranteed 
f ; to give satisfaction, combined with the popular price of 
bear this trade-mark: $1.50, is one of the fastest, quickest selling items in the 


radio field. 
PA 







Jiffy Ribbon Antenna comes to you in a handsome litho- 
graphed container suitable for 
counter or window display. It 
sells on sight—with a big mar- 
gin of profit for you. 

®4 <i 
—_— And every Jiffy you sell, sells 
many more. Order today from 


Be Sure You Get the Genuine your jobber or direct. 





“Ne 
~ 
VY 


The Armstrong Manufacturing Co. Apex Stamping Company 
Bridgeport, Conn. Dept. 39, Riverdale, Ill. 














Moe’s Winter Fountain 
For Poultry 


A great favorite with the poultry raisers. Thick in- 
sulated walls retard freezing, and has a large filler 
opening, so can be kept clean inside, which is an im- 
portant feature. Feeds the water automatically, and 
provides the flock with plenty of fresh water which in- 
creases the egg yield. Capacity 3 gal. 


Write for New Catalog of - 
Moe’s Big Line of Poultry Yard Equipment. Famous Star Fount 


HOEFT & COMPANY, INC. pa enansices 
405 No. Ashland Ave., Chicago, Ill. 


tee *n (Western Branch) 
No. 8—Poultry Fountain 217 No. Alameda St., Los Angeles, Calif. 





———— 
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flash-proof 


timing dise Blending of two insulating 


materials makes possible the 
New Turner Timing Disc. Free 
from all pitting and burning, 
nebbebhhi sh and will not warp. 

ehettr, 











Three reasons for the 3u- 
premacy of the Turner 2 in 1 
Timer: (1) CONTACTS that 
make and break ad full width 
of brush. (2) INSERTS, be- 
tween contacts, — remarkable 
new —-, Wacky ma- 
terial. (3) KELIT of 
best grade b.. in Timing 
disc, except on raised portion 
between contacts. New, im- 
proved peeeut at same old 
price—$3.7 


TURNER MANUFACTURING CO. 


Dept. E, Kokomo, Indiana 


4% ~s" 
tay 


wo @ 


f¥; 
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PROTECTION 


That's what customers get with the 
Ilco Dead Bolt Night Latch. One 
turn of the key backwards in this 
latch locks both bolt and inside 
knob. Once locked there is no forc- 
ing back the bolt or opening the 
door without the proper key. 
seller for homes and stores. 





We also make over 1,000 styles of 
Key Blanks. Write for Catalog 6 


and Prices. 


@ INDEPENDENT IOCKCO.@® 


Leominster Mass., U. S. A. 


Manufacturers of linder Locks, Padlocks, and 
ey Blanks. 





























The New 


SHERMAN DIAMOND 


HOSE NOZZLE 


A perfect attachment made of 
heavy wrought brass for cov- 
ering more ground in less 
time. It throws more water 
farther —thus shortening the 
important hours of lawn and 
garden sprinkling. A _ larger 
nozzle with a larger stream and 
a volume spray. Water-tight 
shut-off 


always 





Order a dozen Diamond Nozzles 
in dis o. carton featuring ‘‘Per- 
fect : ~ a from your Jobber. 
Individually wrapped in tarnish- 


proof paper. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 














An Honor A Fortune 
Could Not Have Bought 


The Round-the-World Fliers are home. They have succeeded in their perilous 
undertaking, and to them and America goes undying fame—the honor of 
being the first to circumnavigate the globe by airplane. 

But the world will probably never know what careful preparations insured 
their success. Every bit of equipment carried was vital. Only the most 
needed and efficient accessories were allowed, and to the Brookins Oil 
Measure goes the honor of being a part of the actual equipment of these 


Magellans of the Air. 
Just as Valuable to You 


The same distinctive features which were responsible 
for the choice of Brookins Oil Measures to be carried 
by the Round-the-World Fliers, have made them 
standard equipment by garage and service stations 
everywhere—from the Atlantic to the Pacific, from 
the North woods in Canada to the Gulf of Mexico. 
You will find Brookins Oil Measures being used by 
the smallest garage and by the service stations 
operated by the big oil companies, such as Gulf Re- 
fining Company, Mexican Petroleum Company, At- 
lantic Refining Company, Pure Oil Company, etc., 
ete, 





Your Customers Like It 


What sort of oil measure are you using? The 


Brookins Oil Measure will enable you to render a 
Other Brookins better, faster and more efficient service to your cus- 
Products tomers. It will save you time and money, insure 
greater accuracy and prove a money-maker. 
Brookins price Order a set of Brookins Oil Measures from your 
charts for ser- jobber today. If he does not carry them, write us 
vice stations for the name of your nearest jobber who does. 
cost $7.50 for The most convenient, efficient and durable of all oil 
a complete set. measures. It has a flexible metal nozzle that reaches 


ANY oi] hole without the use of a funnel. Oi] flow 

is started, stopped, controlled by a thumb-valve 

operated at the rim. A wide lip prevents spilling 

over when brimful. Made in one, two, four and five- 
; quart sizes, all copper finished. 

Brookins 


Pmergency THE BROOKINS MFG. CO. 
Gas Can helps 342 Xenia Ave., marae, oO. 


to give the kind 
4 SERVICE STATION EQUIPMERY 


of service that 
—— 


They pay for 
themselves 
many times 


every car owner 
expects 

Write for de- 
seriptive circu- 
lar. 
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-LANDRETH’S 


Garden and Flower Seeds, 
Onion Sets and 
Mixed Lawn Grass 


Now is the time to place your Seed order, if 
you have not done so, for next Winter and Spring 
sowing. If you wish our traveler to call, notify 
us, and, if possible, we will have him do so, or 
send us a list before buying elsewhere, and we 
will quote you on Garden and Flower Seeds in 
bulk, in Lithograph Cartons of | Ib., 4 Ib. and % 
Ib., and in Flat Packets. 





We will also quote you on Mixed Lawn Grasses 
and Onion Sets. Please give us the opportunity 
of quoting. 


We are the oldest Seed 
House in America, this 
being our 140th year in 
the business. Had we not 
given good goods, satis- 
factory attention to busi- 
ness, apd fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL BOY COPYRIGHTED 


The “Mitchell Quality” 
Window Refrigerator 


ae vas ™ A4 Jn 
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Fits Any Window—lIt’s Adjustable 


A practical convenience with unusual selling fea- 
tures. It completely fills up window space as it can 
be adjusted to fit openings from 17 to 35-inches wide. 

Made of strong rust-proof galvanized sheet steel and 
equipped with removable shelf which increases its 
capacity—yet allows plenty of room for tall bottles. 

Dimensions: Height in front 17”. Tapers to 13” 
in back—21” deep. 

The “Mitchell Quality” Window Refrigerator is a 
fast-selling item among thrifty housewives. Custom- 
ers find it economical to use and Dealers have found 
it profitable to handle them. Write us for price and 
details. 


Made by the Manufacturers of The Washrite Electric Washing 
Machine 


THE G. F. MITCHELL & SONS CO. 
East 65th St. & Cedar Ave., Cleveland, Ohio 














CARY’S 
Universal 
BoxStrapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
in arenes. 

ese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 

















A Big Seller 
to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 





we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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** ALLEN” 
WRENCH 
SETS 


HAVE cold-drawn (Allen process) sockets, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets, in the handiest possible 
combinations for mechanics and car owners. Features and prices 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


THE ALLEN MFG. CO., tixrfFoRD CONN. 











TACKS 


ALL KINDS 


TTT YY 


TOWER MFG. CO. 


MADISON, INDIANA CINCINNATI, OHIO 

















LIC-WID-LES DOOR CHECK 


Needs no attention and meets every emergency to which a door 
check and closer is subject 


Dealers ! 





Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 





Give Them 


Phenix Quality 4 


In Storm Sash Hangers and Fasteners 
















Show your customers the F 
line of Window hardware that #8 
saves trouble and mishaps. Phenix 
Hangers and Fasteners are simplest, 
handiest, easiest applied, most ~~ ng 

that’s why they sell best. New improve- a 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm s#indows and porch enclosures. 


Samples free. 


Mf g “c Oo 032 Center Street 


Milwaukee, Wis. 

























S UPERIO 


Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 





Ensign Bickford is the ORIGINAL 
safety fuse—tested and tried by 
time and experience. 
We manufacture various 
brands of fuse, amo 
which you should fin 


one adaptable for your 
work. 








The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 














American Steel & Wire 


WIRE == 


OM Olersund, Fi piaberes teers 

BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
ZINC INSULATED FENCES: iashiem, Royal, Anthony, 
National, U. 
ARROW STEEL POSTS 
CONCRETE _REINFOR RCEMENT 

BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE for every purpose 


Quick Delivery. Write us for selling plans. 

















400 N. Monticello Ave., Chicago, Lil. 
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U. S. HEADQUARTERS 


IMPORTED 


Fire Arms and Ammunition 






Heavy Duty Socket Wrenches 






Ss! ) istrib f Leading Domestic Firearms and Ammunition 
‘ es - uthorined leaperter of the Genuine, Original 


MAUSER Rifles, MAUSER and LUGER Pistols 

Long Barrels for ‘ ‘Luger’’ Pistols in 6”, 8”, 10”, 12”, 14”, and 16” 
lengths; ‘‘D. W. M.’’ Mauser, Luger, Mannlicher Rifle and ” Automatic 
Pistol, "Metallio Ammunition; ‘‘Koeln-Rottweil’’ Precision Shot Shells; 

‘Automatic’? 16- “gauge Shot "Guns; Cal. 32——-10-shot Automatic Police 
Rifle; ‘Merkel 1-Suhl’’ famous Shot Guns ; ‘“‘Over and Under’ Shot 
Guns; Combination ‘‘Over and Under” Shot Guns and 30/30 Rifle; 

Famous ‘“‘Drilling’’ Three Barrel Shot Guns and Rifle; Small Calibre 
Rifles, Shot Guns; Small Calibre ‘‘Over and Under’’ Guns, **Gallus’’ 

Famous Spanish Revolvers ; Revolver Ammunition; Leather and Canvas 
Holsters, Cartridge and Shell Belts; Gun Cases and Covers; Field and 
Marine Glasses; Binoculars, Telescopes, Compasses; Shooting Accessories. 

Repair Parts for MAUSER and LUGER ARMS 

A. F. STOEGER, Ine., 224 East 42d St., New York 
120 Page Trade Catalog mailed upon request. 








— 24° ment 


Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN - WORCESTER 


INCORPORATED 
WORCESTER. MASS. 























Osborne High Grade Punches 








rat - 
fe te | he 
all | Reaves Sida .dabduaien 
\ Hi a” 
Met te os Spring Punches Revolving Punches 
( i COMBINATION oa a. attractive a — the Hardware Trade. a ane 
SOLDERING AND TINNING FLUX pong mmers’ and Upholsterers’ and Plumbers’ Tools of superior 
Always Used By It’s easier and more profitable Ay sell the ot teh will please your customers as well as our famous Round 
General Electric best known products. Ruby fluid preferred Remember we have had 98 years of successful manufacturing experience, 
Ford Motor Co. because it is non-corrosive, non-explosive and employ only skilled "workmen “a use the finest quailty a matwitie te in 
Buick Motor Co. non-injurious. making our products 
a _ Order from your jobber or write to mm. mag back of every tool we make. Try us. Write for Catalog 
Gray & Davis Co. 
and many others. The RUBY CHEMICAL COMPANY C. 8. OSBORNE & CO.. NEWARK, N. J. 
68 McDowell St. Columbus, Ohio ESTABLISHED 18 




















Cutter — one of es 
the several When a customer passes the “Radiovise” he has 


highly efficient < | to stop and admire it. 

models of the Y That’s just why we have made it so attractive 
famous PORTER with a bright red finish. It shows itself off and 
line. All leading ‘ helps the dealer make the sale. 


jobbers carry 


. 


shows an Eni Sg ~ \law adiovise Presents Itself 


Swivel Base— Anvil Type 
Tool Steel Jaw Faces 


Jaw Width 3%”—Opens 4” 
Weight 19 lbs. 






Type and Size 
for Service 





Write us for prices and details. 


- ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 








G ny, i id I] J ° 
1s wat e TOOLS ee eee 
i mil TOOL Two styles of tenia Gese pany wee 


d 


» 


Patented by Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 


Hudson, y. 
ES NewYork Boston,Chicago,Pittsburgh [| CHESTER, CONN. 


HANA 
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DEALERS WANTED EVERYWHERE 
Mam 
ise | 


Lawn Vases 
Settees 
General Iron 


CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 















































Iron Fence, Gates 





and Wire Work 







SAMSON|CORDAGE WORKS 


SAMSON A aS SASH CORD, CLOTHES 
BRAIDED CORDAGE AS Soe? LINES, SMALL LINES 











THE STEWART IRON WORKS CO., Ine., 225 Stewart Block, Cincinnati, 0. 








Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 





i 10) ay 


—_ = 





Good profit. Write for price list. 
Name and design trade marks registered U. 8. Pat. Off. 


AND COTTON TWINES Ey PK, FC sew cancer 











Robertson “Horse Shoe Magnet” Hammers 


{the highest offered) at the Panama-Pacific Exposition. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 








SILENY EXT ESMEN 
Add to your Sales Force, but Not to your payroll. 
J. H. WILLIAMS & CO. 

“The Wrench People” 
New York BUFFALO Chicago 























STRATION ™ <2 * 
HANDLES 


Fer Smali Teols, Utensils, Electrical Goods, Etc 
Bauameling, both baked end air dried. 


STRATTON MFG. CO., Stratton, Maine 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


AntTI-Borax ComMpouNnp Co. 
sant aare Fort Wayne, Ind. 
wav °F 1908 














'TSPAREO 


BRONZE AND COPPER 
FLY SCREEN CLOTH 


Perfectly Woven, Most Durable 
Write for Prices 


Spargo Wire Co., Rome, N. Y. 

















_ Makers of Every 
NNN Kind 07 Ser, 
Nut and Bolt. 


The Corbin Screw Corporation 
The Americon Hardwere Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 














BOLT 
“VICTOR” clipper 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 


BAND “J NOX” saws- 


QUALITY % SERVICE 
UNIFORMITY OISTINCTION 

“She Jools in the Plaid Bor” , 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS — GLASS CUTTERS 








eT Hea, 


PADLOCKS 


mp, FOR EVERY CONCEIVABLE PURPOSE 
feos FRAIM-SLA YMAKER 


it 










Lancaster 


INSUAY IMAC DR TAT 


“ REQUIRES 
ONLY a a MB 





Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 





The Hill Champion Clothes Dryer has 


tute 
Plant. Advertised national 


Ly — CLOTHES DRYER Co. 
39 CENTRAL ST., Worcester, Mass. 
Distributors Metropolitan District 
Herman Kornhrens, Inc. 
111 Murray St., New Yors City 














THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 


1000 MILITARY RD., BUFFALO, N. Y. 











PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 





American Shearer Mfg.Company 
Nashua, N. H. 























or — 
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TAPLIN 


Double Dasher Beaters 
Dover Egg Beaters. 











The latest and most im- 
proved types of egg beaters. 
A full variety of styles, 
sizes and prices, to meet 
every requirement. 


THE TAPLIN MFG. CO. 


STEEL WIRE 
SCRATCH BRUSHES 


A large variety for industrial and household require- 
ments. First quality backed by more than fifty years 
experience, 

Write for catalog and prices. 


THE HEROLD BROTHERS CO. New Britain, Conn. 


Established 1874 a Re 7. ie we 
1104 W. 9th ST. CLEVELAND, O. . Broadway 


BURNLEY Write us, mention your Jobber’s 


name and we will send you FREE, 
without obligation, a No. 22 Ajax 


The Soldering Plural S l 
Paste that has ampie 


satisfied cus- Socket Plug No. 38—List 15¢ 


tomers for over and complete price sheets on Electrical and 
Radio Specialties 
23 years. 


If our goods and prices suit you—order from 
your Jobber at our New Discounts. Our 
Socket Plugs are Guaranteed against all damage 
from heat, moisture and breakage. Approved 


Sample free. 
p f by Good Housekeeping and Modern Priscilla 
testing laboratories. 


BURNLEY BATTERY & MFG. CO. Ajax Electric Specialty Company 
NORTH EAST, PENN. No. 22—List 50¢ 1924 Chestnut St., ST. LOUIS, MO. 





























Can Openers, Bottle Openers, Milk 
Cap Lifters, Ice Picks, Spatulas, etc. 


Vaughan kitchen tools are widely known the world 
over and millions are in use. 

When a manufacturer continues making the same 
line of kitchen tools for 12 years, it speaks for the 
quality and merit of his merchandise. 

Vaughan’s Can Opener is advertised 
nationally in women’s publications. 
Are you prepared to meet the daily in- 


ALUMINUM creasing demand for this, and ALL 


tools made by Vaughan? 
ARE Samples and catalog sent upon request. 
VAUGHAN NOVELTY MFG. COMPANY 
3215 Carroll Ave. Chicago 
























Lifetime Ware is made from heavy weight, hard, cross 
rolled, flat sheet aluminum circles and will not bend or dent BOTTLE o 
easily—that is why it will wear and last a lifetime. PENER 
Four factories and our own rolling mills enable us to offer 
excellent service. 


> ed 
Send for price list. ” LD 9 Sarl Seed Z 
ALUMINUM PRODUCTS CO. DRA, 


La Grange, Ill. 


UNIVERSAL crime 


























N R CUSHION TIRE | 


S 
E 
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Adjustable. Two sizes will clamp any hese of any = r+—\ | [ADDERS 

diameter. Made from cold rolled steel out of wire. } 

No rough edees te out hese. Put on in less than « } MODERNIZE 

Hose Clamps. Trademark on avery ee al oar- : 4 STORE METHODS 
from your jobber—er write us. 7 To provide adequate storage facilities for 


UNIVERSAL INDUSTRIAL OORP. 


os i ible and co 
Hackensack, N. J. shelf stock—to make it accessible n 


venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and 

‘efficiency One style only—neat of design— 8, BR 

















———) 











. + 
Says this advertiser,— 
“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with the hard- 
ware business, Hampware Ace is, without a doubt, 
the best medium fer advertising.”"—J. H. Yewdale 
& Sons Co., Milwaukee. 
It pays to use the Classified Opportunities Sec- 
tion of HARDWARE AGE. 












attractively finished —any height — 
easily installed—meets most 
requirements. Circular 

on request. 







































HARDWARE AGE 








ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen 


Salesmen, Retailers and Retail 


No illustrations accepted for these pages. 
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pp Re Be BD TEs 6 00 cess cccecsecepeccvcccudee $3.00 


ek ee is ce arehetes be68e bee es .06 

All Capitale, Minimum 50 words............ccceeccccscccce 4.00 

ie bao oe be sod OS OU ORES ES OCR COS .08 

e D BS UE 6:6 66h 0606 60466500 66.0606 696554 USS OOO HSER . 5.00 
TTT TTT Ter TT TTrTTTTrTTe Tt 4.00 


Allow seven words fer Keyed Boz Number Address. 


4 insertions, 10% off; 8 insertions 15% off 
Remittance Must Accompany Order 


50% off the above rates for Positions Wanted Advertisements 








Busi eeesteaial 


FOR SALE: Best established hardware and 
implement business in good college town. Lo- 
cated in richest agricultural section of Central 
Kansas. Good railroad facilities, clean, up-to- 
date stock; invoice about $8,000. Will _ sell 
hardware or implements separate. Owner’s time 
taken up by other business. Bargain. Address 
Box G-380, care of Harpware Ace, New York. 








FOR SALE: Long established hardware store 
consisting of builders’ hardware, factory supplies, 
auto accessories, paint, tools and general line 
of shelf hardware. Reasonable price and long 
lease at low rental. Address Box G-372, care of 
Harpware Ace, New York. 





HARDWARE BUSINESS FOR SALE—Old 
established, in best city of 12,000 in Southern 
Indiana; town surrounded by fine farming coun- 
try; 2 state highways and improved roads in al! 
directions; industries, coal mining, large railroad 
shops and good manufacturing plants; store lo- 
cated in large modern room on best corner in 
city; occupies 2 floors and basement 40 x 110, 
with entrance on 2 principal streets; long time 
lease at extremely low rental; best of reasons for 
selling; business has always been profitable; fine 
opportunity for parties with capital; stock will 
invoice about $20,000. NO TRADE CONSID. 
ERED. Address Box G-394, care of Harpware 


Ace, New York. 





Help Wanted 





HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s “Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Ace, New York. 





EXPERIENCED SALESMAN in large hard- 
ware store in eastern part of Connecticut. Give 
particulars and references. Address Box G-386, 
care of Harpware Acs, New York. 





WANTED—SALESMAN to call on the hard- 
ware trade in several Southern States, represent- 
ing old established concern. Salary and ex- 
penses paid. Give age, experience and reference. 
— Box G-392, care of Harpware Ace, New 

ork. 





WANTED—HIGH CLASS, experienced hard- 
ware salesman to represent jobber in Western 
North Carolina. State experience and territory 
now traveling. Address Box G-391, care of 
Harpware Ace, New York. 





ENAMELER—Thoroughly experienced, to take 
charge of plant making White Enameled Kitchen 
Utensils. Address Box G-359, care of HarpwAre 
Ace, New York. 





DESIRE SERVICES of experienced cutlery 
salesman for well-known line to jobbing trade. 
Good proposition for right man. Address Box 

-406, care of Harpware Ace, New York. 





SALESMEN: WELL KNOWN MANUFAC. 
TUR of mechanics’ tools and hardware spe- 
cialties of established reputation has opening for 
salesmen calling on the retail trade, preferably 
those who can sell in connection with other non- 
conflicting lines, on commission. Territory open: 
Kentucky, Indiana. Ohio, Michigan, New Ene 
land States: also Arizona, New exico and 
Nevada. To right men exclusive territory ar- 
ranged. In reply state experience and territory 
now traveling, also what selling. Address Box 
G-387, care of Harpware Ace, New York. 


Positions Wanted 


Positions Wanted 





1 A FIRST CLASS BUILDERS | 
hardware man wil] be available for 
position January Ist. Fully qualified and 
capable for any position in that line. 
For particulars and references 

Address Box G 407 


eare THAKIWARE AGE, New York. 

















HARDWARE MAN with 10 years’ experience 
in buying, pricing and handling general inside 
work for large hardware jobber, desires position 
as buyer; preferably in New York City or metro- 
politan section. Best of references. Address 
Box G-375, care of Harpware Acz, New York. 








A SALES EXECUTIVE with a successful 
record in selling the wholesale hardware trade 
in United States, Canada and foreign countries, 
seeks a position with a hardware manufacturer 
that can offer an opportunity for growth. Ad- 
dress Box G-379, care of Harpware Ace, New 
York. 





SUCCESSFUL SALESMAN, with fifteen 
years’ experience selling hardware and electrical 
goods to jobbers, large retailers and department 
stores in the Middle West, is open for a connec- 
tion for next year. Unusually good references as 
tu ability and character. Traveled for only two 
manufacturers durin fifteen years. Address 
Box 7082-A, care of Hanpwane Ace, Otis Bldg., 
Chicago, Ill. 





HIGH GRADE SALESMAN with broad gen- 
eral experience in building business desires to 
connect with a well established institution. For 
such a concern will undertake to raise capital on 
bond or stock issue and dispose of their product 
as well. Address Box 7081-A, care of Harpwarr 
Ace, Otis Bldg., Chicago, Il. 





POSITION WANTED by experienced sales- 
man selling a factory line of cutlery, sporting 
goods, fishing tackle or an item of hardware. 
Route must be in the vicinity of the Northwest. 
Address Box G-395, care of Harpware AcE, 
New York. 





POSITION WANTED—Position with an up- 
to-date hardware company, where ten years’ ex- 
agence in the general hardware business would 

appreciated and mutually enjoyed. Have had 
five years’ experience at buying and three years 
of store management. irty years of age, mar- 
ried, and can furnish excellent references. Ad- 
oo Box G-397, care of Harpware Acz, New 

ork. 





YOUNG MAN, 24 years old, Christian, desires 
to connect with wholesale house in New York 
about Jan. 1. Have had little over two years 
selling eral hardware. Address Box G-390, 
care of Harpware Ace, New York. 





SALESMAN, EIGHT YEARS’ experience as 
a general hardware and specialty salesman, open 
for a proposition from reliable manufacturer. 
Acquainted with hardware, auto accessory, elec- 
trical, sporting goods, radio, toy jobbers, de- 
partment stores and large retailers in Philadel- 
phia and surrounding territory. Commission 
basis. Address Box G-408, care of HarpwareE 
Ace, New York. 





EXPERIENCED HARDWARE MAN, pro- 
gressive, ambitious and industrious, desires posi- 
tion as manager of retail hardware, or head of 
builders’ hardware department, wholesale or re- 
tail. Would consider buyer’s position or as travel- 
ing salesman for manufacturer or jobber. Have 
salesmanship training. Prefer Northwest or Mid- 
dle West territory. Address Box G-404, care of 
Harpware Ace, New York. 


POSITION WANTED as Purchasing Agent; 
age 35. Branch or Sales Manager for whole- 
saler of hardware or hardware specialty manu- 
facturer, metalware, etc. Twelve years’ experi- 
ence house and traveling. Open for position Janu- 
ary Ist. Best of reference. Presently employed. 
Address Box G-378, care of Harpware Ace, New 

or 





BUILDERS’ HARDWARE SALESMAN. 
AGER, 15 years’ experience in all branches; pre- 
fer position in Southern States. Address Box 
G-401, care of H'arpware Ace, New York. 


Sales Accounts Wanted 











|} MANUFACTURERS’ 
REPRESENTATIVES — > 


Combination of ten experienced, active 
salesmen will take on additional line of )) 
mechanics’ or carpenters’ hand tools. Have ) 
specialized in tools for many years, call op ?) 
the jobbing trade in all parts of the country )) 
every ninety days and now represent three })) 
nationally known lines. 

To be of interest, must have reasonable 
amount of established business as we have }}) 
demonstrated our success and cannot endeavor }} 
to develop an entirely new proposition. 1 

We solicit business from jobbers in hard- 
ware, accessory and mill supply fields on 
rigid jobbing policy and will not consider 
anything unless distributed exclusively through 
reputable jobbers. 


Address Box G-388 ( 
care of Hardware Age, New York. 














WANTED—TO REPRESENT MANUFAC. 
TURER. Hardware or Sporting Goods to job- 
bers and large retail in Pacific Coast States. 
Twenty years’ selling experience with one of 
largest hardware jobbers in country. References. 
Service to begin March 1, 1925. Address Box 
G-389, care of HARDWARE Ace, New York. 





OLD ESTABLISHED manufacturers’ agents 
with large and valuable connections with hard- 
ware jobbers are open to receive additional sales 
representations for REAT BRITAIN and 
IRELAND. Large offi warehouse and sample 
rooms in center of London. First class refer- 
ences from American manufacturers. 

Box G-373, care of Harpware Ace, New York, 








SOUTHERN REPRESENTATION: If you 
desire repr tation in the Southern and South- 
western states south of Ohio River, and have a 
standard line of goods to sell to the Wholesale 
Hardware, rae and Notion trade, or any one 
of them, you have an py ye of making 
arrangements with one of the most successful 
established firms who personally solicits this line 
of trade three to four times a year. We strictly 
limit our lines but have decided to add one more 
to our list. Members of the “Old Guard.” 
Newey Sales Co., 258 B’way, Room 414, New 
York City. 








WE ARE OPEN for one or two good staple 
lines in hardware, on commission basis; we have 
an established trade with the hardware jobbers, 
dealers and department stores; our territory is 
Arkansas, Mississippi, Tennessee and part of 
Louisiana. Address Box G-405, care of Harp- 
waRE AcE, New York. 


MANUFACTURERS’ REPRESENTATIVE— 
Thoroughly experienced salesman, A-1 linguist, is 
going abroad soon. Has room for two or three: 
more Hardware and Tool Representations. Basis: 
Commission and small share in traveling expenses. 
Highest of references as to integrity, ability, ex- 
perience. Only firms in A-1 class need apply. 
— Box G-403, care of Harpware Acre, New. 

ork. 














December 11, 1924 


- REPUTE 


wea: 


feat’ on w atiead bowtie 
au bd | ye lie 7 


#4 anaie 
Cat WA 


Ale +h =: 


jite}. wal A | re 


actus @passeetpamis mdpeeee 
' 


ede Hy ee 


390 





HARDWARE AGE 


uns Ls ses Zs tee DY Se el = ih 


| lanl yP-. 


vitte@eret Seece 


i“ We 





is the total number of replies for 1924 which have been received up to the closing date of 
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Sales Accounts Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





SALES ACCOUNTS WANTED—Manufactur- 
ers’ representative with New York office and es- 
tablished trade calling on wholesale hardware, 
housefurnishing, automobile, radio, exporters and 
5 and 10 cent store syndicates, desires corre- 
spondence from reliable manufacturer of hard- 
ware or kindred lines on commission basis for 
New York City territory. Address Box G-402, 
care of Harpware Acez, New York. 





BUILDERS’ HARDWARE LINE wanted for 
Southern California. Prefer established line 
which will warrant intensive work among con- 
tractors and architects, sales to go through regu- 
lar retail stores. Have wide acquaintance among 
this trade, know territory, and in a position to 





thoroughly cover field. PRYNE, 1040 
Broadway, Los Angeles, Cal. 
LINES WANTED for Middle West territory 


by successful salesman who has covered this terri- 
tory for ten years, selling hardware trade and 
department stores. Three or four non-conflicting 
lines, no more, on commission basis, with draw- 
mg account equal to actual traveling expense 
divided among the lines. A personal service that 
could only be duplicated by a personal sales force. 
Fine references furnished. Address Box 7086-A, 
care of Harpware Ace, Otis Bldg., Chicago. 











We offer as a side line and on a straight com- 
mission basis a high grade well-known line of 
foreign made sporting shot guns, rifles, and 
automatic pistols. Only the applications from 
experienced salesmen of the very highest stand- 
ing and ability will be considered, those with 
established trade preferred. Write full particu- 
lars and territory covered. All applications held 
strictly confidential. Address Box G-383, care 
of Harpware Ace, New York. 





WANTED: SALES REPRESENTATIVE 
by manufacturer of Drain Pipe Cleaner, Boiler 
Liquid and Tile and Porcelain Cleaner. The 
man we are seeking is to be thoroughly ac- 
quainted with the Plumbing Supply trade and 
Hardware trade in Canada. He must furnish a 
satisfactory record. All replies will be confiden- 
tial. Address Box G-400, care of Harpware 
Ace, New York. 





MANUFACTURER WANTS RELIABLE 
sales agent to handle line of hickory skis in New 
York and New England States. To sell to hard- 
ware and sporting goods jobbers only. Liberal 
commission. In reply state experience and ac- 
quaintance territory. PAKK MANUFAC. 


in 


TURING CO., St. Paul, Minn. 


REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
references. Address P. O. Box No. 321, Salem, 

hio. 


SALESMAN WANTED to cover the New En- 
gland territory by a concern who manufacture 
builders’ hardware specialties; one who is ac- 
quainted with the territory preferred. This con- 
cern is widely known among the trade both West 
and East. All replies considered strictly confi- 
dential. Address Box G-393, care of HarpWArRE 
Acre, New York. 


TRAVELING MEN WANTED who can en- 
joy and increase their sales from Saunders Nor- 
vell’s ‘‘Forty ears of ardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order your copy now 
from Harpware Ace, New York. 














HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor saving Magic Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 
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Q. Lindemann & Co. 


HALA 


35-37 Wooster Street 





TRADE Ty 108 
Established 1863 
New York 
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The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Terrey Razor Co., Worcester, Mass. 












Have a 
Bull Dog-Grip” 


Manufactured by 
U. B. Giethes Pin Co., Montpelier, Vt. 
Sales Dept. 
1018 Unter Benk Sidg., Pittsburgh, Pa. 











Economy 
Hose Attachments 
Wer connecting hose to smooth 
fauects. Slips en and eff easily. 
Beenomy Mfg. Co. 
6660 Germantown Ave. 
phia; Pa. 

















If it’s the best tool you can sell 


For Working Stone 


Trow & Holden Co., Barre, Vt. 
Send for catalogue. 








“AXES SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 








American Can 


SLACK IRON CALVANIZED | 





American Can oo aa 


= dl 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mees 























PEERLESS FAUCETS 


Made of best Maple, with Leather 
Lining and Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Oross. 

} John Sommer Faucet Co., Newark, N. J. 











JOHN SOMMER’S 








Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 


BALE TIES 


wn" 








J. L. THOMPSON MFG. CO. 

















ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 














STANDARD CRAYON CO. 


Danvers, Mass. 
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Ais Snap-On Sales Plan is so accurate 


in its simplicity that the moment the 

Snap-On Cabinet is installed in your 
store you are capable of successfully handling 
any wrench inquiry of a car owner. No mat- 
ter what car he drives—no matter how little 
he knows of his wrench requirements. He 
doesn’t need to specify the size and kind of 
wrench he wants. You tell him what he needs. 
With our Sales Plan you automatically be- 
come a socket wrench expert. 


Snap-On Wrench Service will draw car 
owners, mechanics and industrial users alike 
to you for the solution of their wrench needs. 


The speed and efficiency of the Snap-On 
Wrench System so fully meets present day 
demands that a simple demonstration elimi- 
nates sales resistance. 

The quality of Snap-On Wrenches will reflect the 
highest credit upon your store as headquarters for 


the finest tools. Write for details of our remark- 
able Sales Plan. 


MOTOR TOOL SPECIALTY CO. 
14 E. Jackson Blvd. Chicago, IIl. 


Distributing Branches in 18 Principal Jobbing Centers 


p-on 


INTERC prams A 


Socket-Wrenches 


Look for the name—without it no wrench is a genuine Snap-On. 


Snap-On Wrench Co., Mfrs., Milwaukee 
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Community Plate Advertising for DECEMBER 


Reaching every possible 


silverware Customer in 








Blanketing the Nation’s Purchasing Power 


URING December Community Gift 
Suggestion messages will come di- 
rectly to the attention of some 14,000,000 
shoppers at the moment when they are 
seeking a solution of their gift problems. 


This vast audience will be reached 
through a magnificent Community Dou- 


ble Page Spread in The Ladies’ Home 


Journal and Woman's Home Companion. 


The Gift Page featuring twenty-nine 
moderately priced gift pieces, will also 
appear during December in The Saturday 


Evening Post, Good Housekeeping and 
McCall’s. 


Watch for these displays and feature the 
pieces illustrated. Then you will get the 
cream of the business — establish new 
December sales records. 


Your Wholesaler Can Supply You 


December 11, 1924 

















